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With Which is Combined 
Goop HARDWARE 








Thereisa NEW DEMAND “i527 
GO AFTER IT 


AMERICAN 
BARBED WIRE 


2 Point | 


v 4 Point 











AMERICAN NAILS, 7-902) 59 (07.0. 9 2029.6 :1E10)\| 
TACKS AND STAPLES : POULTRY NETTING 


AMERICAN STEEL & WIRE COMPANY 


208 South LaSalle Street, Chicago pit Ta Empire State Building, New York 
SUBSIDIAF . ‘ 
94 Grove Street, Worcester heclngs — STEEL COMM First National Bank Bldg., Baltimore 
AND ALL PRINCIPAL CITIES 


Pacific Coast Distributors: Columbia Steel Company, Russ Building, San Franc.sco 
Export Distributors: United States Steel Products Company, New York 














ao 
Z 


ef 
s aX then. we 




































42 


ll ke unr 
TTT ig 


- ipatae 4 IN 





“ 
i 





















“HARDWARE AGE 


PROTECT YOUR PROFITS 
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PADLOCKS EVERY HARDWARE 


MERCHANT 
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C ‘\ YALE SUPER 

) PIN-TUMBLER 
PADLOCK 

For maximum se- 

curity. Solid cast 

bronze case and 

hardened steel 

shackle. 

No. 830: 14 inch 

case . . . $2.00 


to 


















PIN -TUMBLER 
PADLOCK 
Housed in stainless 
steel. Combines 

real security with 

ottractiveness. JO wf 
Shackle of hard- 48> 

ened steel. ‘ 


No. 753: 138 inch 
al. $1.25 iN 


5\\ YALE 
PIN-TUMBLER 
PADLOCK 
A new solid brass 
case padlock with 
hardened shackle, 
embodying secur- 
ity and strength. 
No. 773: 134 inch 
case .. . $1.00 





























YALE 
PIN-TUMBLER 
PADLOCK 
Modernistic de- 
sign. Heavily chro- 
mium plated case 7am 
‘and hardened 

steel shackle. 
No. 783: 13ginch ™ 
| case . 75 





; YALE 
“ PIN-TUMBLER 
PADLOCK 
Pin-tumbler secur- 
ity at a very mod- 
erate price. Attrac- 
tively finished in 
gray lacquer. Hard- 
ened steel shackle. 
No. 627: 13g inch 
Rar go os ere 50¢ 






The Padlocks shown above are among the most 
important numbers in the YALE Line. There are 
others made to retail from 10¢ to $10.00. 


SHOULD FEATURE 


YOU CARRY the five YALE Padlocks 
illustrated on this page, you may rest 





assured that you have a truly representa- 
tive padlock stock. 


First of all, these padlocks cover an advan- 
tageously wide range of prices—50 cents 
to $2.00 retail. 


cover a remarkably wide range of utility 


Furthermore, they also 


and the highest saleability, for their size 


—1% inch case—is most popular. 


Another important fact is that this group of 
YALE Padlocks is being forcefully adver- 
tised in the Saturday Evening Post and other 
magazines reaching millions of families. 


This powerful campaign is producing results. 


To participate in these results, stock and 
display these YALE Padlocks. If you have 
not yet obtained the new YALE decalco- 
mania key sign, send for one and put it 
up. This will identify your store with the 
name that is known the world over as a 


symbol of security. 


“The Name YALE Helps The Sale”’ 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S. A. 
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Hardened Self-tapping Sheet Metal Screws 
for joining and making fastenings 
to metal without tapping 


The GENUINE product — made only by 
Parker-Kalon. Just turn Screw into a drill- 
ed or punched hole ... it forms a thread 
in the metal ... holds better than a ma- 
chine screw or nut and bolt. Saves time, 
labor, money. Used in all leading autos, 
radios, airplanes, etc., and by tinsmiths, 
auto repair shops, sign ma- 

kers, etc. Type “A” for making ’ 
fastenings to sheet metal to 
18 gauge. Type “Z” for fastenings to sheet metal 
from 28 gauge to 6 gauge and to aluminum and 
die castings, Bakelite, ete. Made in a wide range of 
sizes and various head styles and finishes. Packed 
in boxes containing one gross or 1000 of a size. 
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Hardened Masonry Nails for fastening to Brick, etc. 


It’s easy to fasten to brick, mortar, con- 
crete, with Hardened Masonry Nails. Easier 
and cheaper to use than expansion bolts, 
lead anchors and plugs, hooks, spikes, ete. 
No drilling required except in unusually 
hard masonry and then only a. starting 
hole. They hold securely. Used by tinners, 
plumbers, electricians, handymen, ete. Made 
in 5 sizes—5/32” x 1” to 1/4” x 2-1/2”. Put 
up in boxes containing 100 of a size; also 
in assortment. 


Cold-forged Wing Nuts and Thumb Screws 


Made by a new process. Neater in 
appearance, stronger, better finish- 
ed, accurate and uniform. Free 
from flaws and defects. A complete 
range of sizes. 100 of a size to the 
box. Compare quality and price 
with what you now buy. 























Shur -Grip Handles for Files and Solder Irons 


Screw-on, Stay on. Unique 
die firmly locked in the 
handle (see sectional 
view) cuts a thread on 
tang of file or stem of 
solder iron, as handle is 
screwed on. Cannot loosen 
or come off—yet can be 
unscrewed, like a nut from a bolt. Shur-Grip File Handles 
never need pounding-on ... don’t crack or split and so outlast 
many ordinary handles. Four sizes to fit all files from 3” 
to 18” in length. Packed a dozen of a size in a box; also in 
assortment. 

Shur-Grip Solder Iron Handles won’t char and can’t burn, as 
the stem doesn’t touch wood. Vent keeps handle cool. Ready 
for use—simply screw it on. Three sizes fit all irons from 114 
to 12 pounds. Packed 12 of a size to the box. 

Prices and full information on all above items on request. 





DISTRIBUTED ONLY BY RECOGNIZED JOBBERS— For names of nearest 
Jobbers mail this coupon to Parker-Kalon Corp., 192 Varick St., New York. 


| Wing Nuts and Thumb 
Hardened Masonry Nails. 


Refer me_to jobbers of Shur-Grip Handles "| Repair Plugs 


Screws Hardened Self-tapping Sheet Metal Screws 
Name 
Company 


Address 


4 


PARKER-KALON PRODUCTS 


used by 5,000 manufacturers because they save time, labor and money 
Mechanics and Handymen buy these products for the same reason 








7 out of 10 File Users will 

buy from this display of 

handles that Screw-on, Stay- 
on, Won’t Split! 



















A fast mover. File users can’t 
resist buying when they see this 

colorful counter display which . heii 
tells all about the famous INJURIES 
Shur-Grip File Handle (see F 
details in column at left). 


Assortment contains 
6 handles for 3” to 
6” files; 12 handles 
for 6” to 10” files; 12 
handles for 10” to 14” 
files; 6 handles for 
14” to 18” files. Costs 
you only $3.40* ... 
brings you $5.40. 


Self-tapping Repair Plugs 
Stop Leaks — 

-in boilers, tanks, radiators. 
pipes. Simple, effective. It forms 
a thread in the metal and draws 
up gasket to seal hole tight. 18 
cadmium plated Plugs ('4” to 
4,” sizes). Costs you $1.95* 
... brings you $4.30. 
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Wing Nut Assortment 
Contains 108 bright nickel 
plated Parker-Kalon Cold- 
forged Wing Nuts in 5 sizes 
and tappings commonly used 
on hundreds of home, office 
and shop devices. Costs only 
90c.* . . . brings you $3.30. 


Hardened Masonry 
Nail Assortment 
150 of 4 popular sizes of 
Masonry Nails (described in 
column at left) and three 
Masonry Drill Bits and Hol- 
ders in attractive counter 
display. Costs you $1.85* ... 
brings you $3.35. 


PRICES 
quoted 
are F.O.B. 
New York. 
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THE MODERN PACKAGE 
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| ; COMMERCIAL TAPES 
MADE BY THE TANS 
MAKERS OF Js: HAZARD INSULATED WIRE \ RSS SSS ES 


5/4 THE OKONITE COA) N 


OKONITE and 
MANSON rapes 


Here are two high grade Commercial 
Tapes—PANTHER and DRAGON, 
friction and .rubber, Cellophane 
wrapped and sealed— individual green 
cores — backed by the Okonite and 
Hazard reputations for quality—they 
satisfy all requirements for a modern 
package. Panther Nos. 1 and 2 are 
packed in an attractive counter display 
carton. The Handy Package contains ten rolls of Panther 
No. 8. Send for the Panther-Dragon booklet shown 
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HAZARD INSULATED WIRE WORKS 


N N°4 tHe OKONITE COMPANY 











below. 
HAZARD INSULATED WIRE WORKS 
Division of 
THE OKONITE COMPANY 
Factories: Wilkes-Barre, Pa. Passaic, N. J. 
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PAINT-THIRSTY HOM 


Thirsty for Paint--Fairly Yelling for It- -Thousands 
of Homes and Other Buildings All Over the Country 


LOT OF THEM are going to get it. De- 

pressed incomes are losing some of their 
leanness; people who couldn't afford paint during 
the past four years can afford it now. 

You can make yourself some money selling paint. 
But keep in mind that people have acquired a new 
attitude toward money. They buy cautiously. Price 
is a controlling factor. 

Because of low manufacturing and distributing 
costs, Simmons offers the retailer a definite price- 
advantage on paint. 

Simmons’ three lines at three different price levels 


enable the retailer to sell all types of paint-users— 





Simmons Hardware Co. 
St. Louis, Mo. 


Send complete information about your 
profit-building Paint Merchandising Program. 


Firm Name. 








Signed By 








Mail This 
Coupon Today 


SIMMONS HARDWARE CO. 


from those who want the best to those who must 


consider cost. 


And the Simmons Paint Merchandising Plan gives 
effective co-operation, right at the point of sale— 
namely, in the retailers’ store. A help-you-sell-it 
plan that really works. Ask the Simmons salesman, 


or write direct to us. 


‘SIMMONS 


GUARANTEED 





Manufacturers and Distributors 


St. Louis, U. S. A. 
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NEW PERFECT’ 
WAX APPLICATOR 
Lip 
ON DRI-BRITE 






HOLDING DEVICE. TO 
FLUSH me a 








st 
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“Give us an Applica- 
tor as Easy to Use as 
Dri-Brite Wax”—said 
Thousands of Users. 


Pictured here is the new Dri- 
Brite Featherweight Applicator 
—entirely different from any 
you have ever seen. Feather- 
weight describes it aptly. For 
this new applicator weighs less 
than twelve ounces — lighter 
than any other ever made. 
Then too, the Dri-Brite Feather- 
weight is the only cheesecloth 
applicator and over a period of 
eight years cheesecloth has been 
=< the best material to use. 
hat’s more, the cheesecloth 
can be instantly removed and 
instantly renewed. Simple 
springs do the trick. 
Altogether, the Dri-Brite Feath- 
erweight with its many attrac- 
tive features, plus the black and 
silver modernistic design and 
finish really is the perfect wax 
applicator. 
Over thirty million women will 
read about Dri-Brite’s special o9¢ 
and $:.49 applicator offers this 
Spring. So stock up now. Don’t 
disappoint a single customer. 





1934 





@ PINT APPLICATOR OFFER 


1 Dozen pints Dri-Brite Wax 
1% Dozen Dri-Brite Applicators 


Cost toYou $6.96 
14 Dozen pints Dri-Brite retail 
@ 75¢ each 
1% Dozen pints Dri-Brite with 
applicators retail @ 99¢ each set 


Your selling price $10.44 
Your Profit $3.48 


@ QUART APPLICATOR OFFER 


1 Dozen Quarts Dri-Brite Wax 
4 Dozen Dri-Brite Applicators 


Cost to You $10.96 


14 Dozen Quarts Dri-Brite retail 
@ $1.25 each 

YQ Dozen Quarts Dri-Brite with 
applicators retail @ $1.49 each set 


Your selling price $16.44 
Your Profit $5.48 


You have never seen a wax applicator so-perfect 
for applying Dri-Brite Wax as the new Dri-Brite 
Featherweight. 

Featured in the tremendous Spring national adver- 
tising campaign for Dri-Brite Floor Wax in Satur- 
day Evening Post, Good Housekeeping, 
Ladies’ Home Journal, McCall’s, Better 
Homes & Gardens, Woman’s Home Compan- 

ion, Farmer’s Wife and Sunset Magazine. 


The special 99¢ and $1.49 applicator offers 
are bound to attract Dri-Brite customers in- 
to your store. 


e prepared for the demand the Dri-Brite applicator offers are sure 
pag 2 Order from your jobber today. Offer expires June 30, 1934. 


MIRACUL WAX CO., 1322 Dolman St., St. Louis, Mo. 
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Full rounded corners—complete 
rock wool insulation—fingertip oven 
heat control . . . new features, any 
one of which, alone, would be news, 
are merely some of the details in this 
new Florence Oil Range. Sixteen- 
inch oven—non-tipping racks—porce- 
lained cooking top and end shelf— 
gas-stove legs . . . we could go on 
telling you about this amazing value. 
Better looking than ever before, in its 
ivory and black with light green trim; 
sturdier, with many construction fea- 
tures used in high-priced gas ranges; 
and giving better cooking than ever 
before . . . Here’s the range you can 
sell and build friends with in 1934! 

Take one feature—the new fingertip 
oven heat control. Now, Mrs. House- 





Bree? eae 


Re af NC . 








wife can have perfectly balanced oven 
heat at any of the more moderate 
cooking temperatures so necessary for 


-best results with certain kinds of food. 


Take the rock wool insulation—it’s 
all around the oven, evenin the door! 
Cool kitchens on hot days, and an easy 
maximum temperature inside the oven 
of over 600° F. with economy of fuel. 
The same reliable Focused Heat 
that has made Florence Oil Ranges 
the choice in hundreds of thousands of 
homes. The same dependable en- 
dorsements. The same fine work- 
manship—all backed by 62 years’ 
experience. 
|R. You can sell it—with profit 
and confidence. 


us 


WE DO OUR PART ©1934 by F. S. Co. 
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Here is a real gas range, regular or 
fireless. It’s got everything, and then 
some. New enclosed cooking top, 
35 inches above the floor and only 6 
inches below the top of the oven. 
This oven side casts no deep shadow, 
and the oven top is not too high for a 
convenient work table. 

The oven is extra large (17 x 18 x 13 
inches), with complete rock wool insu- 
lation. Regular or fireless. Radio 
dial oven heat control, very quick and 
accurate. Elevating broiler has out- 
side control and smokeless broiler pan. 


_Cooking top is closed except imme- 
diately around the porcelained grates, 

























saving heat and making cleaning easy. 
Burners are of the cone type, with 
extra wide range, from low simmering 
to full flame. Instantaneous top 
burner lighter. 

Full porcelain enameled, in green 
and ivory or white and gray—with 
black trim. Unusually handsome, 
extra sturdy. 

The Florence 3000 Series Gas 
Range is one you can feature and push 
with full confidence. And it is only 
part of an amazing line — including 
Table Tops and Consoles — that has 
style, finish and features that meet 
every need and pocketbook. 


FLORENCE STOVE COMPANY 


GARDNER 


FEBRUARY 15, 1934 


Established 1872 


MASSACHUSETTS 
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“Slow Months” are pepped up when 
a PYREX Brand Ovenware display 
centers attention on your windows 


EBRUARY and March may be 

“off” months for many of the 
things you sell—but not house wares! 
During these months, women turn 
their greatest attention to housework 
... to their kitchens. Right now is the 
time to feature the many household 
items you sell that women need... . 
especially ovenware. 

Make your leading house-wares at- 
traction—Pyrex Ovenware. Few 
women can resist stopping in front of 
a store to look at a sparkling display 


PYREX Ovenware 


Trade-mark Reg. U. 8. Pat. Off. 


10 


of this well-known, well-liked ware. 
You'll find it a more powerful sales 
magnet than any other ware you may 
display. 

“Spotlight” acomplete Pyrex Oven- 
ware display—from custard cups to 
casseroles—in your main window to- 
day. It will repay you many times 
over for the space it takes. It will 
draw more women into your store... 
result in a greater number of sales... 
lead to many extra sales of your 
other household goods. 


Pyrex Ovenware National 
Advertising Simplifies Selling 


You need spend little time in selling 
talk on Pyrex Ovenware. Millions of 
women already know all about this 
nationally advertised ware. Every 
month, their favorite magazines carry 
Pyrex Ovenware advertisements... . 
have been doing it for years. That's 
another reason why Pyrex Ovenware 
sells fast, the year round. 


Corning Glass Works 
Corning, New York 
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Above. A NEW Necessity everyone has been waiting for. A practical, 
automatic Knife Sharpener. The OLYMPIC sharpens knives 
like an expert ina few seconds. Real “professional” results at the press 
of a button. Two special grinding edges do all the work and produce a 
fine, keen edge. Safe to 
use—saves the knife. Bat- 
tery operated Model KB. 
List, $2.80 without batter- 
ies (you supply and make 
the profit on 4 flash- 
light cells). Model K 


for A.C. current. 













Above. New! Battery Operated 
Olympic Razor Blade Sharp- 
ener. Quickly produces a new, keen 
straight edge on razor blade. All the features of the famous Olympic 
Electric Razor Blade Sharpener—grinds or strops. One blade lasts for 
months. Model B for all standard double edge blades; Model GB for 
GEM double edge blades. List $2.55 without batteries (you supply 
and make the profit on 2 flashlight cells). 





Ir irs SALES you want 
stock OLYMPIC propucts 


The Olympic Knife Sharpeners, as you know, will instantly 
fill an important need. You know the rapid sales they 
will produce. The battery operated Olympic Razor Blade 
Sharpener was created in answer to a demand for a 
speedy automatic sharpener that can be used anywhere. 
What are some of fhe features beside quick sales and 
profits? 

SELF DEMONSTRATING—Particularly the battery mod- 
els—make their own sales for you—right on your counter. 
NATIONALLY ADVERTISED—A national campaign is 
soon to break—reaching millions of families in all walks 
of life. 

REPLACEMENT PROFITS — You get the replacement 
profits from batteries—grinding edges and compounds. 
etc. 

DEALER HELPS—Complete and unusual set of dealer 
helps free. 

ORDER FROM YOUR JOBBER—or send his name and 


we will send you complete details and circular. 








OLYMPIC INDUSTRIAL CORP 














230 PARK AVENUE 


OLYMPIC NEW YORK, N. Y. 


ELECTRIC SHARPENER 







<< For A. C. Current. Model E for Gillette and 
Ss CS other standard double edge blades; Model EG 
. for Gem double edge blades. Nationally ad- 


vertised, nationally accepted. $2.00 List. 


OLYMPIC BATTERY OPERATED ELECTRIC RAZOR BLADE SHARPENERS 








DO YOU KNOW 


...that the Westinghouse “Built- 
in Watchman” thermostat elimi- 
nates fuse replacement or circuit 
breaker resetting in the event of 
unusual overload conditions? 

* 


...that Westinghouse combines 
the advantages of forced-draught 
cooling with a top-mounted, her- 
metically-sealed mechanism? 

* 


...that approximately 300 rigid 
tests are required during the pro- 
duction of every Westinghouse 
Dual-automatic Refrigerator? 


HARDWARE AGE 








CHART 


was prepared for men who 


“WANT TO BE SHOWN” & 


Let it prove 
to YOU that Westinghouse is your 
BEST BET FOR 1934 


WV @ You’ve found it pays in business to get 

facts and proof. That being the case, you 

will find the ‘‘Franchise Comparison Chart” 

gives you exactly the information you want 

of in laying your plans for a profitable electric 
refrigeration year in 1934. 

There are reasons why Westinghouse 


nes . 
sales have shown average yearly increases of 


- 50% every year since the Westinghouse 
Dual-automatic Refrigerator was first put 
on the market. Why not find out what 

gid they are? There are many important ad- 

sal vantages in Westinghouse advertising, sales 


use ‘ ‘ ° 
promotion, education and general selling 


* 
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1934 


Westinghouse Electric & Mfg. Co., 
Refrigeration Division (HA 2-15-34), Mansfield, O. 


We’re willing to be shown. Send the Franchise 
Comparison Chart — without cost or obligation of 
any sort. 





assistance. Why not add up their cash 
value to you? There is good-will as well 
as profit in a service-free, super-quality 
line of refrigerators such as Westinghouse 
offers in its twelve handsome “‘Master Series” 
models. 

Regardless of your present plans, let us 
send you the “Franchise Comparison Chart.” 
A request on the coupon below or your own 
letterhead will bring it. Since it costs noth- 
ing, and may add something to your net 
profit for 1934, you have everything to gain 
and nothing to lose. Send NOW for the 
“Franchise Comparison Chart!’’ 








MADE IN 
4A COLORS 


PASTEL GREEN, RICH OLD 
IVORY, MIRROR BLACK and 
MANDARIN RED 
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FEDERAL DRIP COFFEE MAKER 
Chromium basket Bakelite ha ndle 
nd knob. 9 cups of delicious « 





oO & 





EASY POUR" TEA KETTLE 
f-center Bakelite handle 
> use nd 












DUETTE SAUCE PAN SET 
Cooks two different foods over one 
urner New strainer 

capacity of each pan 


ws 





4, 








FEDERAL TEA POT 
Bakelite handle and knob. Makes six, 
cups of tea 
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VAPOR SEAL DUTCH OVEN 
Actual capacity 4 and 6 quarts 


a 


FLAVOR 9 ee 

hromium er 
andie protects 

ng grease 


'N THE WORLD’S LARGEST 





500% 


Lncredase for 1934 in— 
CONSUMER ADVERTISING 


o> FEDERAL @ 
Chip-Proofed Stainless 


GUARANTEED 
ENAMELWARE 


We are pleased to announce a 500% increase in our consumer ad- 
vertising appropriation for 1934 over 1933 on FEDERAL CHIP- 
PROOFED AND STAINLESS ENAMELWARE ... In 1933 we spent 
more on consumer advertising than the rest of the Enamelware 
industry combined . . . FEDERAL CHIP-PROOFED AND STAINLESS 
ENAMELWARE ranks first in dollar and cents volume in cooking 
utensil sales ... The 500% increase in consumer advertising for 
1934 will at least double 1933 sales... 
cooking utensils that are literally years ahead of any on the market 
...in modern beauty .. . in durability (by test 36 times more durable) 

. in time saving, labor saving, money saving advantages (they de- 
finitely save 20% to 40% on fuel)...On the opposite page we 
present a new modern line—styled for quick sales—designed for 
efficiency and priced for big volume . .. With these two outstand- 
ing lines you are certain to get all of the cooking utensil business 
in your locality. Feature them both. They will create interest and 
sales among old customers and bring new customers into your store. 


Here's a complete line of 


CONTINUOUS ADVERTISING 


NATIONAL MAGAZINES 
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CHROMIUM COVER 
WARE 





















SAUCE PAN 
Easy pouring, non-tip. 
Actual capacity 
1, 1%, 2 and 3 quarts. 


COOKING POT 
Efficient straight sides. Actual 
capacity 3, 4, 6 and & quarts. 


DOUBLE BOILER. Large water 
capacity ... Actual capacity inset 
1 and 114 quarts. 


TEA KETTLE 

Off center Bakelite 

handle for easy 
pouring. 

Actual capacity 
5 quarts. 


COOKING KETTLE 
Efficient straight sides. 
Actual capacity 
-3, 4, 6 and 8 quarts. 


A smart new 
coffee-maker. 


FEDERAL ENAMELING & STAMPING CO. 


‘orld’s Largest manufacturer of Enameled Kitchenware. 


PITTSBURGH e¢ PENNSYLVANIA 
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RESPONDED TO 


Nearly a Hair MILLION 
RADIO FANS 


A typical scene in the Carborundum Mailing 
Department. Mailing out souvenir sharpening 
stones to thousands of listeners to our program. 


THE CARBORUNDUM PROGRAMS THIS SEASON 


EVERY ONE A PROSPECT . Millions of 
listeners heard the story of Carborundum during 
the 13 weeks of broadcasting over 15 of the 
Columbia network stations. 


Now . . . it’s your chance to cash in on the de- 
mand we have built up for Carborundum prod- 
ucts . . . particularly the No. 66 Household 
Knife Sharpener and the No. 45 Safety Razor 


No. 66 Household Knife Sharpener designed especially for sharpening stainless steel 
cutlery without marring or scratching. A 35c seller with a worthwhile mark-up. 
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Blade Hone .. . both featured in our programs. 
The fellow who’s on his toes is displaying these 
sure-fire sellers. He gives them a good break in 
window and counter displays. Don’t lose out on 
this . . . get your share of the profits. Your job- 
ber will take care of your order promptly. 


Send for window and counter display cards on 
these products. They'll increase your sales volume. 


CARBORUNDUM 


REG. U.S. PAT. OFF. 





BRAND 


SHARPENING STONES 


The Carborundum Company, Niagara Falls, N. Y., Canadian 
Carborundum Co., Ltd., Niagara Falls, Ont. Sales offices and 
warehouses in New York, Chicago, Boston, Cleveland, 
Cincinnati, Milwaukee, Philadelphia, Detroit, Pittsburgh, 
Grand Rapids, Toronto, Ont. (Carborundum is a registered 
trade mark of The Carborundum Company.) 
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HERE THEY ARE:--:- 





THE NEW 940 SERIES 


Coleman 
= |nstant- 








Model No. 941 Q 








THEY HAVE 


1934. will bea big. ear for Coleman Stove dealers 


--.a Selling Year! e new 940 Series of Coleman 
Instant-Gas Ranges will help make it so. They have 
everything... sales appeal from every angle: 


Modern style and design. 
Amazing new improvements, which include new 
Band-A-Blu Burner with its increased heating effi- 


ciency, wider range of cooking heat and lower 
fuel cost. 














Model No. 945 





Dept. HA21, Wichita, Kans.; 


Name 


— Ranges 












Model No. 940 


EVERYTHING 


New Dial-Type Safety Carburetor Valve with 
positive fuel control and safe, simplified operation. 


Twelve new models for every cooking need at 
prices to fit every purse. 


Salesmen are being routed to give personal 
demonstrations and trade information as fast as 
possible. If you are interested in a profitable 
Coleman franchise, fill in and mail Coupon. No 
obligation on your part. Do it now. 








Model No. 947 Model No. 948 


THE COLEMAN LAMP AND STOVE COMPANY 


Chicago, Ill.; Philadelphia, Pa.; Los Angeles, Calif.; . Toronto, Ontario, Canada 


Send me the new catalog showing the 1934 line of Coleman Instant-Gas Ranges 
in full colors. Also complete information about your Stove Dealer Franchise. 








Model No. 949 Address___— 
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@ A “clean sweep” in more ways than one— 
Double X! Isn’t it a great sales-sensation to 
stock an item that has every other product in 
its field wiped off the map? You bet it is! Here 
is a can’t-be-copied product backed by a steady 
drum-fire of national advertising. You can’t 
beat THAT combination... ask your jobber! 
Schalk Chemical Company, 351 E. Second St., 
Los Angeles; 3932 South Lincoln St., Chicago. 
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AINLY A 
THERES CERT: WESTERN 


MAND FOR 
pect’ AND CARTRIDGES 


WESTERN SHELLS- BUT 
WELL HAVE THEM NEXT 
TIME You CALL / 
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WE HAVEN'T 








Why go through another year without 
the Leading Brand of Ammunition? 


This message is addressed to the relatively few ammunition 
retailers who are not selling Western. 


You're in business to sell as much merchandise as you can— 
and to make money doing it. If you want to sell more am- 
munition, stock and feature Western! 


By giving the shooting world most of the big improvements 
in ammunition that have been made in recent years Western 
has developed shells and cartridges that shoot better and 
get more game. That’s why so many shooters want them. 


Super-X, for instance! ... What a shell! — the original and 
biggest selling long range load... . 15 to 20 one longer 
range and greater killing power - — made possible by its 
exclusive Short Shot String feature. 


Each Western shell and cartridge is a feature item. Famous 
names in a famous line. Super-X — Xpert — Field — Mini- 
max — Super-X long range .22’s — and Lubaloy center fire 
cartridges, 





Why go through another year without the leading brand? 


AMMUNITION 


THE LINE OF LEAST SALES RESISTANCE 









, a a a 





STOCK WESTERN 


Shooters 


If Western were “just another brand” 
of ammunition millions of shooters 
wouldn't insist, as they do, on West- 
ern shells and cartridges. So there 
must be definite advantages that set 
it apart from ordinary ammunition— 
and there are! 

The Short Shot String of the Super-X 
long range load places it alone in its 
class. Super-X consistently pulls down 
ducks and geese that are well beyond 
the range of ordinary shells. 

In Western Super-X, Xpert, Field, 
and all Western shotgun shells, ex- 
cept .410 gauge, shooters get the ad- 
vantage of the new Western Seal-Tite 
Composition Wad. Not until West- 
ern developed this wad was it pos- 
sible to overcome ‘‘compression 


want it! 


leaks” caused by the hot gas blow- 
ing past the wad, resulting in a loss 
of velocity—melted shot pellets— 
poor patterns. 

Shot, wads, powder, brass, paper, 
waterproofing and every component 
part of Western shells and Western 
Lubaloy cartridges are the finest it is 
possible to produce. Is it any wonder 
the demand is so great and keeps on 
growing? 

No matter where you are located 
there is a Western jobber eager to 
serve you and close enough to serve 
you promptly. If you do not know 
his name or address we will gladly 
supply it. 

WESTERN CARTRIDGE COMPANY 


255 Adams Street, East Alton, Il. 
Branch Offices: Jersey City, N. J.; San Francisco, Cal. 


Why go through another year without the leading brand— 


Shotgun Shells 


and Cartridges 


Printed in U.S.A. 
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ERE'S our 5th annual advertising campaign 
H on DUTOX—our popular non-arsenical in- 
secticide for controlling beetles and leaf-eating 
insects on vegetables, fruit and tobacco. 

Have you ever seen such a heavy national 
advertising campaign on insecticides— 
23 national and state farm papers—all 
leaders in their fields—reaching 5,011,024 
farm homes—large space — monthly ad- 


_ owr NATIONAL ADVERTISING 
@ e 
will move i OFF for you 
vertisements, in the growing season —convinc- 
ing copy telling how DUTOX kills the insects. 


Thousands of your truck farmers and home 
gardeners, anxiously seeking relief from de- 
structive insect pests, will soon be receiving 
these welcome DUTOX messages of crop 
protection. 
Be ready to get your share of this business. 
Ask your jobber about DUTOX—or write us. 


THE GRASSELLI CHEMICAL COMPANY = 


Founded 1839 INCORPORATED Cleveland, Ohio 


JOBBERS —Write for attractive DUTOX proposition 


oUTO xX 


REG. U. S. PAT. OFF. 


A NON-ARSENICAL INSECTICIDE 
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NEW 
SALES POINTS? 


Sure! 


FASTER FEEDING 
EASIER EXTRACTION 
SMOOTH EJECTION 
‘“‘NON-SKID’’ HANDLING 
STRONGER 
STIFFER 
TOUGHER 





HARDWARE AGE 











CORRUGATED SHELL 


NITRO EXPRESS @® SHUR SHOT ® GAME LO 


«“ 


Now you can show your customers a 
distinctive difference in shot shells 


EWS? This is the FIRST change in a 

shot shell’s appearance in more than 50 
years! Watch your customers’ faces light up 
when you show them the new Kleanbore 
Corrugated Shells. We’ve made so many 
improvements inside the shell that now 
we’ve tackled the outside! The result is a 
distinctive shell, finer ooking, better acting, 
and a faster seller! 

Look at the added sales points on the 
opposite page. And remember, Kleanbore 
does away with gun cleaning, prevents rust, 
pitting and leading in a gun barrel! Klean- 
bore shells are loaded with standard 
powders produced by du Pont or other 
manufacturer; perfect, uniformly round 
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shot; compact, lubricated, moisture-resist- 
ing wad; the whole shell double-sealed 
against dampness, made absolutely wet-proof. 

You can’t sell a man an 1890 hat today. 
Well, when you show your customers the 
new Kleanbore Corrugated Shell, all others 
will be out of date. In all loads and sizes. 
Stock the complete new Kleanbore line 
and make 1934 a big profit year! 


KLEANBORE 


SHOT SHELLS : 


Remington, 
rol PONY 


ADS @® ARROW EXPRESS 
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Fg GEMS HOLD YOUR 
CUSTOMERS BECAUSE THEY 
HOLD THEIR EDGE / 
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OU get more profits and your cus- 
tomers get more shaves when you 
sell genuine Gems. 


Made of 50% thicker surgical steel 
so we can strop ‘em 4840 separate 
times. Gem Micromatic Blades out- 


a scratchy shave when they buy genu- 
ine Gems—three precision tests guar- 
antee Gem’s uniform keenness. Gems 
are the only blades to offer you 
both a single- and double-edge field 


of profit. 


shave and outlast all substitutes. Your 
customers can’t get a blunt blade or 


Sell them to your customers — and 
your customers will remain sold! 


GEM SAFETY RAZOR CORPORATION 
Brooklyn, New York 


GEM 


MILRYUMATIC 


fe es 


© G.S.R.C. 1934 
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IF YOU HAD THE ONLY STORE 


YOU'D GET ALL THE BUSINESS | 
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Nexr to this comes carrying in your stock 
the greatest number of the most popular 
brands. Of course, in many cases, you can’t 
tell which is ahead of the parade but where 
lawn fence is concerned there is one con- 
ceded leader. 

Cyclone Lawn Fence, because it is the leader, will bring you 
more fence sales and that means give you more chances to 
make new customers. These new customers cost only your 
decision to carry the most popular line. The line which has 
won leadership by years of performance. The line that even 
in the hardest of years has sold at an honest price and given 
its dealers a fair profit plus new friends. 

For forty-seven years Cyclone has been known for its care- 
ful production, national advertising, and painstaking service. 
Its lawn fence has increased the business of many dealers 
throughout the country. 

Below are other items in Cyclone ‘‘Red Tag’”’ Line and each 
is a friend builder as well as a profit maker. If your jobbers 


cannot supply you, write direct to us. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 


SUBSIDIARY OF unrre JES srares STEEL CORPORATION 


Re 7% a7 “ Pacific Coast Division: 


STANDARD FENCE COMPANY, 


LA L. N FENCE Oakland, California 






CYCLONE FENCE COMPANY 


General Offices: Waukegan, Ill. 








SCREEN CLOTH BURNER BASKET “RED TAG”’ GATE CATCH-ALL BASKET HARDWARE CLOTH 





FEBRUARY 15, 1934 25 
































Combination handy stock 
control guide and brush 





THE 


sales-aid card. 


THE 

















Brush Selling 
SYSTEM 
QUICK 
ORDER 
BOOK 





WoosTeR SAMPLER 











Book of “quick” 


blanks saves your 


WOOSTER SAMPLER 


Is More Than 26 Brushes on a Board 


How the Sampler works 


It’s a high-powered brush salesman — always on 
the job—constantly saying, “Stop, Look, BUY!” 

But the Sampler is more than a good Brush 
Display idea, it is a Complete Sales System for 
Brushes. 

It displays and sells a complete hand-picked 
line of “best-sellers” — satisfies 95% of your 
trade. This beautiful swinging metal display 
panel is quickly attached — in 5 minutes — to 
the vertical shelving right in your paint depart- 


ment — saves space saves time. 


How the System works 


Almost works itself — always keeps a minimum 
stock of each brush on hand. You’re never over- 
stocked — no dead numbers — investment is 
small, cut to the bone — turnover rapid — 
profits big! 

Sales created by the Wooster Sampler are 
handled with little of your time. The model stock 
control guide and “quick” order blanks make it 
as simple as ABC. Stocks are controlled auto- 
matically — always well balanced — uncertainty 


entirely eliminated. Profits are assured. 


Thousands of dealers say, “Here’s the best selling plan I’ve 


ever had 


it’s a money maker.” Ask your jobber or write to 


THE WOOSTER BRUSH CO., WOOSTER, OHIO 


WOOSTER == BRUSHES 


ONLY NATIONALLY 


ADVERTISED 


BRUSH LI 


HARDWARE 


order 
time. 
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The BOST 


of GARDEN HOSE 


Seven standard nationally known brands 
that meet every need and make your store 
headquarters for Garden Hose. 


GOOD LUCK 
HOSE WASHERS 


Tough,aliveand 
springy. And they stay 
alive, and hold firmly 
in place. Give you a 
splendid profit at 10c¢ 
each, retail. Packed 2 
zross (24 cartons) in 
attractive display con- 
tainer as shown. 


Works: Cambridge, Massechusetts 


THE BOSTON 
NOZZLE 


Imitated but never 
equalled. Fastest sell- 
ing nozzle in the world. 
Simply and heavily 
constructed. Each noz- 
zle packed in separate 
carton. 12 cartons in 
full lithographed dis- 
play container. 


Makers of Quality Rubber Goods for More Than Fifty Years 
Postal Address: Box 1071, Boston, Massachusetts 


PW BOS] 





an 
ON, 
NOZZLE 


BOSTON WOVEN HOSE & RUBBER CO. 



































Most Satisfactory 


Poultry Fence 
You Can Handle— 


Beauty stands right out in NET-WICK 
Straight Line Poultry Fence—its design 
is pleasing—its appearance attractive. It 
gives added value to property. 


Made with a new combination of mesh 
and gauge wire that gives it great rigidity 
—it hangs straight and tight without use 
of top or bottom supports. Saves erecting 





Special attention is called to 





























cost. Never buckles, bags or sags—more the TWIST in NET-WICK 
saving. Both horizontal and perpendicu- oa a aoe te plies 
lar wires are the same gauge with just by simply unwinding with 
wave enough in the former to allow for a ae helps 
contraction and expansion. 
NET-W ICK Is Made 
E 
From Open Hearth Steel 
V 
of the highest quality. We control every h 
operation from raw material to finished 
product. Widths 12” to 72”. 2” mesh. . 
No. 19 or 20 wire and 1” mesh No. 20. fi 
Furnished galvanized before or after 
weaving. Bales of 150 lineal ft. 
k 
Also Hex. Poultry Netting, standard « 
grades. Galvanized Hardware Cloth, 
2-214-3-4-5-6 and 8 mesh. Wire Nails and . 
Brads in Packages and kindred Wire Cc 
Products of the same good quality. a 
te 
Your Jobber will supply you. (Pi ey o 
mn n 
P 
a] h 
8 &, a 
. | b 








8 x 8 Mesh 
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00D BOLT 


Experienced buyers and users of bolts know 
what to look for in a quality bolt—a full square 
head, neatly formed; a nut face true with the 
axis of the bolt; clean, sharp threads; and a nut 
fit that is neither too tight nor too loose. 


But every buyer of bolts can’t be expected to 
know all these details, can’t hope to inspect 
every single piece to make certain that it is just 
what it should be, and yet can’t afford to take 

Bolts and nuts in all standard and speciat 

chances when the safety of life 7 hang ao shapes, sizes, alloys and finishes. Standard and 

a thread. So Upson has provided another way special rivets of all kinds. Wire rope clips. 

Turnbuckles. Automotive and railroad special 

to know a good bolt—by the letter Uonthe head Headed and threaded products for 

of the bolt. It’s only a little mark, but it means every use. Your specialities are our specialty. 
much—the right steel, the most modern heading [RRP 


practice, threads true to standards, and correctly REPU jite STEEL 


heat-treated for the job it has to do. 


Specify Upson headed and threaded products 


CLEVELAND, OHIO 


by name and look for the identifying U when : _ 


using them. 
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@ Start NOW to make this SEVEN POINT drive for 
chain business. It’s yours for the taking. You can 
get it... if you'll go after it. 


1. Municipalities everywhere are enforcing dog ordi- 
nances. Dog owners are buying chains. Display AMERICAN 
Dog Lead Assortments and Kennel Chains. Sell ACCO! 


2. Within sixty days farmers will be buying Cow Ties, 
Tie Outs and Picket Chains. Get this business by display- 
ing AMERICANS. Sell ACCO! 


3. Money is available this year for replacement of Har- 
ness, Wagon and Trace Chains. Sell ACCO! 


4. Porch Swing, Hammock and Utility Chains are part of 
the spring refurnishing. Sell ACCO! 


5. Remodeling, repair work and the increase in NEW 
building require Sash Chain, and AMERICAN Sash Chain 
is demanded as standard. Sell ACCO! 

6. A Chain display means a possible sale of Truck Chains, 
Plumber’s Chain and Chandelier Chain. Customers learn 
to think of your store as ACCO CHAIN HEADQUARTERS. 
Sell ACCO! 

7. The dangerous driving conditions of late winter and 
early spring require WEED TIRE CHAINS, Weed Emer- 
gency Units and Towing Chains. Display WEEDS and 
WEED AMERICANS. Sell WEEDs! 


Put in an ACCO CHAIN WINDOW DISPLAY 
NOW. Take advantage of this profit opportunity. 























Let ’em See ’em and 
you'll Sell ’em! 





Move your assortment of ACCO DOG LEADS 
into the window. If you are not carrying this 
popular display of assorted Leads, or your dis- 
play requires replacement of sizes and lengths, 


have your jobber ship at once. You can’t sell 
g | chains, if you fail to carry and display a well 














h balanced stock. And NOW is the time of year 
q to renew the stock and make SALES. 


Your jobber will supply you at once with 
ACCO CHAINS. 


AMERICAN CHAIN 
COMPANY, Inc. 


BRIDGEPORT 
& CONNECTICUT 
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» Speed King OFFERS © 











AGE 


Here is an announcement that will 
interest every dealer selling roller 
skates. The Hustler Toy Corpora- 
tion, subsidiary of the Frantz Mfg. 
Company, introduces a new line of 
“Speed Kings”—with more selling 
features and bigger values ever 
offered before. 


“Speed King” roller skates (for- 
merly made by the Kohler Die and 
Specialty Company) have an estab- 
lished reputation for quality. To 
this Hustler adds style, individual- 
ity and value—setting the pace in 
the roller skate field. 


Before placing your orders for the 
spring skating season, don’t fail to 
investigate the new Hustler “Speed 
Kings” and the profitable Hustler 
dealer proposition. Write today for 
samples and complete information. 


HUSTLER TOY CORPORATION 
Subsidiary of Frantz Mfg. Co. 
STERLING, ILLINOIS 


Speed King 


Roller Skates 
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One piece, unbreakable heel 
plate 


More rigid, channel extension 


bar 


Sturdier, longer-bearing axles 


Corrugated cold-rolled steel 
foot plate with rounded edges 


SENSATIONAL NEW 
SELLING FEATURES 








More resilient rubber cushions 
for easier riding and quicker 
turning 


New style clamp fits boy’s or 
girl’s shoes 


New design, self contained ball 
bearing wheels 


New adjustment feature pro- 
viding extension from 63,” 
to EY” 
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Libbey-Owens:Ford lehrs are five to 
six times longer than any others used in 
the glass-making industry. L-O-F Quality 
Glass, therefore, receives a slower, more 
perfect annealing. This makes it less 
brittle. It is, consequently, easier to cut 
than other brands. There are fewer lights 
broken in handling and cutting to size. 
Naturally, the glass department shows a 
greater net profit. If that’s what you want 
...and it certainly is, or you wouldn’t be 
in business... it will pay you to concen- 
trate on L-O-F Quality Glass. Don’t for- 
get glass is one of the longest profit items 
you stock. Make sure you keep the profit. 


LIBBEY -OWENS:FORD GLASS CO. 


TOLEDO, OHIO 


Hardware Merchants who 


keep an eye on their books are 


concentrating on the glass with the 






The L-O-F label helps you 
sell. It protects you and 
your customer. Leave it 
on. A blue label marks 
double strength glass 
and ared one marks 
single strength. 
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FEBRUARY 


RED EDGE SCREEN CLOTH-7he WATCH DOG’ 


Ass 


Profits depend on sales... and 
sales on merchandising. Ordinary 


screen cloths do not permit of real 


merchandising. screen 
cloth does. 

That’s why it is so much more 
profitable! 

With Red Edge you can mer- 


chandise positive protection... 
protection that only this perfect 
screen cloth can give. There are no 
hidden weaknesses in Fk: 

the mesh is uniform... no over- 


size holes to let in disease-carrying 


ae 





flies and mosquitoes. It is real 
health insurance for your custom- 
er’s whole family. 

And because Red Edge screen 
cloth is never poorly painted or 
imperfectly galvanized, its protec- 
tion lasts far longer. Customers 
remember this extra service, and 
the permanent red edge with 
measure marks identifies it for 
repeat orders. 

Sold only through recognized 
jobbers ... Write for sales helps 


and prices. 


OF HEALTH 


Peotectichs 
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BRANDS 


Sun Red Edae AluminA 
(clectro-plated with zinc) 
Sun-R 


1 Edee Black 
(painted) 


Sun-Red Edge Bronze 


‘ SNE, QUALI 


TRADE MARK 
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STANLEY 


HINGEWARE HAND TOOLS 


Gw) 


NEW BRITAIN, CONN. 











THE DIFFERENCE IS SPRAYING 





















> avs a The difference between disease-marred and 
ao}: gms BE | | marketable fruit is spraying. Neglect means 
, ¥ z RS) | loss—thorough spraying profits. 


Myers Power Sprayers continue to demon- 
strate their superiorities in orchard and field 
spraying. Wide style and size range—im- 
portdnt improvements to facilitate speed, 
economy and efficiency—engine, tractor 
or traction power—guns, cluster 
nozzles or booms—fruit or vege- 
table growers can satisfactorily 
and profitably select Myers outfits 
suitable to their individual require- 





Renewed interest in spraying unmistak- 


ey — NW 
Sy hed t rf | = f \ i" 
ably points the way to largely increased \ P NS rn 4 [FP | 
sprayer sales during 1934. If you have / j ww L \ aa 
\C NA.\\: a“ -_ 
ye) eee —— 
A 
| \ 


Hand and Power Sprayers, do so today. 
We are ready to serve you promptly. 


ake 
delayed placing specifications for Myers 

- 
Write or wire. r\4 
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Pin Jumbler 
6&xtruded Brass 


PADLOCKS 


for a “SECURITY PROFIT” 


(dpa! we mean is the larger profit result- 
ing from a better sale, such as you will get 
from selling a high grade Eagle Extruded Brass 
Padlock. Dealers find such sales easily possible 
among some of their customers when they show 
this finer lock "first," with a word or two ex- 
plaining its greater security and superior Pin 
Tumbler lock work. 


Such customers will always give you credit for 
selling good merchandise, and that, too, is 
worth something. 


The Eagle Quality Line 


Night Latches Store Door Sets Wood Screws 
Trunk Locks Padlocks Stove Bolts 
Front Door Sets Cabinet Locks Machine Screws 


E) 
EAGLE IOCK CO. 


26 Warren Street -- New York 


Branch Offices: 
521 Commerce St. 179 N. FranklinSt. 114 Bedford St. 
Philadelphia, Ps Chicago, Ill. Boston, Mass, 
Works at Terryville, Conn. 
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CONVENIENCE 
SAFETY & UTILITY 


with the 14 Ib. 
ATLAS “flat style’? papers 
of Sterilized Blued Tacks 


Sell your customers some- 
thing more than tacks — 
sell them ATLAS ‘“‘flat 
style” 14 lb. papers. They 
cannot tip over; full width 
cover prevents finger prick- 
ing; sealed bottom 
prevents spilling. 
They sell on 

sight. 

















1 doz. papers 


a Packed in 
to the carton ee 


bright, self-selling 
counter display cartons 


\ Ib. - % Ib. - 1 Ib. 
papers 


are colorfully packaged 
in “hardware” orange 
and blue. These cheer- 
ful, attractive papers 
make a compelling dis- 
play on counters, 
shelves and in windows. 














Push them for profit. 


Distributed through Hardware Jobbers 


ATLAS TACK CORPORATION 
Fairhaven, Massachusetts a 
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‘LEPAGE’s 


LEPAGE'S CASEIN GLUE 
LEPASE'S LIQUID SOLDER 
LEPASE'S GRIPSPREADER MUCILAGE 
LEPASES COLD WATER WALL SIZE 
LEPAGE'S WATERPROOF CEMENT 
LEPAGE'S PAPER-HANGERS PASTE 


RUSSIA CEMENT CO.,GLOUCESTER MASS. 

















MODERN HARDWARE 


DISPLAY 


COUNTERS 
at NEW 





i LOW PRICES 





$16.00 


Nothing moves merchandise like good display, and 
these fine Display Counters provide it at low cost. 


They are regular standard type and size (3014” x 
8014”), choice of Oak Finish, or can be finished 
in colors Light and Dark Green with Black base fol- 
lowing the color scheme used by the World’s Fair 
Model Store which attracted such favorable atten- 
tion. 


These Display Counters are well constructed— 
strong and durable. 


$16.00 


One of the largest Hardware Jobbers in the country 
has just made a Quantity Purchase of these Counters 
which has made the above price possible. A single 
hardware store recently purchased 20 of these 
Counters from their Jobber. They are going over 
big, which proves their real worth. 


Order NOW and save money. If your Jobber can- 
not supply you, order direct, but please try your 
Jobber first. Shipped prepaid, East of the Rockies, 
if cash accompanies order. 


Recommended by Leading Hardware Associations and Merchandisers 


CLOQUET MANUFACTURING CO., CLOQUET, MINN. 
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THE REVIVAL 
IN BUILDING AND REPAIRING 


IS STIMULATING THE 
DEMAND for K.K. TOOLS 


They Need Tools Now! 


They Have the Money to Buy—and a 
preference for KEEN KUTTER quality! 


On the farm and in town, Spring this year will bring an 
almost unbelievable comeback to all types of construction, 
remodeling and repairing. Property has been allowed to 
run down; replacements and improvements have been put 
off until now. With confidence restored and money on 
hand, the accumulated building requirements of five stand- 
still years are being fullfilled with a revival of building 
work in every community. 


That means a welcome return of business in carpenters’, 
bricklayers’, mechanics’ and contractors’ edge and building 
tools — a harvest for the hardware dealer who is prepared. 


In some instances where the rush was not anticipated with 
forward buying, stocks were quickly depleted, the workers 
had to take what they could get; shovels were pressed 
into service to do the work of spades. 


But always — even in the most extreme cases of shortage 
— the hardware trade reports that “WHEREVER THERE |S 
A DEMAND FOR TOOLS, THE DEMAND IS FOR KEEN 
KUTTER TOOLS. 


Are You Ready to Supply Them? 











The Recollection of QUALITY Remains Long 
After the PRICE is Forgotten—E. C. Simmons 








The Trade Mark 
that Sells a Tool 


ON SIGHT 


Few trade-marks mean as much to the products they 
represent—to the user who buys them, and to the 
dealer who sells them—as the Keen Kutter emblem 
on a tool. 





Questions stop, the argument is over, and more often 
than not, the sale is closed at sight of the words — 
KEEN KUTTER. 





Recognized as a sign of quality in tools for three 
generations, it is accepted, and stands for the finest 
that can be designed and machined in— 


Auger Bits + Bit Braces + Chisels + Files 
Drawing Knives > Hammers « Hand Saws 
Planes « Pliers «> Plumbs and Levels +» Squares 
Punches + Screw Drivers « Trowels > Wrenches 


— and every other item of appreciable demand in the 
line of builders’ and mechanics’ tools and supplies. 


If you are not now handling Keen Kutter Tools, you 
will want to in order to make the most of reviving 
business in the tool field. 


If you are now handling Keen Kutter, you will want 
a check-up of stock and fill-ins to be sure of a profit 
on every chance you get to make a tool sale. 


MAIL THE COUPON. It's the first step to results in 
terms of profits on your tool business now and in the 
spring and summer building season ahead. The cou- 
pon puts it up to us — with no obligation on your part. 


SIMMONS HARDWARE COMPANY, 
St. Louis, Missouri. 
Gentlemen: \ 
What you say about the tool business and the Keen Kutter line inter- el 
ests this store as a business opportunity. Give us more information by mail 
or have your salesman call, 


FEB 





Just tell your customers the facts 


about BRONZE SCREENS 


Why don't you buy ee ¢ would like Bronze screens are not 
bronze screens? They sevaens that expensive. They cost a 


never rust, don't even last, but isn’t little more, sure, but 
’ 


| need six more new 
screens again this year. 


Seems like it happens ial : 
need painting, and will bronze expen- they really save you 


last for years. a money. They last so long 
without repair expense. 


every spring. 


The advantages of Bronze screening will be adver- 
tised to the public again this spring, in the Saturday 
Evening Post and in Better Homes and Gardens. And this 


year, more than ever before, your customers will be 
interested in the economy of Bronze. 

Order screen cloth of Anaconda Bronze Wire from 
your wholesaler now. We do not make screening, 
but furnish Anaconda Bronze Wire of standard 
gauge (.0113”) to leading weavers of screen cloth. 


THE AMERICAN BRASS COMPANY 


ne a CRC: Tate , P CTT | 
General Offices: Waterbury, Connecticut Ansbowoh 
Offices and Agencies in Principal Cities = 


Screens of NNACONDA BRONZE 
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What the General Electric dealer himself 
has to say about 


G-E REFRIGERATORS 
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Above is a picture of the General Electric Monitor 
Top refrigerator in an interesting setting in the 
window of G-E dealer Winter's store. 
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@ G-E dealer George Winters operates a successful hard- 
ware and electric appliance business in Fremont, Ohio, a 
town of about 13,500 population. His letter above is typical 
of many success-letters received from General Electric 
dealers throughout the country. 


General Electric invites dealers in open territories to write 
for details of the G-E franchise. However large or small 
your facilities may be, if you measure up to G-E standards, 
you can duplicate or better the business record of Mr. 
Winters. General Electric Company, Specialty Appliance 
Sales Department, Section HA2, Nela Park, Cleveland, Ohio. 
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SAWS for 30 Years 








Quality Is Performance 
—and Performance Rules Sales... 


More and more people are fast learning what this carpenter learned 30 years ago— 
that it is cheaper in the long run to buy quality saws—that it is not economy to pur- 
chase poor quality merchandise because of its being cheap. That's why saw users are 
now turning to ATKINS SILVER STEEL SAWS—and that's why you can,. with 
confidence, depend on increasing sales volume when selling SILVER STEEL SAWS. 
Made only of the finest material under rigid standards of perfection, they have 

proved through actual use to be longer lived—more satisfactory and 


‘cheaper in the long run." 





of saw profits--order from your jobber NOW. 
to us for prowipt service. 


Take advantage of the growing demand for high quality tools to get your share 


If he cannot supply you, write 


E. C. ATKINS Ano COMPANY, INDIANAPOLIS, IND. 
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HARDWARE 


CURIOSITIES 


By ROBERT PILGRIM 








SHELLAC-is PRODUCED 
BY INGECTS-THE LAC BUG 
OF INDIA- THIS BUG 
FASTENS ITSELF ON THE 
LIMB OF A TREE AND 
THEN COVERS ITSELF WITH 
A SUBSTANCE. TO TWO OR 
THREE TIMES THE 
THICKNESS OF THE 
LIMB=--NAT/VES KNOCK 
OFF THIS SUBSTANCE 
WITH STICKS ANO PRESS 
7 INTO SHEETS. .« « 

























THE MAKING OF GLASS was SO IMPORTANT 
IN EARLY VENICE THAT NO GLASSMAKER 
| WAS ALLOWED TO 
KC TAKE OP RESIDENCE 
wy OUTS! . OF pol 
\ CITY ON PAIN OF - 
a MN, HE ART WAS A SECRET 
— AND GLASSMAKERS 
> — WERE 50 HIGHLY 
~ REGARDED THEY WERE 
ALLOWED 70 MARRY 1 
INTO THE NOBILITY «1 


























= | TEACUPS were 
a f INTRODUCED TO 
O7, ENGLAND FROM 
Z THE ORIENT 
= WHERE SAUCERS 


WERE UNKNOWN-- 
BECAUSE THE HOT 
CUPS MARRED THE 
WOOD OF ENGLISH 
TABLES, SAUCERS 
WERE INVENTED 
THE ANCIENTS MADE 





















KNIVES AND AXES OF 

BRONZE -—THE BRONZE 
AGE MAN COULD TEMPER THE FIRST PATENTED 
BRONZE, SOMETHING TVPEWRITER HAD 
THAT MODERN MAN 






A KEYBOARD LIKE 
A PIANO... 







WITH ALL HIS SCIENCE 
CANNOT DQ TODAY. -- 
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Trade Begets Trade-Build 


How a Fitchburg, Mass. store keeps in thepu 




















































By J. A. WARREN 

Associate Editor, Hardware Age th 
ESS aggressive merchants might “« 
L consider W. E. Aubuchon’s x 
(Central Hardware Co.) loca- : 
tion, out of the main shopping dis- ” 
trict of Fitchburg, Mass., a business . 
barrier. Although on the main thor- > 
oughfare of Fitchburg, it is isolated ‘ 
to some extent by a park area situ- i 
ated between it and the other business na 
places of town. But Mr. Aubuchon ? 

and Fred Sontag have ideas, and 
ideas are agile things, able to hurdle al 
location obstacles. Traffic building , * 
aa ideas are a habit at the Central Hard- fc 
4 ware store. ke 
a In January the Central Hardware _ 
ts Co. stages its canary clinic and th 
N i canary opera. A bird expert from th 
4 New York is engaged to put on this Ps 
=) attraction. It is a real event in Fitch- , 
burg when this canary opera is in " 
town, and the feathered divas are in 
ar 
p' 
th 
m 
bi 
it 
vi 
ta 
st 
cl) 
Central Hardware Co., Fitchburg, fh 

Mass., occupies main floor, base- 

ment and second floor of this build- be 
ing. Adequate signs and an li 
interesting store atmos- cl 
phere draw trade here. b 
p 
li 
n 
— 2 . tl 
bi 
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public's mind 


the hands of a master showman. A 
miniature stage, all set with velvet 
back drops, wings, silver drop cur- 
tain and spot lights, will present 
about a dozen specially picked song- 
sters. [t's a great performance in 
any man’s town and the people of 
Fitchburg who saw it demanded a 
return engagement. They filled the 
store as effectively as if the attraction 
had been a movie star. 

The bird expert talked to them 
about the care of their pets, and 
many brought their birds to the store 
for clinical care and advice. People 
learned about proper feeding and 
were told how to care for them so 
that lively, healthy birds would be 
the result. The bird doctor showed 
customers how to manicure the little 
feet—a very important contribution 
to bird happiness. 

As might be expected this store 
does a good business in birds and 
pets, but it was a surprise to find 
that bulk bird seed alone, not to 
mention the packaged product, is 
bought and sold by this store, and 
its dozen branches, by the ton. These 
volume items are, of course, impor- 
tant but the traffic they bring to the 
store is readily appreciated. 

As Easter approaches the entire 
crop of Easter lilies will be bought 
from the local greenhouse and set 
out in front of the store. Just Easter 
lilies? Oh no. That’s not the Aubu- 
Each unblown 
bud will be wrapped in white tissue 
paper, and, what a sight those Easter 
lilies make! People of Fitchburg 
make Central Hardware the talk of 
The wrapping of these 


chon-Sontag touch. 


the town. 
buds not only protects the bloom but 
the wrapping gives the plants the 
effect of full blown lilies. 

Last year, after having started 
shrub and bulb selling, Central had 
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People Will Come 
to Special Events 


Demonstrations, special 
displays or special mer- 
chandise have an appeal 
for most people. One of 
the Central Hardware 
Co.’s most successful at- 
tractions was its Canary 
Opera and Clinic held 
right in the store in Fitch- 
burg, Mass. This article 
tells about it and other 
store traffic builders. 





to hold the trade against competition, 
and again the store did things in the 
unusual way. A canopy was built 
along the side of the building (see 
illustration) and the shrubs and 
bulbs were displayed, in the open. 
in mass display. If tongues had 
ceased wagging about Central Hard- 
ware Co.’s merchandise, they began 
anew when the shrubs went on show. 


Turtles Speed Up Traffic 


It may seem strange that tiny tur- 
tles could be used to put pep in store 
traffic, but it was done in this store. 
A postal card arrived one day, bear- 
ing the simple statement that a 
woman in Louisiana was offering 
small turtles for sale. Mr. 
Sontag saw another traffic building 


green 


possibility in these small pets, and 
placed an order. These were offered 
to the youngsters of Fitchburg for a 
dime apiece. The kids picked them 
up fast and Sontag discovered that a 
turtle no larger than a quarter dollar 
can get a tight hold on a youngster’s 
affections. Packaged food for these 
little turtles sold steadily. Young- 
ctere, no doubt, wasted much of it 


and, of course, like to feed the turtles 
more or less continuously. Here 
again the volume of business was 
secondary to the store traffic angle. 
The younger generation 
through the store so regularly that 
some of the sales people get a bit 
tired of them, but they are valuable 


troop 


customers. For instance, one lad was 
heard to remark, as he stood waiting 
for his chum to be supplied with a 
dime’s worth of turtle food: “Gee. 
Smitty, that’s a gen-u-ine Flexible 
Flyer!” Later those same kid’s par- 
ents were in to buy gen-u-ine Flexible 
Flyers. Does a turtle snap up busi- 
ness, or does it snap up business? 

Mr. Caron, one of the boys in the 
store has a hobby calling for the 
use of various machines such as elec- 
tric drills, saws, ete. In an other- 
wise dull season business was pepped 
up by a demontration by Mr. Caron 
of what these machines could do. 
People are never allowed to forget 
the Central 
Mr. Sontag believes in putting 


about Hardware store. 
every item that can be displayed out 
where it can be seen, putting a ticket 
on it and asking the public to buy it. 
Instead of ordering his demand quan- 
tity of combination doors, placing 
them in a store room and supplying 
them as called for, he buys a carload 
and brings them right out where they 
can be seen. The ticket tells the price 
and people buy them in real volume. 

Once more it is demonstrated that 
business begets business. If you have 
people ,coming into your store you 
can move merchandise in quantities 
you could never hope to if you 
merely supply those who need some 
specific item. Use every sensible 
means at your command to get peo- 
ple into the habit of coming into 
your store. Store traffic is not a 
mere empty phrase, it is the way to 
a new deal for yourself. 

Ways must be found to _ bring 
people into the store, not once in a 
while, but often. There are many 
ideas that will do this for you and 
those detailed here are a few of them. 
You can plan others that suit your 
needs. Advertise them and make 
your store a point of interest to your 
trading area. Plan a number of store 
events ahead and work them on 
schedule. 











ADVANCES BECOMING EFFECTIVE 


Loaded Shells 

Metallic Cartridges 

Several Types of Jack Screws 
Seine Twines Lime Sulphur 


Trace Chains 
Bordeaux Mixture 
Caleium Arsenate 








Cotton Roll Duck Carborundum Grains 
Carborundum Wheels Putty 


Aloxite Wheels High Grade Saws 


Arsenate of Lead Turpentine 


DECLINES BECOMING EFFECTIVE 


Healthometer Scales Glue 
Ingot Copper 


ADVANCES ANTICIPATED 


Wrapping and Toilet Papers 
Sash Cord, Lamp Wicks, Etc. Tents 
Hunting Clothes Paulins 


Cotton Products 


February 
15th 
1934 


BEING QUOTED UNDER NEW PRICE PLAN 


Stove Pipe and Elbows Trace Chains 


Prices on blued steel stove pipe 
and elbows for the coming season are 
announced on a new zone delivery basis, 
and covering shipments up to Sept. 30, 
1934. Early orders for carload ship- 
ments take Sept. 1 dating, subject to 

per cent cash discount on Sept. 10. 
Details are not fully at hand, but ap- 
parently the base zone, or central 
prices, are about the same as the latest 
1933 season schedules, except for the 
fact that freight is now allowed or pre- 
paid within the zone. The advance over 
the opening prices of a year ago, how- 
ever, is about $1.50 per 100 joints on 
stove pipe, and about 15c per dozen on 
elbows. Beyond the No. 1 or base zone, 
the outlying areas take rising sched- 
ules of delivered prices. 

* * * 


On jack screws and allied lines, 
new discount sheets have been issued 
Feb. 5. An advance of approximately 
11 per cent is quoted on locomotive 
jack screws and levers,—and an_in- 
crease of 124% per cent on cable reel. 
house raising and ratchet screws and 
repairs. Telescopic jack screws, ratchet- 
pulling jacks, trench braces, and steel 
bench screws are unchanged from the 
schedules issued last September. 


* * * 


New price schedules, effective 
Feb. 15, are announced by Henry Dis- 
ston & Sons. The higher grade hand. 
rip and panel saws are advanced about 
3 per cent, but there is no change on 
the medium and cheaper grades. Most 
compass and butcher saws and certain 
miscellaneous items are reduced 10 per 
cent or more. All, except circular saws, 
are quoted freight allowed on 150 lb. 
shipments or over to all parts of the 
United States. 


16 


Leading ammunition manufactur- 
ers have announced a price advance on 
loaded shells and metallic cartridges. 
While complete particulars were not 
available at press time, it is understood 
that the price increases to retailers will 
average approximately 3 per cent. 

* * * 


Cotton and cotton products are 
on the rise again, after last year’s 
“processing” advances, and the later re- 
action. At the opening of this month, 
new crop prices rose above the 12-cent 
level, influenced by report that unfilled 
orders were equivalent to seven weeks’ 
production. The cotton goods position 
was thus more favorable even than at 
the high point of 1929. Sales in the 
first three weeks of January were esti- 
mated at 60 per cent above production, 
while stocks have decreased 8 per cent 
in the last five weeks. 

* 8 4% 


Advances on cotton roll duck 
during January were about 10 per 
cent. This should naturally affect the 
prices on such lines as hunting clothing, 
tents and paulins, but wholesalers have 
not yet been advised of any advance. 
Late news on seine twine indicates an 
increase of two cents per pound. Sash 
Cord, wrapping twines, chalk lines, and 
mason lines continue firm. Manufac- 
turers warn of probable advances in the 
very near future. Cotton wicks are also 
said to be due for a prompt rise. Wrap- 
ping paper and toilet paper prices are 
firm. Some jobbers have not as yet taken 
advantage of recent factory mark-ups. 


* * 
Trace chains, which took a small 


advance last June, were further re- 
vised on Jan. 17, particularly as to 


basing f.o.b. Pittsburgh, instead ot 
Cleveland, as before. There is consid- 
erable increase in cost to most jobbers, 
as a result, but past buying has been 
liberal, and there may be rather slight 
change, or none, to retailers for this 
spring’s supplies. 
*% * % 


Carborundum § grinding wheels 

have advanced 5 per cent, and Aloxite 

wheels 8 per cent. Carborundum grains 

were marked up 16 2/3 to 20 per cent. 
* * * 


Manufacturers of Healthometer 
scales have restored their former price 
schedules, making reductions of from 
12!» to 20 per cent. 

* * * 


Ingot copper prices have lost 
their recent advances of about 1c per 
pound, and are back to the 8c mark 
at this writing. The copper industry’s 
code is still pending, but it is generally 
felt that its acceptance will lead to 
higher prices on copper,—despite the 
large surplus stocks which require mar- 
keting. 

* e 

On copper wire nails, while the 
base price continues unchanged, addi- 
tional discounts have been established 
for orders of 25 kegs and over. Extras 
for size remain as heretofore. 

* * * 

Effective Feb. 1, the price of 
putty has beef substantially advanced, 
—as much as 50c per 100 lb. on some 
sizes. This rise has been expected for 
some time, being delayed only because 
of code delay. 

* * * 

Insecticide prices for the 1934 
season have recently been issued, show- 
ing an advance of lc to 2c a pound on 
arsenate of lead, Bordeaux mixture. 
calcium arsenate and lime sulphur. 
Paris green prices. usually announced 
later, have also been  issued—un- 
changed from a year ago. 

* * 


Sales of glue have improved 
since prices were generally adjusted 
downward. Present quotations are 
about 10 to 20 per cent higher than the 
low market. Glue sold to the dealer 
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as low as 10c to lle at one time, and 
then, during 1933 ran up as high as 18c. 
This has been adjusted down to around 
12c, which is considered a very at- 
tractive level for buying. 


*% * * 


Turpentine advanced 3c per gal- 
lon last week, and the trade expects a 
further steady rise for some time to 
come. On furnace cement one of the 
leading manufacturers has advanced 
his price 5 to 10 per cent, effective at 
once. Other manufacturers will prob- 
ably follow. 

* * * 

Sheet zinc base prices are un- 
changed since last July, but a new 
schedule of extras has been issued 
Jan. 31. Base widths are 18 to 27 in. 
and 36 to 54 in. Base lengths are 54 
to 92 in.—a greater range than before. 
Base thicknesses are .017 (No. 9 zinc 
gauge) and heavier. Base quantity is 
1200 Ib. or more. The more common 
hardware sheets are not much-affected 
by the changes. 


* * * 


Roller skate and wheeled toy 
sales have been unseasonably heavy 
since Jan. 1, due to the prevalence of 
mild and open weather. The same con- 
dition has permitted CWA projects to 
be forwarded with little interruption, so 
that hardware supplies for these work- 
ers have moved out steadily. Tools, 
wheelbarrows and lunch kits have been 
the leaders, and alarm clock sales have 
had a real rise. 


* * * 


February is continuing the sales 
gains in hardware which featured Jan- 
uary reports. Percentages of increase 
over the opening months of 1933 would 
be phenomenal, were it not for the low- 
ness of activity at this time last year. 
Judged by any standard, however, the 
rise in sales and the improvement in 
collections remain notable. Volume, 
whether measured in dollars or in ton- 
nage, is still below the expected “nor- 
mal,” but competent judges feel that 60 
to 75 per cent of normal was attained 
during January in wholesale hardware 
“item” shipments—a better showing 
than in most branches of trade. Mer- 


FEBRUARY 15, 1934 


f 


By Federal Reanve Biabrits Us Repordid Jo Fadnal Rewnn Bake — 


Pint 
Jerr A ©G. 


Car Gik Sata 
pw 


Drrerrear 


reoas ov Becnsrase oo 
Bow K 3 Be cnnvlosn 14S Bee ord may re ore 159 Covered. 


bovten ze 


Scr D. 
Sowa 
Feurkd 
yA. 
Sith 


chants are said to be stocking up in fair 
proportion to their resources, and with 
more confidence. Future ordering, 
when solicited, is unexpectedly good, 
including now some of the important 
fall lines. 

* * * 


January piled up impressive rec- 
ords of retail improvement. One re- 
view said January retail distribution in- 
dicated consumer buying was the larg- 
est in three years. Cold weather gave 
needed help to many seasonable lines. 
Industrial production throughout the 
country averaged some 25 per cent 
higher than last year, with many small 
plants increasing their schedules 
sharply. 

Especially cheerful are reports from 
the south and the southeast, with agri- 
culture and textiles the leaders in the 
betterment. The good news includes a 
cotton crop yield up 66 per cent in 
dollar volume, tobacco up 122 per cent, 
wheat up 85 per cent, corn up 80 per 
cent, wholesale trade up 14 per cent. 
cotton consumption up 21 per cent and 
coal production up 6 per cent. South- 
ern textile mills were very active in 
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January, with sales larger than ex- 
pected. 


The Cumberland, Md., plant of 
V. & G. Taylor Co., manufacturers of 
tin plate, resumed full time produc- 
tion late last month, after having been 
closed down since Dec. 30. Production 
schedules are on a basis of 100 per cent 
of capacity, with sufficient orders on 
hand to warrant full time operation for 
an indefinite period. 

* * ¥ 

Jobbers’ prices on bolts and nuts. 
pending approval of the code, have 
been somewhat irregular. Smaller mills 
are still underselling the standard lines 
to some extent, but the tight control of 
rod costs.—which all factories must pay. 

perhaps points to an early firming of 
the market. 
* *% % 

Builders’ hardware sales are said 
by wholesalers to be the best in three 
years, with ordering apparently little 
affected by the latest recent advances. 

* * *% 
Ordering of plumbing goods \y 


(Continued on page 79) 
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Homes of 


Here is a com- 
plete plan for 
merchandising 
your line of in- 
side paint. 








By J.S. DAVIS 


Save the Surface Campaign* 





This clever idea 
is used by Duncan 
& Goodell, Wor- 
cester, Mass., to 
sell brushes. A 
eardboard is *“‘sam- 
pled” and set on 
the paint counter 
to do its work. 








NEW field is open to paint —— 


sales. Homes on the more 
modest budgets are, according 





to decorators, accepting modern fur- Fy las Fea 
, ENAMEL 
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niture in new finishes and fabrics: 











and much of the furniture in the 





average home is of the type that can 
be modernized with paint. 

Since style and all things that are 
new have an irresistible appeal to 
women, this angle may be stressed 
throughout the month’s campaign on 
“Modernize with Paint.” Show a 
painted chair or a kitchen table that 
is worthy of notice not only because 
it is fresh and bright, but because it 
is smart-—and your display will get 
a better reaction from the feminine 
buyer. 

In following out this idea, the use 





of white. and shades just off white. 
are especially recommended, because 
in addition to the appeal of renewing 


* All illustrations selected by HARDWARE This is the way to give your enamels and varnishes a place in the selling spotlight. 
AGE It’s part of this merchandising plan. 
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Fruehauf, Hardware, Cleveland, Ohio,.display paints in a way that makes customers remember them. 








and refreshing with paint, it suggests painted furniture as the central point enamel chair intended for dining 

repainting even for furniture in good of attention. This piece will suggest room use could be shown in the one 

condition. The use of white in home renewing an entire set. place, and the same type chair fin- 

decoration is the outstanding style Center attention on a chair or table ished in black lacquer, in the other. 

note this year. Put that idea across and let the arrangement of cans, Or a kitchen or breakfast nook table 

‘ and you will find that there are many brushes, etc., be distinctly of second- for the one place, and a chair of like 

women who will decide that they ary interest. For example, the piece color and trim for the other. Before 

must have white furniture, regard- of furniture might be placed on a and after showings are always im- 

less of the present condition of the small platform of contrasting color pressive in redecorating subjects. A 

pieces they have. Other “moderniz- and paint cans grouped around this chair in the once-popular walnut 

ing” colors which suggest repainting center. veneer, and the same type chair re- 

are black and grey. These colors, Window signs are an invaluable finished in white enamel, in opposite 

like white, have been little used dur- aid in elaborating the style point, corners of the show window, with a 

; ing the past few years and are “new” suggesting more things than can be brush and can display betweep 
i this season. readily displayed. would be most effective. 

: The simplest way to introduce the As for the interior store display, Following are some authentic 

light style angle in displays is to show the more closely it is related to the color suggestions for furniture fin- 

some one piece of attractively window showing, the better. A white ishing that may prove useful in such 
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display arrangements. They will ap- 
peal to the woman of taste who is 
interested in bringing her home fur- 
nishings up to date. 

|. A dining room chair. Enamelled 
white or pale cream, except for the 
seat which has been left in the chair’s 
previous finish — (walnut, for ex- 
ample). Or, a white enamelled chair, 
with seat and chair rails of black. 
Accompanying placard could suggest 
that the table for this set would have 
natural wood (or black enamelled) 
top, with legs and table ledge fin- 
ished in white. 

2. A white wicker or other porch 
or garden chair, with bright red trim 
on knobs of legs, edges of chair back, 
edge of arms, etc. 

3. A kitchen chair painted white, 
except for seat which has been fin- 
ished in bright red. Back of chair 
could have red banding or could be 
all white. Breakfast nook table, sug- 
gested by window sign, to have red 
top, with legs and table ledge of 
white. 

4. A straight chair, which might 
be suitable for a desk, in black lac- 
quer, with a very little trim of bright 
or brick red. Trim could be used on 
knobs of legs, and if chair design 
permits, on top of chair back. 

Showcards may be run with both the 
window and the interior display but 
are particularly important in the 
window, since they arouse interest i 


Suggested advertisement for the mer- 
chandising plan on paint described in 
this article. 
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the passer-by and bring inguirineg 
customers into the store. Showcards 
should always be tied up, if possible, 
to the dealer’s local advertising. I{ 
you are showing and describing the 
white style trend in your window, 
run your advertising on che white 
theme. If you’re emphasizing a new 
finish for dining rooms in your store, 
let your advertisements emphasize 
this subject at the same time. 
Window signs and interior plac- 
ards to accompany a modernizing 


(Continued on page 82) 


Window display on paint as suggested 
in this article. 








“Happy Days 
Are Here Again” 






Let us show you how easily you 
can put new freshness and 


cheer into your home by a small investment in our easy-to-apply, 
economical and attractive 


INSERT NAME OF 
(‘ine you's’) PAINT 
Wide range of colors to choose from and you can depend on this 
paint to give genuine satisfaction. Our salespeople can help you 
with your spring painting by telling you how to properly apply it 
for best results. 
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Does the Government Need a Code? 


HE Hardware Merchants and 

Manufacturers Association of 

Philadelphia held their annual 
banquet in the grand ballroom of the 
Bellevue-Stratford Hotel in Philadel- 
phia on Thursday evening, February 
Ist. As the account of this banquet 
is written up elsewhere in this issue, 
[ will only dwell upon the address 
made by Congressman-at-large Jos. 
B. Shannon of Missouri. Congress- 
man Shannon is Chairman of a com- 
mittee appointed, after many com- 
plaints from manufacturers and 
dealers all over the country, to inves- 
tigate the extent to which the Gov- 
ernment has gone into business and 
is in competition with independent 
manufacturers and dealers. 

In the time allotted to him Con- 
gressman Shannon could not go into 
the subject as thoroughly as_ the 
large audience wished, but he gave 
enough instances illustrating the ex- 
tent to which the Government has 
gone into business, to astound his 
audience. Some of the cases cited 
and the explanations for their neces- 
sity were so flagrant that the audi- 
ence was moved to frequent loud 
bursts of laughter. 

“Fourteen years after the end of 
the world war,” said Congressman 
Shannon, “certain departments in 
Washington were buying butter, eggs 


‘and other family supplies in carload 


lots, to be distributed among em- 
ployees in the departments at the 
wholesale cost.” This had _ been 
going on for years. When the heads 
of departments were asked the rea- 
son for this state of affairs the reply 
was, that the opportunity to combine 
their orders and buy in wholesale 
quantities at wholesale prices helped 
keep the morale of the employees at 
a high pitch of efficiency. Upon be- 
ing pressed, the various heads of de- 
partments stated that this system of 
buying supplies for employees was 
started as a war measure. It was a 
necessity. When the question of 
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why, when the war was over, this 
system was not discontinued, was 
asked in the open hearing, there was 
no reply. As Mr. Shannon stated: 
“Some of those heads of departments, 
after fourteen years, didn’t seem to 
understand that the war was actually 
over.” 

We have all read more or less 
about the great deficit in the post- 
office department. We have read 
how second-class matter is distrib- 
uted at less than cost in order to give 
the people plenty of reading matter 
and to help their education. We, 
however, were surprised to learn 
from Congressman Shannon that in 
many of the post offices throughout 
the country, regular restaurants on a 
large scale have been established, 
where they not only serve post office 
employees, but also the public. The 
prices in these restaurants are very 
low, and it is impossible for any pri- 
vate restaurants to compete with 
them and make a profit. It seems 
that this whole system of Government 
competition in business is something 
that the N.R.A. should investigate 
and correct immediately. There 
should be a code for the Government 
as well as codes for the various in- 
dustries. 

Congressman Shannon told about 
the selling of merchandise at the 
various army and navy headquar- 
ters. He said that in the case of one 
naval supply depot, general family 
merchandise of all kinds—food, 
clothing, furniture, etc., was being 
sold at absolute wholesale cost. 
When the investigation was started, 
one of the officials wrote a letter to 
all of those who had been buying 
from this particular depot, warning 
them not to talk about the low prices 
they were receiving because if they 
did, it would stir up the independent 
merchants in town, which would lead 
to a curtailment of the service. The 
idea of a Government official writing 
such a letter! 


It seems impossible to believe that 
these Government officials do not see 
that if independent merchants, by 
reason of competition of this nature, 
are driven out of business, the source 
of taxation will dry up, and when 
there is no place from which to draw 
taxes then of course the reaction will 
fall upon the Government—an ex- 
perience which the Government both 
national and state, is already having. 

It does seem absurd that when tax- 
payers find it impossible to pay 
present taxes the prevalent idea of 
the Government is that if taxes are 
increased 50 or 100 per cent, it will 
be much easier to pay them. Of 
course no one but a Class A moron 
would believe this to be true. What 
they do mean, however, is that the 
man who has been thrifty, who has 
saved his money, who is honest and 
who wishes to be law abiding, will 
be compelled to pay these enormous 
taxes simply because the other fel- 
low who is not so thrifty nor so 
patriotic and does not wish to pay 
his share of the taxes, will not pay. 
In other words, the idea prevailing 
just at the present time about in- 
creased taxes seems to be to increase 
the taxes of the fellow who can pay 
to cover up the fellow who won't 
pay. 

A few months ago a list was pub- 
lished giving the lines of private 
business into which the Government 
had entered. This list covered not 
only full lines of goods, but also an 
enormous number of single items. 
The trouble seems to be that the peo- 
ple of the country have never been 
given the full facts in regard to Gov- 
ernment competition. If they were 
given these facts, as they should be 
by all the newspapers of the country, 
they would certainly rise en masse, 
not only against that system, but 
also against the system where certain 
favored people in the country are 
given low prices, while others are 
buying from independent dealers at 
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high prices. Congressman Shannon 
cited many cases that are so well 
known to the leading manufacturers 
of the country that they hardly ex- 
cited any interest. These cases were 
where the Government called for bids 
from manufacturers, and then stated 
to these manufacturers that they had 
figured out just what it would cost 
the Government to go into these lines 
of business and manufacture the 
goods themselves. They stated they 
were willing to allow these manu- 
facturers a certain percentage of 
profit above these Government costs, 
but if the manufacturers insisted 
upon asking higher prices, then the 
Government reserved the right to buy 
machinery, employ labor, and go 
into the manufacturing of these lines. 
All this sounds very good. The Gov- 
ernment officials are supposed to be 
saving money for the consumers of 
the country. But what are the facts? 

In figuring costs on these goods, 
the Government did not take into 
consideration any rent, taxes or in- 
surance. Like the restaurants in the 
post-office buildings, there is no rent 
to be paid because the buildings are 
owned by the Government. It is 
even stated that in figuring the cost 
of manufacturing in some cases the 
salaries of Government officials, 
army and navy men, are not taken 
into consideration in the cost of 
these goods because these men are 
already in the service of the Govern- 
ment, are already drawing salaries, 
and might as well be manufacturing 
as sitting around army posts or sail- 
ing around the world in ships. 

Another item of cost that the Gov- 
ernment does not figure is interest. 
In order to set up machinery to do 
the manufacturing, the independent 
manufacturer may find it necessary 
to borrow money to buy machinery. 
Naturally, this borrowed money 
must be figured in his cost. But 
when the Government borrows money 
and issues bonds, the cost of these 
bonds and of getting this money is 
not figured against any of their man- 
ufacturing enterprises. It is simply 
a Treasury Department item of so 
many bonds sold and so much money 
to be paid out of the Treasury in the 
form of interest. 

Congressman Shannon’s_ speech 
was so full of glaring and incon- 
sistent instances where the interests 
of independent manufacturers and 
dealers were ignored by the Govern- 
ment that it approached the point of 
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absurdity. An intelligent audience 
could hardly believe that such things 
have been going on for years, and 
are still going on. However, here 
before us was the chairman of this 
important committee, supplied with 
documents, letters and figures taken 
directly from the records and hear- 
ings of this committee. An _intelli- 
gent citizen and taxpayer listening 
to this address would naturally come 
to the conclusion that if Congressman 
Shannon’s facts and figures were not 
correct, his speech at such an im- 
portant meeting as that of the Hard- 
ware Merchants and Manufacturers 
Association in Philadelphia should 
be stopped, but if his facts and fig- 
ures were correct something should 
be done immediately to correct these 
serious abuses. 

Just imagine the feelings of a mer- 
chant sitting in this audience listen- 
ing to this exposé of Government 
methods, and reflecting upon the in- 
creased taxes he is being called upon 
to pay both in his personal income 
and his business, while at the same 
time the Government, he is called 
upon to patriotically and cheerfully 
support by the payment of these 
taxes, is actually competing against 
him and taking away business that 
rightfully belongs to him, at prices 
less than his cost. And not only 
doing this, but actually increasing 
the Government facilities for further 
manufacturing to take away still 
more business from him. 

In the world war, when the emer- 
gency was upon us, it was found that 
independent manufacturers could 
supply the Government with the 
larger part of their needs, not only 
in arms and ammunition, but also in 
all the other items to put the Govern- 
ment on a war footing and send 
troops into the field of battle across 
the ocean. If the Government in 
times of peace, when the business 
established in war goods is reduced, 
is going to monopolize this class of 
business, the only result will be that 
the independent manufacturers will 
entirely discontinue the manufacture 
of war supplies. Their machinery 
will go into the discard, and will be 
sold off as junk. Their trained em- 
ployees in this class of work will 
have to find other fields of labor, and 
will naturally lose their skill in the 
production of war supplies. Then 
in case of war, the Government will 
find their own facilities entirely in- 
adequate, independent facilities en- 


tirely lacking, and the result will be 
that it will take months to get the 
manufacturers of the country up to 
the necessary production on war sup- 
plies. 

There were other good speeches at 
this banquet, but the writer has no 
doubt that the facts given by Con- 
gressman Shannon impressed the au- 
dience more than anything else that 
was said. 

The results of the hearings of ffs 
committee should be carefully tabu- 
lated in pamphlet form. This 
pamphlet should be distributed un- 
der the Congressional frank to the 
whole country. If Congressman 
Shannon in this pamphlet would just 
tell the rest of the story which I have 
attempted to tell briefly in the fore- 
going, it would certainly, to use a 
slang expression, make the business- 
men of this country sit up and take 
notice. 

In this mail we are writing to Con- 
gressman Shannon, asking for what- 
ever data his committee has publish- 
ed. We ourselves would like to read 
up on this subject. We also suggest 
that those who read this article ad- 
dress the Honorable Mr. Shannon, 
Congressman-at-large from the State 
of Missouri, Chairman of the Com- 
mittee on Government competition 
with private business, Washington, 
D. C. Probably he will send you 
data that you will find especially 
interesting about the time you are 
making up your income tax return, 
and also paying your business, real 
estate and numerous other taxes. 

In conclusion, let me say that an 
employer on a certain occasion made 
a very fervent address to his em- 
ployees on the subject of loyalty. 
He drew a wonderful picture of the 
beauty of loyalty, saying it was one 
of the most valuable attributes an 
employee could have. When he had 
finished his address, which was not 
only moving, but very sentimental, 
one of the employees arose, and 
asked the following question:— 
“Doesn't the matter of loyalty work 
both ways?” In other words, if em- 
ployees are loyal to their business, 
what is the matter with business be- 
ing loyal to the employees? 

Does this not also go with the 
Government? 


(A complete list of merchandise, services, 
etc., in which the Government competes 
with private business was published in 
Harpware AGE, on page 33, Oct. 13, 1932, 
issue. Copies of this complete compilation 
are available upon request.—Ed.) 
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Just Among Ourselves 


EW hardware stores are being 
established. From many 
parts of the country whole- 

salers report sales of complete open- 
ing stocks. If these new stores are 
intelligently located and are being 
opened by men whose experiences 
and/or financial abilities promise rea- 
sonable development, such news is 
most encouraging. It suggests fur- 
ther and tangible evidence that gen- 
eral business recovery is in motion. 
However, poorly located, inadequate- 
ly financed new stores are not an ex- 
pansion but a blight on our business. 
Wholesalers have, in the past, facili- 
tated the opening of new stores with- 
out investigation beyond the pros- 
pect’s ability to pay for the first 
order. Often even a partial payment 
on it was permitted as part of the 
jobber’s competitive strategy, if in a 
location where the jobber was with- 
out an outlet. All this, despite any 
consideration for the need of the new 
store in its proposed location and 
little attention to the prospect’s fit- 
ness for the job of being a merchant, 
have contributed heavily to hardware 
distribution costs. A store of short 
life means merchandise on the auc- 
tion block with prices “shot” so that 
well rated efficient stores nearby 
must suffer margin losses. Often, an 
unfortunate and unprofitable low 
price precedent is established on a 
great many lines through such retail 
failures. The real tragedy is in the 
knowledge that many stores should 
never have been started. Even the 
wholesaler who enjoyed the opening 
order suffers proportionately when 
the store goes under. If the lessons 
of the past are factors in future 
thinking we will have fewer but bet- 
ter located new stores. 


— HA — 


Intrepid insurance salesmen work- 
ing for a Syracuse, N. Y., agency are 
successfully working on an “All 
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night” program. This includes start- 
ing at 2 a. m. and working until 7 
a. m., concentrating solicitations 
among those who work at night who 
would not be available for daytime 
interviews. Among the clients se- 
cured by this latest contribution to 
commerce are found: garage work- 
ers, lunch room and lunch wagon 
employees, watchmen, transportation 
employees and the night crews of ho- 
tels, clubs, etc. It is my fondest hope 
that the idea spreads and becomes 
popular with the nine or ten insur- 
ance men who call on me constantly 
despite my air tight rejections of 
their proposals. To readers simi- 
larly honored by constant and numer- 
ous insurance salesmen this Syracuse 
plan is offered as an idea to pass on. 
It may help you save some of your 
time for your own business. I plan 
to hand a clipping of this item (as 
long as they last) to all such solici- 
tors calling at my office. 


HA 








The insurance business gives even 
the youngest novice a strange confi- 
dence, a great persistency and often 
unlimited “gall.” Only a few call 
on a cold canvass basis. Practically 
all, falsely gain entrance by announc- 
ing that they are sent to see you by 
Bill Smith or Ed Jones. Once inside 
your office the attack begins. If you 
turn out to be a readily admitted 
poor prospect it appears customary 
to switch the tactics. You are asked 
to furnish names of your best friends 
and relatives. They, in turn, are 
honored by the same approach. It 
goes on and on. I am keeping a 
record of “friends” who send insur- 
ance men to see me and shall use this 
list as a “hand-out” to provide me 
with an escape from insurance men. 
Perhaps this will discourage these 
“friends” from the practice for I now 
have more insurance than I can af- 
ford to carry. 


More than 30 years ago, David 
Williains Co., forerunner of the pres- 
ent publishers of HARDWARE AGE, 
published a book called “The Amer- 
ican Hardware Store.” It was edited 
by my distinguished predecessor, R. 
R. Williams, and enjoyed a wide dis- 
tribution. Although many of the 
display and arrangement methods 
suggested in this book have been 
drastically revised for more modern 
requirements, there is considerable 
basic common retailing sense to be 
found within the pages of this book. 
I have on my desk two requests for 
copies of this book, for which $5 
apiece will be paid. If any reader 
has a copy of the book in good con- 
dition and is willing to dispose of it, 
I shall be happy to hear from him. 
Do not send the book without writing 
me first, as only two copies are 
wanted at the $5 price. 


— Hv — 


The basic retail code permits re- 
tailers to select one of three work 
hour groups for operation under the 
code. A letter from H. P. Sheets, 
N.R.H,A managing director, indi- 
cates that, as expected, the 48-hour 
(Group C) basis is the most popular 
among hardware dealers. Though 
not a complete nation-wide study the 
figures to date afe as follows: 90.6 
per cent on a 48-hour employee 
basis; 8.1 per cent on a 44-hour em- 
ployee basis and 1.3 per cent on a 
40-hour employee basis. 


— HA — 


Ecuador has long had a govern- 
ment monopoly on the production of 
matches. To protect this industry, 
automatic cigar lighters have béen 
banned, until recently, in this South 
American country. However, this 
country will soon learn that it takes 
more than legalization of these light- 
ers to make them work. 
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The Merchant 


Agriculture is Staging an 


EW people comprehend the 
magnitude of the agricultural 
recov ery program. Some peo- 


ple see one phase of it. Others see 
another, and as a result much of the 
important work is entirely overlook- 
ed. The recovery program has now 
reached a stage where it may be said 
with confidence that the buying 
power of agriculture in 1934 will 
show an amazing increase. The com- 
plete picture of agricultural recov- 
ery may be summarized briefly as 
follows: 

1. Ready cash is being thrown into 
the farm field in a volume never before 
experienced. 

2. Farm mortgage indebtedness is 
being refinanced on a lower interest rate 
and on a long-time basis. 

3. A permanent system of short- 
time or intermediate credit is being pro- 
vided for agriculture and built to suit 
the peculiar needs of agriculture. 

1. The Government is_ providing 
funds to release farmers’ bank deposits 
which have been frozen by bank fail- 
ures. 

The first step in the recovery pro- 
gram was to provide means for re- 
financing farm mortgage indebted- 
ness. When the present administra- 
tion came into power the farm mort- 
gage had lost caste. Foreclosures 
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As reviewed by 


HORACE C. KLEIN, 


Co-publisher of The Farmer and Farm, Stock & Home, 
St. Paul, Minn., addressing the Minnesota convention. 


The stage is all set for strong business revival in Northwest. 
Huge sums of money being poured into Northwest on Gov- 
ernment corn-hog-wheat program and Public and Civil 
Works. Money for dairy products and beef cattle to come. 


Enlarged and revamped farm credit structure, including 
Federal Land Banks, Intermediate Credit Banks, Produc- 
tion Credit Corporations and Banks for Cooperatives have 
solved mortgage problem and short-time credit require- 
ments of farmers. 


Farm foreclosures have practically ceased. 


The so-called farm strike is nothing but a memory. 


Program is under way to release money tied up in closed 
banks. 


Government pumping money initio Commercial banks to 
expand loaning operations. 





and inability to refinance mortgages 
were causing great distress. The 
Federal Land Bank system had been 
functioning since 1916, but these 
banks had entirely too little money 
to meet the emergency which came in 
1929. 


The Congress which met imme- 
diately after the inauguration of 
President Roosevelt brought the 
Farm Credit Administration into 
being. The law provided for a re- 
organization of the Federal Land 
Bank system, an enlargement of its 
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loaning powers and a huge sum of 
new capital upon which to operate. 
The law also provided an entirely 
new set-up for financing short-time 
indebtedness. 

There are 12 Federal Land Banks 
in the United States, each bank 
serving a separate district. The 
Federal Land Bank of St. Paul 
serves the 7th district, which com- 
prises the states of Minnesota, North 
Dakota, Wisconsin and Michigan. 
The new farm credit law became ef- 
fective in May, 1933, but it neces- 
sarily took time to reorganize, ex- 
pand and train hundreds of new 
workers. 


Loans Running Over a 
Million a Day 


During the year 1932, the St. Paul 
Land Bank received loan applica- 
tions for a little over $8,000,000 and 
it closed 741 loans, totaling a little 
over two and one-quarter million dol- 
lars. On January 1, 1933, this bank 
had only 11 appraisers to cover the 
four states which it serves. On De- 
cember 1, 1933, the bank had 858 
appraisers and on a single day early 
in December it closed $1,200,000 in 
loans, which is more than half as 
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much as this bank closed during the 
entire year of 1932. In the last week 
of December, 1933, the million dol- 
lar mark was passed four times, and 
on the last day of the year it reached 
the all-time record mark of $1,363,- 
900. 

In a single month during the past 
fall the St. Paul Land Bank received 
16,000 applications, totaling over 
$80,000,000, which is eight times as 
many applications as were received 
during all of 1932 and ten times as 
much money. During the month of 
December the bank closed a total of 
$18,242,350 in loans. The total 
loans closed for the year 1933 
amount to $34,457,000 to 14,301 
farmers. Of this money, $15,500,000 
has gone into Minnesota to 4880 
farmers. Over 80,000 farmers have 
applied to the St. Paul Land Bank 
for loans running up to $400,000,- 
000. When these applications are 
sifted out and cleared up, the farm 
mortgage problem in this territory 
and other good territories will have 
been solved. 

There are two important facts in 
this connection which should not be 
overlooked. First, this is not merely 
an effort to refinance mortgages al- 
ready existing. In most cases the 


The Farmer 


Land Bank insists that these loans 
must clear up all of the farmer’s in- 
debtedness. In every case where the 
Land Bank is loaning the limit for 
which he may apply, it is absolutely 
necessary that all other debtors 
must be included in the mortgage set- 
tlement so that the farmer’s entire 
indebtedness is covered by his mort- 
gage to the Land Bank. The second 
outstanding accomplishment of this 
mortgage refinancing program is to 
establish in the minds of the money 
lenders and the public the idea that 
the farm mortgage is once again a 
sound investment. 


Insurance Companies 
Now Convinced 


The insurance companies that 
wanted to dump their mortgages six 
months ago have changed their 
minds. Several of the largest have 
announced that they intend to hold 
onto their mortgages and do not care 
to refinance them. The low rate of 
interest at which farmers are borrow: 
ing this money from the Land Bank 
is not only intended to save them 
something like $11,000,000 in an- 
nual interest, but in spite of the 
lower rate of interest the mortgages 
are paid off in fu!l on the amortiza- 
tion plan at the end of 36 years. 

The second great step in this mar- 
velous plan of refinancing agricul- 
ture is the arrangement for short- 
term borrowing. The Hoover Ad- 
ministration had started this work 
under what was known as Regional 
Agricultural Credit Corporations set 
up in each of the twelve Land Bank 
districts. These Regional Agricul- 

(Continued on page 83) 
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Put These in Your Home 


and See How Electricity 
Works Wonders 





$7.75 Westinghouse 
Electric Irons 


$3 95 


Adjustomatic model for alter- 
nating and direct current — 
regulation size chrome finish. 
Demonstration. 





$8.85 Electric Table 
Stove and Grill 


53.95 


Simplifies studio or small 
apartment cooking — cooks an 
entire meal, three things at one 
time—boils, broils, toasts, fries, 
ches and steams. Demon- 
ation. 








Electric Toasters 


$2.95 


Turnover type that toasts two 
slices at one time and turns the 
toast by the flip of a finger. 
Demonstration. 





Electric 
Warming Pads 


$9..95 


Soft and flexible — conforms 
comfortably to the body. Three 
degrees of thermostatic heat 
control. 





The New QUICK-MIX 
Electric Mixers 


$3.95 


A practical kitchen mixer with 
super whip agitator. Beats, 
whips, mixes and stirs. Demon- 
stration. 









mS195 Automatic 
fElectric Ranges | 


99.50 


A beautiful all white porcelain 
four burner electric range with 
a 16X14x18 inch oven and auto- 
matic temperature controls. 
For alternating and direct cur- 
rent. Convenient payments 
arranged. 












Cumulative Effect of Advertising 


By J. A. WARREN 


Associate Editor, Hardware Age 


OMPOUND interest is not the 
C only thing that accumulates 

and multiplies. Advertising 
comes under that head also, and mer- 
chants who have been advertising for 
years know that immediate results 
are not the sole purpose of good 
advertising. Space is used for the 
purpose of making the store known 
throughout the trading area and it is 
as necessary to the continued growth 
of the retail store as any other factor 
in business. While good newspaper 
advertisements produce selling re- 
sults, and frequently immediate sell- 
ing results, the advertiser must be- 
lieve in the prestige building ability 
of advertising over the long pull. 

It is different with direct mail, 
which is usually designed to produce 
quick results. Special sales and sale 
prices are frequently handled by the 
direct mail method, which is, of 
course, more costly than newspapers, 
as a steady medium. Newspapers are 
practically sure to get an audience, 
beause of their news conient, and 
even though your ad is not read 
closely, it is seen and the reader is 
reminded of your store, almost with- 
out realizing it. That is a good rea- 
son for having a signature or name- 
plate that is distinctive enough to be 
remembered even though the news- 
paper reader does not buy the items 
offered. 

By the same token, it is wise to so 
lay out your ads that at least some of 
the items will be registered on the 
reader’s mind. If the ad is unorgan- 
ized and thrown together without 
thought, it is likely that all of the 
offerings will go unnoticed, whereas 
if sufficient order prevails and space 


While this ad was used by a large store 

and is not from current newspapers, it 

illustrates admirably the arrangement 

that gets the item and the facts over 

at aglance. The reader will retain some 
of the information without fail. 
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A Indoor Plant Sprintler 
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perdi a polished regulary priced st 


B Metal Fern ies . 


jean or Diack 
32 inches high. reqularty 
at 91.25 
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uminum French Fryer 
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E Sate Cotter Pot 


GS Aluminum Sauce Pans 
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WEED & CO. 


Main at Genesee Cleveland 6561 














This ad by a Rochester, N. Y., hardware 
store is the equal in attractive power of 
any ad in the entire newspaper. 


enough is allowed, the eye can get 
and retain the items better. Because 
of the cumulative effect of steady 
advertising the successful retail stores 
are continuing to invest the major 
portion of the advertising allowances 
in newspaper space. It has a two- 
fold purpose: It sells the store as a 
place to trade and it sells the store’s 
merchandise. Advertising should do 
both of these things. 

As this department has repeatedly 
pointed out, price should not be 
given all the play. It is a necessary 
part of your advertising to present 
the price, if you are offering specific 
merchandise; but too many have 
given the whole show over to the 
price feature. Much can be done by 
way of playing up the desirability of 
the article, its appearance, its utility, 
its construction, its labor saving fea- 
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tures, etc. These have quite as strong 
an appeal with a large number of 
your customers as price has. You 
probably have, the price question 
brought up many times a day, but is 
it not possible that you have played 
your part in educating people to 
think of price first, last and most of 
the time? Do not lose sight of the 
fact that most people in the country 
have desires for the better things and 
if you play up to that desire in your 
customers you can make it as useful 
as the price argument in time. Tell 
the reader all the important facts 
about the merchandise, answer all 
the questions he will naturally want 
to know, and you must make your 
copy present these facts in a way that 
will make him want the article more 
than he wants the money it will cost. 

It is here that illustrations showing 
the actual merchandise are important. 
Good looking merchandise should be 
illustrated with good looking cuts. 
Make the reader stop, look and de- 
sire. Add an adequate description 
and you are well on your way to sell- 
ing the item. This is particularly true 
of popular price merchandise. 

The time to advertise should be a 
matter of study, also. If you are 
using a daily paper you will natur- 
ally determine which, morning or 
evening, papers will best serve your 
particular needs. If a weekly paper 
is used it is likely that it is issued 
near the end of the week in order 


that week-end reading will bring bet- 
ter results. Direct mail advertising is 
also found to be more productive if 
it takes the Sunday reading factor 
into consideration. Public holidays 
often present the reading opportu- 
nity, when the ad stands a better 
chance of being considered. 

Try to think of some way to make 
your advertisements a little different 
from the others that are competing 
for attention, at the same time keep- 
ing them reasonable and believable. 
Keep them neat and open so that 
readers may remember at least a part 
of them. Have the nameplate distinc- 
tive so that it will reach a corner of 
the reader’s memory. 

Finally, remember that if you are 
to do business you must have store 
traffic. You cannot do business with- 
out customers, but if you have cus- 
tomer traffic you can sell merchandise 
that you never realized you could 
sell. Just the fact of a large number 
of customers being exposed to mer- 
chandise values will move a large 
volume. So, your basic problem is 
to increase that flow of customer 
traffic. The merchant who plans 
demonstrations, special events and 
other attractions to get people into 
his store and adequately advertises 
them will find that any advertising 
he does will be more productive per 
dollar than the man who just adver- 
tises items at a price. 





Stone Age Hardware Store Unearthed 


HEN Miss Gertrude Caton- 

Thompson, the eminent British 
archeologist, began digging through the 
surface of the Kharga Oasis, not far 
from this Egyptian city, she expected to 
unearth a record of the weather which 
prevailed in that part of the world over 
a period of several million years, but 
she did not dream that she would dis- 
cover a well equipped hardware shop 
run by some hairy-chested merchant of 
the Old Stone Age. 

One of the excavators, shoveling 
carefully far below the sandy soil of 
the oasis, hit the edge of the imple- 
ment on what he, at first, took to be a 
rock. On closer examination, the ob- 
ject proved to be a well-made stone axe. 
With every shovelful of earth more of 
these relics were uncovered, until more 
than 500 of the things were salvaged. 
It was obvious that the scientists had 
stumbled upon a cache of these primi- 


tive implements, probably the stock of 
some prehistoric hardware store. 

The stone axes were surprisingly well 
fashioned, for all of them were highly 
glazed from long ,exposure to water- 
borne sand. 

Among the 500 relics of a long-gone 
age were various shapes of axes. Some 
were almost globular in shape, with a 
slightly sharpened edge on one, or both 
ends. Others were long and narrow. 
None of the axes was very large, the 
biggest of them measuring eight inches 
in length. 

Further evidence that the acheologists 
had unearthed a Stone Age hardware 
store was found in a number of smaller 
implements which appeared to be 
knives, or scrapers. Most of these were 
fashioned of flint and the cores, from 
which they had been made, were dis- 
covered in the same heap.—American 


Weekly. 
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Series B Fixtures Used in the 
Window at the Right 
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You Can Follow These Fine 
| Hardware Window Displays 





PAINTS and VARNISHES 
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Fruehauf Hardware, Cleveland, Ohio 
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r YHROUGH the medium of high 
grade windows, hardware stores 
are demonstrating to the pur- 

chasing public that they are in the 

front rank of those who sell quality 
merchandise. Such windows as those 
of Bailey-Moline, Wichita Falls, 

Tex., and Fruehauf Hardware, Cleve- 

land, Ohio, reproduced here, defi- 














nitely raise the standard of hardware 
store windows. They are the type of 
window display that can compete on 
even ground with the attractive win- 
dows along the street that offer other 
lines of merchandise. The consum- 
er’s dollar is likely to be spent where 
the appeal is strongest and that is 
when the hardware window must 


Bailey-Moline Hardware, Wichita Falls, Texas. 


' 
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Series C Fixtures Make Up the 
Arrangement at the Left. 














look as well or better than the other 
windows in town. 

The window display editor has a 
new sheet of measurements on the 
HarpwareE AGE interchangeable dis- 
play fixtures used in the sketched 
suggestions. It now includes series 
“C” introduced last issue. Hundreds 
of dealers have written for this sheet. 
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NEW ENGLAND GROUP HAS | 
41ST ANNUAL DINNER 


The forty-first annual dinner | 
of the New England Iron & Hard- 
ware Association held Jan. 25 at 
the Hotel Somerset, Boston, Mass., 
was attended by two hundred 
members and guests. 

Clarence C. Dodge, president, 
George C. Blake, Inc., Worcester, 


Mass., and president of the asso- | 


ciation presided at the banquet. 
Brent 
WwW. TF. 
holic Beverage Control Commis- 
sion, represented 
and brought greetings of the 
Commonwealth. Dr. Crawford O. 
Smith, pastor, Brookline Uni- 


B. Lowe was toastmaster. | 
Hayes, Chairman, Alco- | 


Governor Ely | 


versalist Church, spoke to the | 


William Q. Wales, 


association. 


dean of the steel jobbing indus- | 


try in New England offered his 
best wishes to the members. 
Chapin E. Harris, director of 
sales, Brown-Wales Co., Boston, 
Mass., was chairman of the com- 
mittee on arrangements. Enter- 
tainment under the direction of 
D. M. Leonard included the De- 
Molay band of Newton Chaptei 
of DeMolay. 
NEW JERSEY RETAILERS 
OPPOSE N. J. SALES TAX 


At the January meeting of the 
New Jersey Retail Hardware As- 
sociation, held at Krueger’s Audi- 
torium, 25 Belmont Ave., Newark, 
N. J., a resolution was passed in- 
dicating the organization’s oppo- 
sition to the New Jersey sales 
tax. Copies of the resolution were 
ordered sent to Governor Moore 
and Senator Wolber. 

President Jack Heller conduct- 
ed the meeting. The secretary 
was directed to communicate with 
the NRA Administration — in 
Washington, D. C., in reference | 
to representation on the local | 
code authority. The Merchandise 
Exchange Service was inaugurat- 
ed at the meeting for the purpose | 
of exchange between members of | 
old stock, for which they find no 
market. The entertainment and 
dance to be held February 21 at | 
the Hotel Douglas, 15 Hill St., 
Newark, N. J., 





was discussed. 


SCHOEMER REPRESENTS 
READING HARDWARE 
John R. Schoemer, formerly | 
associated with Ostrander & | 
Eshleman, Inc., is now represent- 
ing the Reading Hardware Corp., 
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Reading, Pa. His office is at 


| 370 Lexington Ave., New York. 





POT & KETTLE CLUB 
DISCUSSES NRA CODE 


Secretary E. G. Spelger pre- 


sided over a recent meeting of | 


Pot & Kettle Club | 


the Seattle 
held at the Washington Hotel, 
Seattle, Wash., at which time 
Oscar Watson, housewares buyer, 
Frederick & Nelson, discussed the 
wholesale code as applying to 
the hardware trade. 

It was announced that new of- 
ficers would be elected at the 
following meeting. 





W. A. STOLL NOW WITH 

SURPLESS DUNN & CO. 

Surpless Dunn & Co., New 
York City, has appointed Walter 
A. Stoll to cover the Texas and 


Pacific Coast territory in its dis- | 


tribution of hardware products 
to the wholesale trade. Mr. Stoll 
was connected for seven years 
with the Stanley Works, New 
Britain, Conn., and for about the 
same period in a sales capacity 


| with the Goodell-Pratt, western 


office. 





H. B. CLOWER 
Sec.-Treas., 
W. Va. Hdw. Assn. 


| Mr. Clower’s photo was omit- 
ted from the report of the West 
Virginia Hardware Association’s 
convention report as published in 
the Feb. 1 issue of HARDWARE 
Ace, and through an error the 
cut of H. J. Hodge, secretary, 
Western Retail Hardware and 
Implement Assn., was used in- 
| stead. 





OKLA, WARNS DEALERS 
ON STATE SALES TAX. 


The State Tax Commission of 
Oklahoma has issued warning to 
all merchants in the State against 
adding the sales tax on each sep- 
arate purchase, where several 
purchases being made at the 
same time total in excess of that 
permitted by the law. The com- 
mission has issued a pamphlet 
on the subject. In its recently 
released interpretation of the 
law, the commission has _indi- 
cated that merchants are per- 
mitted to compute the tax in 
their overhead and to include it 
in the price of the article, which 
will materially reduce the work 
entailed. 

Sales in interstate commerce 
and to and by the Federal Gov- 
ernment are exempt, the commis- 
sion holds. 

TOY RAILWAY MAKERS 

NOW INCORPORATED 


The makers of the toy Suspend- 
ed Railway systems have incor- 
porated under the name Sus- 
pended Railway Toys Corp., 4114 





54th St., Woodside, L. I, N. Y. 








Treman King Window Features HARDWARE AGE’S 


Regular Feature, Hardware Curiosities 


Here’s an interesting window 
display used in the store of Tre- 
man, King & Co., Ithaca, N. Y., 
in which was featured reproduc- 
tions of “Hardware Curiosities,” 
a regular Harpware AcE fea- 
ture. Of the display, Edward 
W. Wilson, merchandise man- 
ager of the says: 


company, 


“While we usually change our 
windows at least once a week, 
we decided to leave this window 
in for ten days, because of 
the number of customers who 
stopped to see it. In many 
cases they came in to ask us for 
more information. 

The Junior High School re- 








quested the privilege of borrow- 
ing the entire exhibit for use in 
part of its classroom work. The 
company has consented to loan 
the Junior High School the ex- 
hibit and has told the teaching 
staff that the “inspiration for 
the display” was caused by ma- 
terial in HarpwarE AGE. 
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Cutlery, Painters’ Tools, Tackle Block and Metal Hose Groups 


Submit Codes Supplementing Basic Metal Products Code | 


(Washington Bureau of | 
lardware Age) | 
Less than two hours was re- | 
quired for hearings held Jan. 23 | 
on codes of fair competition sub- 
mitted by four industries as sup- | 
plements to the approved basic | 
code for the fabricated metal | 
products manufacturing and | 
metal finishing and metal coat- 
ing industry. They involved codes 
for the tackle block, extended 
surface, flexible metal hose and 
tubing and the cutlery, manicure 


s ° | 
implement and _ painters’ and | 
paperhangers’ tool manufactur- | 


ing and assembling industries. 

C. M. Dinkins, counsel for the 
Fabricated Metal Products Fed- 
eration, presented the code for 
the flexible metal hose and tub- 
ing industry. It was in a form 
completely revised from the 
printed draft originally sched- 
uled for presentation, but was not 
read, due to the fact that no one 
expressed desire to be heard. 
Paul N. Turner, representing the 
Metal Hose & Tubing Co., Brook- 
lyn, N. Y., asked permission to 
present later any objections 
which his firm might find to the 
amended code. He was invited 
to be present with the code com- 
mittee at a post-hearing confer- 
ence. 

The absence of witnesses con- 
tinued through the presentation 
of the codes for the tackle block 
and extended surface industries, 
which were made by H. P. Ab- 
bott and C. T. Bappler, members 
of the respective code committees. 

A. G. Kimball, chairman of the 
code committee of the cutlery, 
manicure implement and _ paint- 
ers’ and paperhangers’ tool manu- 
facturing and assembling group, 
presented the code for that in- 
dustry. In a supporting state- 
ment, he pointed out that the 
production of cutlery was divided 
among some 75 plants grouped 
in six major divisions, with more 
than half of the total production 
coming from plants in small com- | 
munities of less than 50,000 popu- 
lation. 

While the industry always has 
been highly competitive, Mr. | 
Kimball said introduction of a 
new form of cold-rolled stainless 
steel has greatly increased the 
difficulties of the old established 
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firms through encouragement of 


|new firms to enter an already 


crowded field. Mr. Kimball added 
that the code’s trade practice sec- 
tion is confined to dealing with 
customs “obviously detrimental to 
the industry as a whole.” 

Lewis D. Bement, secretary of 
the sponsoring association, pre- 
sented a number of minor, clari- 
fying amendments to the code’s 
sections on definitions and trade 
practices. 

Philip J. Bernstein, represent- 
ing the National Silver Co., New 


York, vigorously objected to a | 


provision which would require 
members of the industry to 
furnish such information and 
data concerning their business as 
the code authority might require. 
He asked that this provision be 
amended to require furnishing of 
such information only as was 
necessary to answer charges of 
code violation and that the name 
of any firm making complaint 
against another be disclosed by 
the code authority. 

Mr. Bernstein also objected to 
the provision requiring members 
of the industry to file their lists 
of selling prices. He declared 
that such a requirement would 
inevitably bring about “price 
fixing” within the industry. 

The deputy administrator an- 
nounced the receipt of letters 
from O. M. Kile, representative 
of the Mail Order Association of 


| America, complaining against 


“open price listing” in several of 

the codes. 

CHAS. MUSLADDIN HEADS 
POT & KETTLE GROUP 


Charles Musladdin was elect- 


ed president of the Seattle Pot & | 


Kettle Club at a meeting held 
at the Washington Hotel, Seattle, 
Wash. Al. Green was named 


treasurer and Edward G. Spelger | 


was reelected secretary of the 
organization. 


E. C. GOZA APPOINTED 
LOCAL POSTMASTER 


E. C. Goza, Columbia, S. C., | 
| & Harman will benefit the Eagle 


hardware salesman for the Caro- 
lina Wholesale Hardware Co., has 
been appointed postmaster of 
Columbia. 











E. R. MASBACK 


BOOSTERS HEAR MASBACK 
ON NRA WHOLESALE CODE 

E. R. Masback, president, Mas- 
back Hardware Co., New York 
City, wholesale distributors, dis- 
cussed the NRA Wholesale Code 
at the January 27 meeting of the 
Hardware Boosters held at the 
Hardware Club, New York City. 
Mr. Masback _ enthusiastically 
pointed out that the more one 
studied the wholesale code the 
more favorable it appeared. He 
held that it provides the means 
of correcting practically every un- 
economical and unfair practice 
with which the wholesaler must 
compete. Mr. Masback thorough- 
ly analyzed and discussed the 
code. His address was followed 
by a lively discussion. 

President Louis J. Haas, W. C. 
Heller & Co., presided at the 


| meeting. 


EAGLE MFG. CO. NAMES 
CUSACK & HARMAN 
AGENTS 
The Eagle Mfg. Co., Wells- 
burg, W. Va., has appointed Cu- 


sack & Harman, 206 Reliance 
Bldg., Kansas City, Mo., as its 


representatives in Kansas, Ne- 
braska and Iowa as well as the 


western half of Missouri. Cusack 


company’s wholesale connections 
in their territory by enabling 
closer contact. 


PHILADELPHIA ASSN. 

DISCUSSES CODES, CWA 

At the January meeting mem- 

| bers of the Retail Hardware As- 
sociation of Philadelphia, Pa., 

| held at Kugler’s Restaurant, 
heard Mr. Goodwin discuss the 
work of the NRA Philadelphia 
District Code Compliance Board 
in bringing “chiselers” to ac- 
count. Mr. Goodwin moved a 
resolution be sent to Washington, 
D. C., condemning the awarding 
of CWA contracts to manufac- 
turers and wholesalers. 

Louis A. Loesch told how he 
| had sold nearly $1000 worth of 
| gasoline heaters in his store this 
| winter. 

President Harry D. Kaiser pre- 





sided at the meeting. The nom- 
inating committee renominated 





Mr. Kaiser for president. Nom- 
inations for vice-presidents were: 
Edw. Pennegar, George R. Park, 
Jr., Mr. Loesch, B. L. Cain, 
James McDermot and Howard 
Muth. Charles D. Huff was 
nominated for treasurer and W. 
F. Brown was nominated for sec- 
retary. 


BRITISH FAIR SHOWS 
NEW HARDWARE ITEMS 


More than three hundred lead- 
ing British manufacturers of 
hardware and allied lines will ex- 
hibit their latest products at the 
Birmingham section of the Brit- 
ish Industries Fair to be held 
Feb. 19 to March 2 at Castle 
Bromwich, Birmingham. 

The latest labor saving devices 
will be on display as well as 
cooking utensils, housefurnish- 
ings, general hardware lines and 
builders hardware items. 


FARIES BUYS IRELAND & 

MATTHEWS CUSPIDORS 

The Faries Mfg. Co., Decatur, 
Ill., recently took over the manu- 
facture and sale of Ireland & 
Matthews cuspidors, formerly sup- 
plied by the Detroit Metal Spe- 
cialty Corp. and more recently by 
the Eaton Detroit Metal Co., 
under the trade name “Metal- 
Bilt.” 

The Faries organization will 
continue to make its regular line 
of cuspidors and sand urns and 
under the new arrangement will 
manufacture and sell the 
complete Ireland & Matthews line 
in the same styles as furnished 


also 





by their predecessors. 
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HARDWARE FIRMS WIN 
HOLIDAY CONTEST 
AWARDS 


With 340 entries representing | 


every section of the country, the 
Electric Refrigeration Bureau’s 
national Christmas holiday win- 


dow display contest held during | 
the recent holiday period, was | 


the most successful, in the num- 
ber of contestants, quality of ex- 
hibits and keenness of competi- 
tion, of any similar activity ever 
sponsored by the bureau. 

Contestants from 40 states, and 
representing communities rang- 
ing from the largest metropolitan 
centers to towns of less than 10,- 
000 population, entered the com- 
petition, and the judges required 
the better part of two days to 
determine the winners. With two 
of the four classes open to deal- 
ers and the other two to central 
stations, the entries in these gen- 
eral classifications were almost 
equally divided. New Jersey 
led all the states in the number 
of entries, with 28. 

Shown here is the window of 
Emmons-Hawkins Hardware Co., 
Huntington, W. Va., awarded 
first prize of $100 in the group 
for windows of less than 100 sq. 
ft. Honorable mention in the 
same class was awarded to Zion’s 
Cooperative Mercantile Institute, 
Salt Lake City, Utah. 

The Electric Refrigeration Bu- 


reau of Petersburg, Va., received | 


the special prize of $100 award- 
ed to the local bureau having the 
best representation in the contest, 
in point of proportionate number 
of member contestants and qual- 
ity of exhibits submitted. The 


six entries received from the city 
represented 100 per cent of the 
dealer membership of the bureau. 
First and second honorable men- 
tion were awarded respectively 





to the Electric Refrigeration Bu- 
reaus in New Orleans, La., and 
Essex County (Newark, N. J.). 

Entrants in the contest paid 
no fee, nor did they have to buy 
any merchandise to enter the 
contest. 

Judges of the contest, all men 
of wide experience in the field of 
advertising display, were: L. R. 
Coloney, Carl Percy and Harvey 
F. Jackson, all of New York City. 


AMERICAN TOY FAIR IN 
NEW YORK APR. 9-28 


The annual American Toy Fair 
sponsored by the Toy Manufac- 
turers of the U. S. A. will be 
held in New York City from 
April 9 to 28. In addition to the 
exhibits at the Hotel McAlpin, 
Broadway and W. 34 St., there 
are permanent salesrooms of man- 
ufacturers in the Madison Square 
and Union Square sections. To 
date more than 75 rooms have 
been reserved at the McAlpin. 

Any firm participating under 
the Code of Fair Competition for 
the Toy and Playthings Industry 
is eligible to exhibit at the fair. 
Room rates have been reduced 
at the McAlpin for the period 
of the fair. Application is being 
made for reduced rates for the 
annual convention of the Ameri- 
can Toy Buyers Association. 

Further details regarding space 
at the Hotel McAlpin may be 
obtained from the hotel or from 
the Toy Manufacturers of the 
U.S. A. 


FINKELSTEIN HEADS 
CHAMBER OF COMMERCE 


I. B. Finkelstein, vice-presi- 
dent and treasurer of the Dela- 
ware Hardware Co., Wilmington, 
Del., was reelected president of 


































the Wilmington Chamber of 
Commerce at a recent meeting, 
held at the Hotel du Pont. 





MASBACK HARDWARE CO. 
ISSUES 1934 CATALOG 


An 808 page catalog has just 
been issued by Masback Hard- 
ware Co., 74 Warren St., New 
York City, wholesale distributors. 
All illustrations were made from 
half-tone cuts and the descrip- 
tions of the various items have 
been improved. The catalog has 
a sectional index, there being | 
ten sections. In addition there is | 
a complete alphabetical index of 
all merchandise listed. 

In the front section of the book 
is given briefly the history of the | 
company together with illustra- | 
tions of its headquarters and of 
some of its departments. | 

When issuing the catalog E. R. | 
Masback, president of the com- | 
pany, pointed out that the Mas- 
back Price Service continues to 
be available to dealers at the rate 
of $6 per year. This service 
supplies the dealer with constant 
market information. 





BOOSTERS MAKE PLANS 
FOR BEEFSTEAK PARTY 


The annual Night Out of the 
Hardware Boosters, in the form 
of a Beefsteak Dinner, will be 
held Thursday, March 15, at 
Schleifer’s Fashion Center Grille, 
141 W. 38th St., New York City. 
Tickets for the dinner, which will 
be served at 7.30 P. M., will be 
$5 each. Following the dinner 
a bill of entertainment will be 
offered. 

Charles Pincus, Stanley Works, 
who resides at 973 E. 28th St., 
Brooklyn, N. Y., is chairman of 
the affair. 





A. E. ALLEN IS V.P. 
OF WESTINGHOUSE CO. 


Arthur E. Allen, New York 
City, has been elected vice presi- 
dent of the Westinghouse Elec- 
tric & Mfg. Co., E. Pittsburgh, 
Pa., in charge of the merchan- 
dising division. He joined the 
Westinghouse Electric & Mfg. 
Co. in 1902 at the Newark 
Works and was in charge of the 
test department there until 1910. 





A. E. ALLEN 


That year he was loaned to the 
International Electric Protection 
Co. to act as its chief engineer. 
Upon completion of his work 
with that company he returned 
to the supply department of the 
Westinghouse company’s New 
York office in 1911, becoming 
manager of that department in 
1915. 

In 1917 he joined the Canadian 
Overseas Forces as a private, later 
being commissioned a second lieu- 
tenant in the Royal Flying Corps, 
going overseas as a technical of- 
ficer, in charge of engine and 
plane maintenance at the Salis- 
bury Plain School for navigation 
and bomb dropping. 

Following the war he returned 
to the New York office in 1919 as 
executive assistant to the man- 
ager of that office. That same 
year he was promoted to man- 
ager and in 1925 became general 
manager of the Westinghouse 
Lamp Co. The following year 
he was elected vice president of 
that company. 





COMPANY FORMED TO 
MAKE CASKET HARDWARE 

The National Metal Products 
Co., Inc., Connersville, Ind., has 
been organized to produce casket 
hardware. 








This window won a $100 prize 
in the Electric Refrigeration 
Bureau’s holiday contest. E. 
A. Ward, Jr., display man for 
Emmons - Hawkins Hardware 
Co., dressed the window. 
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Featuring a new motor-driven grindstone, Duncan & Goodell Co., Worcester, Mass., in- 
cluded in this display the many tools which can be sharpened with the new device. M. W. 


BUYING WAS ACTIVE AT 
SPORTING GOODS SHOW 

More than eighty manufactur- 
ers exhibited at the Fourth 
Annual convention and exhibit of 
the National Sporting Goods Dis- 
tributors Association, held at the | 





Hotel Sherman, Chicago, IIL, 
Jan. 29 to 31. There was an 
attendance of more than four 


hundred at the convention, an in- 
crease of more than thirty per 


cent over the previous meeting 
held two years ago. Active buy- 


ing was reported by most of the 
exhibitors. 

Herbert M. Sonneborn, NRA 
Deputy Administrator, informally 
discussed the pending sporting 
code. Other speakers 
pointed to the increasing sales | 
of athletic goods as shown by | 
government tax reports. 


goods 


As a further means of increas- 
ing consumer interest in sporting 
goods members were urged to 
support the various campaign 
weeks sponsored by the associa- 
tion, to which group will be add- 
ed National Fishermen’s Week 
at a time to be announced later. 
The association will also sponsor | 
the following weeks: National | 
Baseball Week, April 7-14; Na- | 
tional Golf Week, May 5-12, and 
National Tennis Week, May 19 
to 26. 





GAME CONFERENCE 
FAVORS DUCK STAMP 
More than six hundred federal 

officials, college professors, game 
breeders, etc., attended the ses- 
sions of the Twentieth American 
Game Conference held Jan. 22 | 
to 24 at the Hotel Pennsylvania, 
New York City. The conference 
went on record as favoring the 
proposed “Duck Stamp Bill,” 


FEBRUARY 15, 1934 


-_ 


'to their 


| slamps 
| chasing 


Haynes is the display man. 


now pending in Congress. The 
bill proposes to allow duck hunt- 
ers to impose a tax of a dollar 
a year upon themselves through 
the purchase of a stamp from the 
S. Government to be affixed 
state hunting licenses. 
monies derived from the 
would be used in pur- 
waterfowl refuges and 
grounds and for more 


The 


breeding 
adequate protection. 
Beck, 


Thomas chairman of | 


| President Roosevelt’s Committee | 


'on Wild Life 


Restoration, ex- 
plained the plan that committee 


is evolving to build wildfowl 
| breeding grounds and_ restore 
upland game birds and animals 
}on other areas throughout the | 
United States. Officials of the | 


Tennessee Valley Authority in- 
vited the conferees to enter into 
their huge social experiment plan 
and assist in restoring wildlife 
upon their areas for the recrea- 
tional values. 

The conference closed with the | 
election of Hayes Lloyd, Ottawa, | 
Canada, superviser of wildlife, | 
Department of Interior of Canada 
as chairman. Aldo _ Leopold, | 
Madison, Wis., Guy Amsler, Lit- | 
tle Rock, Ark., William L. Fin- | 
ley, Portland, Ore., and Raymond 
J. Kenney, Boston, Mass., were 
elected vice chairmen. 








RAY PATTEN JOINS G.E. 
MERCHANDISE DEPT. 


Ray Patten has been engaged to 
advise and assist the engineering 
and sales departments of the 
Merchandise Department of the | 
General Electric Co., Schenecta- 
dy, N. Y., in the styling of Hot- 
point household appliances. Since | 
1928 he has assisted in the de- 
sign of many Hotpoint appli- 
ances, as well as_ refrigerators, 


ranges and other equipment, and 
until recently was in charge of 
the planning department of the 
General Electric 
| tute at Cleveland, Ohio. 


He is also a styling consultant 


COCKE NOW MILLER DIV. 
MERCHANDISE MANAGER 
L. L. Cocke has been appoint- 


ed merchandise manager of the 


doll division of the Miller Rub- 





L. L. 


COCKE 


ber Products Co., 


F. Goodrich Co., Akron, Ohio. 


| He had previously been director | 


of sales for the “My Dolly” rub- 
ber-doll line of the Miller divi- 


| sion in the central district. 


Mr. Cocke entered the doll 
business ten years ago with Bay- 
less Brothers & Co., after which 
he went with the Ideal Novelty 


& Toy Co., of which he was for | City. 


five years sales manager of the 
western division. 


division of B. 








A. PAULUS PROMOTED BY 
WESTINGHOUSE LAMP 


Alfred Paulus, illuminating en- 
gineer, Westinghouse Lamp Co., 
Bloomfield, N. J., since 1927, has 
been transferred to the Pitts- 
burgh, Pa., office as district en- 
gineer of the eastern central 
division. Following graduation 
from college he joined the West- 
inghouse Lamp Co. as an en- 


gineer in the manufacturing 
department. In 1927 he was 
| transferred to the commercial 
engineering départment when 


F 
| 


Kitchen Insti- | 


| 


Westinghouse was expanding its 
lighting development work. While 
engaged in that work he devoted 


| most of his time to lighting ap- 


plication. 

Mr. Paulus has given advice 
following lighting in- 
Statue of Liberty, 
Washington Monument, “Lights 
Golden Jubilee,’ Atlantic City 
Auditorium, S es q u i-Centennial 
Exposition and “A Century of 
Progress.” 


on the 
stallations: 


In his new work in Pittsburgh 
he will be available for engineer- 
ing advice on lighting matters 
throughout the eastern central 


| states, 
for other plants of the company. | 


| Corp., 


| UNITED AMERICAN BOSCH 


BUYS KOMPAK HEATER 
United American Bosch Corp., 
Springfield, Mass., has acquired 
the assets of the Kompak Co., 


New Brunswick, N. J., manu- 
facturers of automatic gas water 
heaters. The entire equipment 


and organization of the Kompak 


company have been moved to 
Springfield, where manuflactur- 


continued in the 
American-Bosch plant. R. W. 
Washburn, secretary and assist- 
ant treasurer of the Springfield 
firm for many years, will direct 
sthe operations of the Gas Ap- 
pliance Division, formed by ac- 


ing will be 


| quisition of the New Jersey com- 


pany. 

J. Long of the Kompak 
company, a,pioneer in the gas 
water heating industry, is asso- 
ciated with American-Bosch in 
the engineering and development 
work. The entire Kompak sales 
organization will continue to rep- 
resent the new owners in the 
field. 


DURABLE TOY & NOVELTY 
NOW IN NEW QUARTERS 


The Durable Toy & Novelty 
manufacturers of toy 
banks, etc., has moved its of- 
fices from 18th St. and Fourth 
Ave., to Rooms 402-4, Fifth Ave. 
Bldg., 200 Fifth Ave., New York 


The new quarters are 


| larger than the previous office 
| space. 
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FERNLEY NAMED ON CODE 
AUTHORITY DIV. 
George N. Groff, sales man 
ager, Wm. H: Cole & Sons, Bal- 
timore, Md., has been made code 
authority for the hardware divi- 
sion of the wholesaling or dis- 





GEORGE A. FERNLEY 


tributing trade, while George A. 
Fernley, Philadelphia, Pa., secre- 
tary, National Wholesale Hard- 
ware Association, has been made 
code authority for the sheet metal 
division. Donald Tolles, New 
York City, has been named for 
the electrical division, and Jesse 


Edwards, Philadelphia, Pa., for 


| the cycle jobbers’ division. 


‘ 





GEORGE N. GROFF 


Announcement of the appoint- 
ment of a temporary general code 
authority of 23 members, repre- 
senting as many commodity divi- 


sions of the wholesale trade, was | 


recently made by General John- 
son. ~— 

ROUND OAK FURNACE 
ELECTS OFFICERS 
officers of the 
Co., Do- 


Election of 
Round Oak Furnace 
wagiac, Mich., was held at a 
meeting held Feb. 3. F. E. Lee 
is chairman of the board of di- 
rectors, and Harry C. Howard is 
president. James F. Firestone is 
vice-president in charge of opera- 
tions, and John F. Nugent and 
Fred S. Cole are vice-presidents 
in charge of sales. Harry C. 
Mosher is secretary and treasurer. 





DEPARTMENT STORE REPRESENTATIVE OBJECTS 
TO ELECTRIC REFRIGERATION CODE WORDS 


(Washington 
Hardware 


Bureau of 

Age) 

Hearing on the supplemental 
code for the refrigeration sub- 
division of the electrical indus- 
try developed objections from 
Irving C. Fox, representing the 
National Retail Dry Goods As- 
sociation. Mr. Fox protested that 
the wording of a number of ar- 
ticles in the proposed code 
opened the way either inten- 
tionally or inadvertently for the 
manufacturer to follow the prod- 
uct into the retail trade and lay 
down rules for the 
ultimate consumers. 

The ambiguity of certain pas- 
sages was admitted by sponsors 
of the code, and J. W. Cowling, 
Assistant Deputy Administrator, 
made arrangements to clarify 
these sections. Code proponents 
declared it was not the inten- 
tion of the industry to make bind- 
ing rules for the retail trade. 

The code was presented by the 
National Electrical Manufactur- 
ers Association through Howard 
S. Blood, president, Norge, De- 
troit, Mich., chairman of the 
code authority. He was assisted 
in the presentation and explana- 
tion of the proposed changes by 


sellers to 


| cluded. 


Louis Ruthenburg, consultant for | 


the refrigeration division of the 
manufacturers’ association. 
A major objection also came 
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from Philip D. Reed, General 
Electric Co., who protested 
against the proposed “warranty 
and service policy.” After set- 
ting forth in the proposed sup- 
plemental code of the form of 
warranty to which, it was stipu- 
lated, “employers shall conform 
without deviation,” a schedule of 
prices for replacements was in- 
The prices for the sec- 
ond, third, fourth and fifth years 
ranged from $7.50 to $20. Mr. 
Reed told Mr. Cowling that his 
company considered the proposed 
replacements too high and as not 
applicable to its products since 
replacements were rarely neces- 
sary and almost always could be 
made for less than the amounts 
suggested. Mr. Reed pointed 
out that for the code to include 
such a classification would be to 
impose upon the consumer an 
unwarranted penalty. He also 
suggested that the effect of fix- 
ing such rates would be the es- 
tablishment of minimum prices, 
a policy which, he said, he un- 
derstood is regarded as question- 
able by the Administration. 

A similar objection was also 
offered by W. H. Edmonds, Con- 
sumers’ Advisory Board, who 
asked for complete elmination of 


| the provision for adherence to a 


warranty and service policy. 


POT & KETTLE CLUB 
HEARS NARCOTICS TALK 


James S. West, D.D., president, 
International White Cross Anti- 
Narcotic League, addressed a re- 
cent meeting of the San Fran- 
cisco Pot & Kettle Club and laid 
stress on the fact that the use | 
of narcotics is, according to Fed- | 
eral statistics, the direct cause, | 
on the part of narcotic addicts, 
of 70 per cent of the shop-lifting 
and stealing. 

Osgood Murdock, publisher, 
Implement Record, expressed his | 
thanks to Harpware AcE and 
other hardware trade publications 
for the publicity they have given 
the Pot & Kettle Clubs’ House- | 
wares Directory. 

President Paul Neumann con- 
ducted the meeting. 

At another recent meeting of 
the club Le Roy Smith, secretary 
of the California Retail Hardware 
Association, explained his organ- 
ization’s cooperative insurance 
plan. W. S. McCune, western 
manager, Wagner Mfg. Co., and 
president of the Associated Pot & 
Kettle Clubs of America, paid an 
official visit. Samuel S. Perry, 
importer, discussed the value of 
the dollar. 


BLUE EAGLES FOR THOSE 
UNDER BLANKET CODE 


Members of many trades and 
industries not yet covered by ap- 
proved codes of fair competition 
and who have previously signed 
the President’s Reemployment 
Agreement, popularly known as 
the Blanket Code, have addressed 
many inquiries to the National 
Recovery Administration as to 
how they may secure without ex- 
pense additional Blue Eagle pos- 
ter and display cards to replace 
worn and damaged materials pre- 
viously issued them through their 
local postmasters. 

' For individuals and firms still 
operating under the President’s 
Reemployment Agreement as ex- 


| tended until April 30, 1934, the 


National Recovery Administra- 
tion has announced that arrange- 
ments have been made through 
every important post office to dis- 
tribute complete sets of this ad- 
ditional insignia to such NRA 
members who furnish their post- 
master with a simple receipt, in 
accordance with _ information 
posted at the local post office. 


A. J. VITS IS PRESIDENT OF 
ALUMINUM GOODS MFG. 


A. J. Vits, executive vice-pres- 
ident of the Aluminum Goods 
Mfg. Co., Manitowoc, Wis., has 
been elected president and gen- 
eral manager, succeeding his 
brother, the late George Vits. Mr. 
Vits has been very active in the 
administration of the business for 


Additional News Items on page 68 





| tion of D. 


| school twenty-five years ago. 


more than 25 years, having pre- 
viously served as vice-president 
in charge of sales. He has also 
served on the board of directors 
for many years. 

The company manufactures 
aluminum cooking ware, electric 
appliances, household accessories. 
toys, etc. 


YOUNGHOLM IS V.P. OF 
WESTINGHOUSE LAMP 


Walter Cary, president, West- 
inghouse Lamp Co., Bloomfield, 
N. J., has announced the elec- 
S. Youngholm as 
vice-president. Mr. Youngholm 
joined the company after leaving 


He 





D. S. YOUNGHOLM 


went from the engineering de- 
partment to the stock and statis- 


tical departments, from which 
he was transferred to the sales 
department. 


In 1924 he was placed in 
charge of production, making his 
headquarters at Bloomfield. A 
year later he became assistant 
man-ger of sales. He became 
assistant general superintendent 
of the company in 1927, and in 
1930 was made assistant to the 
vice-president, which position he 
held until his election as vice- 
president. His headquarters will 
be at 30 Rockefeller Plaza, New 
York City, the principal offices 


| of the company. 


ELECT DIRECTORS OF 
ALTORFER BROS. CO. 


Silas H. Altorfer was reelected 
president of the Altorfer 
Brothers Co., Peoria, Il., manu- 
facturers of electric washers and 
ironers. Henry W. Altorfer, gen 
eral manager, was reelected sec- 
retary, and A. W. Altorfer, vice- 
president and treasurer. 

Directors elected include the 
officers and Henry Altorfer, Frank 
T. Miller, H. W. Leman, Guy L 
Bayley, A. C. Allyn and Bernard 
Leslie. 
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Front row, left to right: E. A. Hastings (Asst. Secretary and Treasurer); Erle B. Yahn, Yahn-Jones Hdwe. Co., Ellwood 
City, Pa. (Secretary); Chas. W. Scarborough, Scarborough & Klauss Co., Pittsburgh, Pa. (President) ; F. B. Post, Paul & Post, 


Washington, Pa. (Treasurer); Wm. M. Stout (Executive Manager). 


Back row, left to right: E. K. Owens, E. K. Owens 


Hdwe. Co., Susquehanna, Pa. (Director) ; H. M. Kirk, Kirk, Hutton & Co., New Castle, Pa. (Director) ; George C. Brown, 
Punxsutawney Hdwe. Co., Punxsutawney, Pa. (Director); J. L. Hall, J. L. Hall Hdwe. Co., Fairview, W. Va. (Director) ; 
John A, Ditz, Ditz & Mooney Hdwe. Co., Clarion, Pa. (Director) ; J. W. Jones, Dravosburg, Pa. (Vice-President). 


Members of American Hdw. & Supply Co. 
Hold Constructive Pittsburgh Meeting 


ESPITE adverse weather condi- 

tions, the annual dealers conven- 

tion of the American Hardware 
& Supply Co., held in Pittsburgh, Pa., 
on Jan. 29 and 30, was one of the 
most productive and widely attended 
meetings ever held by the 24 year old 
dealer owned wholesale hardware firm. 
About 200 hardware dealers and guests 
were present, among them many mer- 
chants from Pennsylvania, Ohio, W. 
Virginia, and New York. 

With the firm’s headquarters at 41-43 
Terminal Way, South Pittsburgh, serv- 
ing as the focal point for the meeting, 
one adjoining building housed an 
attractive exhibition, in which 31 man- 
ufacturers participated, while another 
similar building was used for the busi- 
ness sessions. Meals were served by 
the company on the premises enabling 
those attending to give undivided atten- 
tion to the well planned program. 

At the opening business session Mon- 
day morning, the welcoming address 
was delivered by president Charles W. 
Scarborough, Scarborough & Klauss 
Co., Pittsburgh, Pa. He reviewed the 
1933 operations of the company, and 
directed attention to the remarkable 
sales gains made by the firm during 
the last half of the year. Much credit 
for the progress made, he said, was 
due to the change in management that 
became effective in July. In accordance 
with the action taken at preceding 
meetings, Mr. Scarborough reported 
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that plans had been completed for re- 
ducing the number of directors from 
thirteen to nine, to make the directo- 
rate less unwieldy. He stated that 
resignations had been received from all 
of the incumbent directors, and that 
new directors would be selected on the 
following day. 

Mr. Scarborough also announced 
that the committee appointed to revise 
the by-laws of the company had com- 
pleted its work, and that action on 
them would be taken at the afternoon 
session. In conclusion, he asked for 
constructive criticism in conducting the 
company’s affairs, and predicted steady 
business improvement during the cur- 
rent year. 

F. B. Post, Paul & Post, Washington, 
Pa., treasurer of the company, intro- 
duced William M. Stout, executive 
manager, attributing decided improve- 
ment in the firm’s affairs to his ability. 
Mr. Stout said he believed the company 
was headed in the right direction. He 
then focused attention on several im- 
portant features of the exhibition; 
briefly discussed sales matters, and in- 
troduced Mr. Perry, of the Pennsyl- 
vania Refining Co., Butler, Pa., who 
explained effective methods for retail- 
ing packaged motor oils. 

Monday afternoon the auditor’s re- 
port was presented by Mr. Cummings, 
representing Lybrand, Ross Brothers 
and Montgomery Co., Pittsburgh, Pa. 
The report provided a detailed sum- 


mary of the company’s operations, and 
reflected marked improvement during 
the past year. 

James M. Witten, associate editor, 
Harpware Ace, New York, N. Y., was 
the first speaker at the Monday eve- 
ning session. Mr. Witten stated that 
with an upturn in business now a real- 
ity, hardware dealers should accelerate 
their selling effort in order to make the 
most of the business revival. Pointing 
out that under existing conditions com- 
petition will be keener than ever for 
the consumer’s dollar, he urged dealers 
to give special attention to sales prob- 
lems. The need for increasing store 
trafic was stressed, and several suc- 
cessful methods for accomplishing this 
were cited. . 

Emphasizing the importance of hav- 
ing the courage to price goods to return 
an adequate profit, he voiced the opin- 
ion that most dealers are too apt to 
conclude that everyone is an expert 
judge of values. He questioned the 
ability, he said, of any hardware mer- 
chant to correctly value 75 per cent 
of the goods to be found in an average 
retail stock of hardware, if all price 
marks were removed. “If this is true,” 
he asked, “don’t hardware merchants 
over-estimate the public’s ability to 
judge values?” 

The dark and gloomy appearance of 
some hardware stores was mentioned 
by Mr. Witten, who declared that a 

(Continued on page 67) 
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Executives and Sales Staff of Marshall-Wells Co. with some of the Associate Dealers 


Marshall-Wells Associates Convention 
Held at Duluth January 29 to 31 


OR the sixth time, Associate Deal- 
ers met with the sales staff and 
executives of the Marshall-Wells 

Co., Duluth, Minn., in annual conven- 
tion Jan. 29, 30 and 31, 1934. For three 
days and three evenings more than 300 
retail hardware merchants participated 
in a convention which was actually a 
merchandising school. These dealers 
came from Minnesota, Wisconsin and 
the Dakotas, and gathered at Duluth. 
Sales Manager George S. McQuade 
opened and closed the convention and 
served as chairman throughout the 
three-day meetings as well as during 
the two-day sales staff meeting which 
followed the Associate Dealers’ sessions. 
A large number of the dealers stayed 
over for the salesmen’s meetings held 
on Thursday and Friday. 

Seth Marshall, president, Marshall- 
Wells Co., delivered the opening or key- 
note address, explaining how the com- 
pany would in 1934 plan to place As- 


sociate Dealers in competition and pro- 
vide the necessary advertising helps. 
He reviewed the progress of the com- 
pany’s Associate Dealer Plan and told 
how 1933 had proved a very successful 
and profitable year. He outlined cur- 
rent chain and mail order store com- 
petitive conditions and explained his 
company’s ideas about meeting this sit- 
uation through the Associate’s plan. 
James Feir, manager of the company, 
discussed company policies and pledged 
administrative and service departments’ 
cooperation in carrying out the Asso- 
ciate’s plan. Warren Hartwell, who 
has charge of the Associate’s advertis- 
ing activities, gave a most complete 
picture of the 1934 advertising pro- 
gram, comparing it to current competi- 
tive advertising of chains and mail order 
stores. He presented road signs and 
other new advertising features, giving 
costs and ideas for making the fullest 
use of such sales helps. All three days 


lunch was served in the company’s 
lunchroom during which time informal 
talks were given by dealers who had 
successfully followed the Associate’s 
plan. 

Chas. J. Heale, editor, HARDWARE 
Acre, New York City, addressed the 
Monday afternoon session, urging deal- 
ers to give more attention to selling 
and to develop, through concentrated 
buying, a limited number of sources of 
supply who would handle the buying 
end of the job. He stressed the need 
of greater store traffic in hardware 
stores, outlining advertising, store man- 
agement, location and other factors 
which helped create store traffic. His 
talk followed closely the principles ot 
the HARDWARE AGE PLATFORM, 
which Mr. McQuade later said paral- 
leled closely the program of the Asso- 
ciate’s Plan. Mr. Heale emphasized 
throughout his talk the importance of 
being sales-minded, which, he said, ne- 


Closing Banquet at Marshall-Wells Associates Convention. 
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cessitated concentrated buying. He 
made it quite clear, that his remarks 
dealt with the principles involved and 
were not to be construed as an endorse- 
ment of any particular company’s plan 
for justifying concentrated buying pro- 
grams. At the closing session of the 
convention Mr. Heale was elected an 
honorary member of the Associate’s 
body. 

An important feature of the conven- 
tion was the group meeting program 
under the direction of the company’s 
department managers and buyers. The 
dealers were divided into six groups 
which individually moved progressively 
through a series of group instruction 
meetings. There was a group on lin- 
oleum selling and laying, aided by an 
expert layer from the linoleum factory. 
In the paint section, actual demonstra- 
tions of painting, stock control and 
sales activities were presented. Buyers 
and department managers explained 
new or improved merchandise and 
throughout all group meetings encour- 
aged questions from the audience. In 
the model store, a playlet was produced 
under the direction of Yorke Langton. 
This dramatized opportunities for mak- 
ing second sales, for utilizing advertis- 
ing and gave a sample of a typical sue- 
cessful store meeting. 

Each major buyer had an opportunity 
to present in mass formation a com- 
plete sample line of the goods in his 
department. Each buyer was expected 
to justify new lines added or changes 
made in established lines. 

The group meetings were held co- 
incidentally in different parts of the 
company’s warehouse, but the buyers’ 
mass displays and talks were given in 
the gymnasium, where all mass meet- 
ings were held. 

On three sides of this meeting room 
were about 20 dummy window displays 
featuring as many basic hardware lines. 
There was also a simple model elec- 
trically equipped kitchen and in an- 
other part of the house were several 
model bathrooms completely equipped. 
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iE. B. Gallaher, editor, Clover Busi- 
ness Service, and treasurer, Clover Mfg. 
Co., Norwalk, Conn., addressed the 
Tuesday morning session. He reviewed 
current economic trends, urged concen- 





tration of purchases and briefly out- 
lined the competitive factors in pres- 
ent day hardware retailing. 

Monday night, dealers, salesmen, 
company officials and guests had din- 
ner at the Spalding Hotel, following 
which A. B. Hancock told of the sales 
and profit possibilities hardware stores 
had with tires and auto accessories. 
Gus Perret, of Peters Cartridge Co., 
Cincinnati, Ohio, told of his many hunt- 
ing trips and presented seven reels of 
thrilling animal and bird motion pic- 
tures he had taken in Alaska, Africa. 
the Yukon and in many parts of the 
United States and Canada. 

A stag party at the Spalding was 
Tuesday night’s feature and the final 
event was a banquet for all parties at 
the Hotel Duluth on Wednesday night. 
On this occasion Mr. McQuade brought 
the dealer convention to a close with a 
review of the three-day sessions. Danc- 
ing at the company gym followed. 





American Hardware and Supply Co. 


(Continued from page 65) 


cheerful, bright store has a tendency 
to encourage spending. He advocated 
using lighter shades of paint on store 
fixtures and interiors to achieve the de- 
sired effect. Adequate illumination 
was stressed as was cleanliness and 
neatness of sales people. The benefits 
derived from constantly freshening up 
stocks with new items were pointed 
out, and the natural advantages the 
hardware merchant has in making his 
store more fascinating and interesting 
to store visitors than is possible in most 
other retail establishments were also 
enumerated. In closing, Mr. Witten 
said he felt confident that dealers need- 
ing stock replenishments would find 
merchandise bought now a good invest- 
ment, in view of steadily advancing 
prices and an improved demand. 

W. W. Tomilson, advertising man- 
ager, Scott Paper Co., Chester, Pa., de- 
scribed how all forms of life adapt 
themselves to their natural environ- 
ment. He said that man has the same 
ability to adapt himself to natural con- 
ditions and to overcome difficulties of 
less material nature. Concluding, Mr. 
Tomilson made those present members 
of the 1 A. D. Club sponsored by his 
company, and everyone received a 
membership card and lapel button. It 
was explained that the club’s name 1 
\. D. stood for the first year after 
depression,. and that the club was 
founded on a recognition of the pos- 
sibilities of today, refusing to be ham- 
pered by the disappointments of the 
past. 


The address of Mr. Stout was an out- 
standing feature of the Tuesday after- 
noon session. Mr. Stout discussed the 
company’s sales plans, as well as cur- 
rent sales trends, and used large charts 
and graphs of interesting character to 
make important points still more 
graphic. 

The minutes of the preceding annual 
and semi-annual meetings were read by 
secretary Erle B. Yahn, Yahn-Jones 
Hardware Co., Ellwood City, Pa. The 
following directors were then elected, 
and the meeting adjourned. 

Three» Year Terms: F. B. Post, Paul 
& Post, Washington, Pa.; John A. Ditz, 
Ditz & Mooney Hardware Co., Clarion, 
Pa., and Charles W. Scarborough, 
Scarborough & Klauss Co., Pittsburgh. 
Pa. . 

Two Year Terms: H. M. Kirk, Kirk. 
Hutton & Co., New Castle, Pa.; E. k. 
Owens, E. K. Owens Hardware Co., 
Susquehanna, Pa., and George C. 
Brown, Punxsutawney Hardware Co., 
Punxsutawney, Pa. 

One Year Terms: J. L. Hall. J. L. 
Hall Hardware Co., Fairview, W. Va.: 
Erle B. Yahn, Yahn-Jones Hardware 
Co., and J. W. Jones, Dravosburg, Pa. 

Officers of the company are: presi- 
dent, Charles W. Scarborough; vice 
president, J. W. Jones; executive man- 
ager, William M. Stout; secretary Erle 
B. Yahn; treasurer, F. B. Post. and 
assistant secretary-treasurer, KF. A, 
Hastings. 
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PEOPLES HARDWARE | 
EXPANDS STORE No. 8 


Sam Del Vecchio, general man- 
ager, Peoples Hardware Stores, 
Washington, D. C., has an- | 
nounced that the company 
continuing its program of store | 
enlargement. Store No. 8 has 
been enlarged by 1200 sq. ft. 
by leasing an adjoining store. 

Store No. 4, now occupying 
one floor 25 x 95 ft., at 711 Sev- 
enth St., N. W., Washington, 
D. C., is being moved 717 
Seventh St., N. W., where it will 
two 120 ft. 


1s 


to 


occupy floors 25 x 


GENERAL ELECTRIC HAS 
SALES CONFERENCES 

District appliance sales man- 
agers and salesmen from the New 
York, Boston and Buffalo 
tricts of the General Electric Co., 
met recently at the company’s 
Merchandise Department in 


dis- 


Bridgeport, Conn., for a_ sales | 
planning conference on house- | 
hold electric appliances. Similar 


conferences for other districts 
were held recently in Philadel- | 
phia, Pa., Syracuse, N. Y., Cleve- 
land, Ohio, Chicago, IIl., 
Kansas City, Mo. 

The conferences resulted from 
recent developments in_ styles 
and designs of all lines as well 
as new sales and advertising 
plans for 1934 and the expansion 
of the sales organization. 

The first sessions, devoted to 
traffic appliances were presided | 
over by R. W. Turnbull, assistant | 


and 


manager of appliance sales. D. 
C. Spooner, Jr., assistant man- 


ager of appliance sales in charge 
of specialty appliances presided | 
over the second sessions. Among 
the speakers were C. E. Wilson, | 
vice-president of the company, 
J. L. Busey, appliance sales 
manager and J. W. Mclver, sales 
promotion manager of the appli- 
ance division and sales managers | 
of the appliance lines. 


“GRUNOW” DISTRIBUTORS 
HOLD SALES MEETINGS 


Distributors of the Grunow | 
radio and refrigerator lines man- | 
ufactured by General Household | 
Utilities Co., Chicago, Ill., met | 
recently at the Lake Shore Ath- 
letic Club, Chicago, for a sales 
conference. More than 200 aa 
resentatives of the 75 distributing 
outlets attended the two-day | 
session. President William C. 
Grunow discussed the company’s 
equipment and recent engineer- 
ing improvements made in the 
refrigerator line. J. Clarke Coit, 
chairman of the board; H. C. 
Bonfig, general sales manager; | 
Duane Wanamaker, advertising | 
director, and other executives of | 
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| network of the Columbia Broad- 


the company discussed the com- 
pany’s lines and plans. 

It was announced at one of 
the sessions that the company 
will have a coast-to-coast radio 
program on 44 stations, over the | 


casting System, featuring the | 
Minneapolis Symphony Orches- 
tra of 85 pieces. The program 
will be heard Tuesday evenings 
at 9.30 eastern standard time, 
beginning March 6. 


H. M. SIMMONS IS SEC. 

SOUTHEASTERN ASSN. 

H. M. Simmons was recently 
named secretary-treasurer of the 


Southeastern Retail Hardware 
& Implement Association. with | 
headquarters in Atlanta, Ga. He 
succeeds the late Walter Har- 


lan, who resigned last year be- 
cause of health. During 
the past ten years Mr. Simmons 
has been engaged in chamber of 
commerce work as secretary in 


Norwich, N. Y.. and Dade City, 


poor 


Fla. Prior to engaging in cham- 
ber of commerce activities, he 


covered Florida and Georgia as 
a traveling salesman. 


EXPRESS SERVICE HAS 
95TH BIRTHDAY IN 
MARCH 


Railway Express service in the 
United States will be ninety-five 
years old on March 4 and will 
observe its centennial in 1939 
according to the Railway Express 
Agency. 

The more than 50,000 men and 
women employed in the various 
nation wide operations of that 
transportation system are now 
comparing present day conditions 
with those prevailing when the 
“Original Expressman” started 
the first express company in the 
country in 1859. 

Historical records show that 
William H. Harnden, conductor 





| on an early day railroad in New | 


England, gave birth to the per- 
sonal service idea in express 
transportation, by carrying pack- | 
ages in his carpetbag between 
business men in New York City 
and Boston. Traveling between 
the two cities then was an ardu- 
ous journey by a short railroad 
line, Sound steamer and stage 
coach and the young man’s enter- 
prise was instantly accepted. | 
His business grew rapidly 
that he could employ others and 
had many competitors who laid 
the foundation of the several 
famous express companies of the | 
pre-World era. 
The Railway Express end 

| 


so 


now owned by the principal rail- 
roads of the country and operat- 
ing over their 225,000 miles of | 
lines, is the modern outgrowth of 
Mr. Harnden’s idea. That com- ! 


pany has offices in 23,000 prin- 
cipal cities and towns and handles 
more than fifty million shipments 
a year. In the maintenance of 
its collection and delivery of 
shipments at many of these 
points it maintains what is the 


largest motor vehicle fleet under 


one management, comprising 
some 9600 units. 


HARRY G. CHAPMAN 


Harry G. Chapman, vice-presi- 
dent and general manager of the 
Cyclone Fence Co., Waukegan, 
Ill., and president of the Stand- 
ard Fence Co., Pacific 





H. 


G. CHAPMAN 


ization died suddenly in Pitts- 


Coast | 
| subsidiary of the Cyclone organ- | 








burgh, Pa., on Jan. 30. He was | 
associated with the Cyclone 


| Fence Co. for fifteen years. 


Mr. Chapman enjoyed a wide 
acquaintance in the hardware 
trade throughout the country and 
was especially prominent in the 
wire fence and screen cloth in- 
dustries. 


F. M. JACOBY 


Frank M. Jacoby, 68, Round- 
up, Mont., of the Degnan & 
Jacoby hardware store, died re- 
cently at the age of 69. He be- 


came a partner in the firm of | 


Degnan & Jacoby fifteen years 
ago. 


JOHN A. RAYMOND 


John A. Raymond, 59, presi- 
dent of the Raymond-Klopeck 
Hardware Co., Fort Lauderdale, 
Fla., died recently at the home 
of his daughter in Birmingham, 
Mich., following a brief illness. 

He was associated with the 
former Standart Bros. Hardware 
Corp., Detroit, Mich., for thirty 
years, having resigned his posi- 
tion as sales manager of that 








company nine years ago, when he 
went to live in Florida. As a 
boy he was associated with his 
father, who operated a hardware 
store in Detroit. 

Mrs. Raymond, a son and a 
daughter survive. 





J. J. R. McLOUGHLIN 


J. J. R. McLoughlin, Poland, 
N. Y., retired hardware dealer, 
died January~ 27, following a 
brief iflness. He had conducted 
a hardware store in Poland for 
twenty years, selling his interest 
to Gibson & Strobel in 1926. Mr. 
McLoughlin was a veteran of the 
Spanish-American war and was 
active in many civic and trade 
organizations, including the New 
York State association, in which 
he retained his membership after 
his retirement. 





KEYES E. WHITMORE 


Keyes E. Whitmore associated 
in business with his father, E. S. 
Whitmore, Addison, N. Y., died 
January 24 as the result of in- 
juries suffered in an automobile 
accident. 

GUY MYERS 

Guy Myers, 52, vice-president, 
The F. E. Myers & Bro. Co., 
Ashland, Ohio, manufacturers of 
pumps, died recently. He was 
the son of one of the founders of 
the company. 

Mrs. Myers and his son, Philip, 
survive. 


A. D. BARKMAN 


Albert D. Barkman, 49, Somer- 
set, Pa., died recently after an 
extended illness. He had been a 
member of the hardware firm of 
Barkman Brothers for the past 
eleven years. 


J. J. VANDER MEER 


J. J. Vander Meer, 71, Grand 
Rapids, Mich., for more than 
thirty years operator of a hard- 
ware store in that city, died re- 
cently following an illness of sev- 
eral months. 

He is survived by Mrs. Vander 
Meer and his son, who now con- 
ducts the hardware business. 





F. N. BRADFORD 


F. N. Bradford, 66, Glasgow, 
Ky., who retired from the hard- 
ware business two years ago, died 
recently following a heart attack. 
He was active in civic affairs. 





HERBERT I. WEBER 


Herbert I. Weber, 48, South 
Bend, Ind., salesman for the Van 
Camp Hardware & Iron Co., In- 
dianapolis, Ind., wholesale hard- 
ware distributors died recently in 
Gary, Ind., following an automo- 
bile accident. 
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ilip, What kind of hose?” your customers will ask. 


And if you can say ‘Goodyear Hose,” the sale is more than half made. 





ner- 


hs For Goodyear Lawn and Garden Hose is known everywhere as the 
cher world’s first-quality hose. 

It is nationally advertised as such. 
- And in the complete line of Goodyear Hose there is the ‘right quality 
- hose for every use and pocketbook. 
5 The finest hose made, for example, is Goodyear Emerald Cord: double- 
der : 


on- double cord; tough, flat-ribbed, abrasion-resisting cover; selicisetieniasiiiaiia 
light weight, kinkless, strong, and by far the handsomest hose Grae See 


ever built. 


ow, 





“A Other Goodyear quality brands are Wingfoot, Glide, Path- 
- finder and Supertwist. All Goodyear Hose is made with cotton 
Made by the Makers of 
cord carcass. Look for the seal! Sell the hose that people buy! @OODYEAR Tints 
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Texas Convention Had 
ttendance In Years 


argest A 


EXAS dealers met for their 36th 

annual convention in Dallas, 

Texas, on Jan. 23, 24 and 25. 
The largest registration in years was in 
attendance—from four to five hundred 
dealers attending the convention ses- 
sions. Jobbers and manufacturers 
knew that Texas is a bright spot in the 
business map of the country, and as a 
result, the largest exhibit in years was 
on hand—three times the exhibition 
space had to be enlarged, with the final 
result that there wasn’t any more, and 
several exhibitors were turned away. 

Walter Henna, the president of the 
association, was the first speaker on 
the program. He said in part: 

“We have been confining our stocks 
of goods to what we call hardware 
lines, but if we are going to survive 
as merchants, we will have to start 
merchandising and put goods in our 
stores for which there is a demand, and 
goods that we know will sell. We are 
losing sight of many good profitable 
sellng lines by giving too much atten- 
tion to the 5- and 10-cent store compe- 
tition, and I don’t think we should try 
to meet that competition by filling our 
stocks with a lot of junk. I think we 
should hold up the reputation of hard- 
ware stores by carrying quality mer- 
chandise, properly displayed. and 
properly priced. 

“T think we should take the hard- 
ware catalogs and study them care- 
fully, and gradually add to our stocks 
the new merchandise offered us, and 
always bear in mind that the hardware 
wholesaler is having the same trouble 
you are having, and he is constantly 
looking for new goods to replace those 
that have become obsolete; so don’t 
pass up those new lines he offers you 
until you have investigated them. 

“If you call your store a hardware 
store, you should carry the items of 
merchandise for which people go only 
to hardware stores to purchase, and if 
you don’t carry them, you are inviting 
competition. But don’t misunderstand 
me to mean that you should carry snow 
shovels and ice skates simply because 
they are hardware items. Those manu- 
facturers who are marketing their 
products exclusively through hardware 
channels should be given good repre- 
sentation, and where it is possible to 
do so, their full line should be carried. 

“One of the big major lines that is 
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P. L. SHERROD 


New President 


being neglected by many hardware 
stores is paint, one of the most profit- 
able lines you can find when properly 
worked. If you are carrying paint 
and not making money out of it, there 
is something wrong either with you or 
your line. If you are carrying two or 
three brands of house paint, there is 
something wrong with you. I could 
talk to you for hours on paint, because 
selling paint is a hobby with me. If 
you are not in the paint business, my 
advice to you is to get into it; but first 
select the line you want and then go 
to some dealer who is making a suc- 
cess of selling that particular line and 
get him to tell you how he does it. 
Don’t put in or continue to sell any 
line that you are not Absolutely sold 
on yourself. 

“There is one class of trade that 
many hardware stores are overlooking, 
and that is the trade of the young boys 
about 6 to 15 years of age. I find 
that boys between these ages are the 
closest buyers we have, and when they 
plan to buy anything, they hunt for the 
best prices and buy where they can 
get it the cheapest. The main thing 
for us to bear in mind is that these 
boys will be men in a few years, and if 
we want them to be our customers, we 
should try to gain their confidence. 
The mail order houses are certainly 
catering to the young bovs for their 
trade because they want their confi- 
dence, and it will pay us to do likewise. 

“Don’t you find it hard to meet mail 
order competition’ on bicycles, steel 
traps, and numerous other items that 
young boys buy? The boys down our 





WALTER HENNA 


Retiring President 





DAN SCOATES 


Secretary-Treasurer 


way are shipping animal furs to one 
of the big mail order houses because 
(so the boys tell me) they get more 
money for the furs. and they say they 
know they will get a square deal, and 
I don’t doubt that they do. If we want 
these boys, who will be men in a few 
years. to get the habit of trading in 
hardware stores. we had better get 
busy. 

“Boys do a lot of talking about prices 
of the things they buy, and if you want 
to make a test to see what happens 
when you give them a real bargain on 
something. [ll tell you what you do: 
when kite flying season opens, just tell 
a few boys that you are going to sell 
good kite string at 5 cents a ball, and 
be sure that it is good. even if you 
have to pay 6 or 7 cents for it; but 
don’t tell them you are losing money 
on it. You will get some good adver- 
tising, and they will come back to buy 
some fish hooks, and when they do, you 
want to be careful not to short count 
them.” 

The hardware code and its applica- 
tion was the theme of E. W. Peterson's 
talk. Mr. Peterson, of Florence, -Wis.. 
is president of the National Retail 
Hardware Association, and came to the 
convention equipped to handle any and 
all code questions. The dealers asked 
plenty of them, as they were very much 
interested in how the code applied to 
their own business. 

E. B. Gallagher. editor of Clover 
Business Service and treasurer Clover 
Mfg. Co., Norwalk, Conn., made two 
talks. The first one he devoted to the 

(Continued on page 76) 
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“Between the World and 
the Weather since 1854” 


BARRETT ASPHALT SHINGLES 
BARRETT ROLL ROOFINGS 
(Mineral-Surfaced and 
Smooth-Surfaced) 
IMITATION BRICK SIDING AND 
SIDING SHINGLES 
SHINGLECOAT 
SHINGLE STAIN OIL 
SHEATHINGS AND BUILDING 
PAPERS 


EVERJET PAINT 
LIQUID ELASTIGUM 
PLASTIC ELASTIGUM 

CARBOSOTA (Wood Preservative) 
CREONOID FLY SPRAY 
BARRETT CATTLE SPRAY 

Phone, wire or write for information 

on these or any other Barrett Protec- 
tion Products. 
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ASPHALT SHINGLES 
and ROLL ROOFINGS 


National recovery now under way demands sound values— 
products of known and dependable quality and worth. Shoddy 
materials and makeshift workmanship have been proved expensive. 
@ Experienced buyers and sellers of roofs, reroofing and roof 
repair materials know that Barrett Asphalt Shingles and Roll Roof- 
ings represent the utmost in sound value and economical service. 
@ They are available in a variety of colors, weights, shapes and 
sizes to suit every home-owner and fit every purse. 

@ Recommend and sell Barrett Asphalt Shingles and Roll Roofings 
... Barrett —‘“‘the greatest name in roofing.” 


@ Carry a complete line. Recover right, the Barrett way. 


THE BARRETT COMPANY, 40 RECTOR STREET, NEW YORK, N. Y. 


In Canada: The Barrett Company, Limited, 5551 St. Hubert Street, Montreal, P. Q. 
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Kentucky Dealers Heard 
ecovery Measures Praised 


HE 34th annual convention and 

exhibit of the Kentucky Hard- 

ware and Implement Association, 
held at the Seelbach Hotel, Louisville, 
Ky., Jan. 23 to 25 inclusive, proved to 
be a most successful event. Attend- 
ance exceeded that of last year’s meet- 
ing, interest was keen at every business 
session, and all available exhibit space 
was in use. Approximately 300 mem- 
bers and guests were present. 

At the first business session Tuesday 
afternoon, President W. B. Fugate, Mid- 
dlesboro, Ky., pointed out that business 
conditions have started to reflect im- 
provement. He credited the recovery 
program with reviving hope and en- 
couraging business men to proceed with 
greater confidence. He cautioned mem- 
bers against expecting too quick a re- 
turn to flourishing times, saying that 
merchants should take consolation from 
the fact that actual progress is being 
made. He then described some of the 
steps that have been taken by his own 
firm to meet today’s retailing problems. 
Concluding, he reviewed the accom- 
plishments of the Kentucky and Na- 
tional organizations in code matters, 
and commended the association officers 
serving under him for their cooperation 
and efficient work. 

J. M. Stone,  secretary-treasurer, 
Louisville, Ky., briefly summarized the 
influence NIRA has had and will yet 
exert on the hardware trade. The im- 
portance of the immediate formation of 
local retail trade councils was stressed. 
and the manifold activities of the sec- 
retary’s office during the past year were 
covered in a detailed and informative 
manner. 

Rivers Peterson, editor, Hardware 
Retailer, Indianapolis, Ind., discussed 
the wholesale code, and various manu- 
facturers codes applying to hardware 
and kindred lines. He urged members 
to abide by, and lend whole-hearted 
support to the codes, “looking the facts 
squarely in the face.” He stated that 
most codes submitted for the approval 
of the administration were in reality 
catalogues of the sins of the industries 
concerned, listing every known “chisel- 
ing” method. 

Mr. Peterson was critical of the open 
price agreement provisions and certain 
other clauses, as included in some ap- 
proved codes. In commenting on the 
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open price agreement provisions, he 
said “While the administration blandly 
says that this is not price fixing, it cer- 
tainly results in manufacturers selling 
at the same prices.” He declared that 
it is entirely possible that some manu- 
facturers in submitting the codes for 
their industries, became so blind and 
so greedy that they may later lose the 
privilege of open price agreements. 

Concerning the wholesale code, Mr. 
Peterson said its differential clause 
would be worth millions of dollars to 
retailers, and that the code’s “protec- 
tion to retailer” clause was inserted at 
his behest, and in his exact phraseology. 
In recommending that members sup- 
port the Government’s recovery pro- 
gram, he advocated that they patronize 
“Blue Eagle” firms for their own pro- 
tection. 

Frank Kohnstamm, sales promotion 
manager, Westinghouse Electric & Mfg. 
Co., Pittsburgh, Pa., emphasized the 
exceptionally large market still existing 
for electrical appliances, and appealed 
to members to make the most of their 
opportunity to increase their profits by 
merchandising appliances through the 
use of carefully planned, aggressive 
selling tactics. 

Dan C. Wester, assistant commercial 
manager, Kentueky Utilities Co., Lex- 
ington, Ky., briefly explained the new 
sales policy adopted by his company 
for cooperating with independent re- 
tailers in selling appliances. 

A lunch in the Seelbach Rathskeller 
opened Wednesday afternoon’s pro- 
gram and following lunch Mr. Peterson 
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discussed the retail code with particu- 
lar reference to its enforcement. He 
advised members against paying special 
code assessments until the advice of 
their association had been obtained. 
He explained that it is highly essential 
for merchants located in towns having 
a population of 2500 or more to organ- 
ize a local retail code authority without 
delay, stating that if this action was 
neglected the Government would doubt- 
less take steps to administer local code 
affairs with its own men. Such local 
trade councils, he said, are intended to 
iron out code difficulties by mutual 
agreement, and when this does not work 
an appeal can be made to the national 
retail code authority. If the national 
retail code authority finds that it cannot 
solve the problem, the matter is then 
referred to the Recovery Administration 
for final disposition. 

Lieut. Gov. A. B. Chandler, Frank- 
fort, Ky., spoke on “The Accomplish- 
ments and Purposes of Legislation.” 
Praising Virginia’s segregation law. 
which eliminates duplication of prop- 
erty taxes, he reiterated his stand 
against a States sales tax in any form, 
pointed out that no budget bill has been 
prepared and said: “This State can live 
within its income without levying new 
taxes. Abolition of useless offices and 
economy in spending the taxpayer’s 
money will do more to balance the bud- 
get than new tax bills.” 

R. R. Arnold, Falmouth, Ky., was 
elected president to succeed Mr. Fugate. 
who automatically became a member of 

(Continued on page 76) 


HARDWARE AGE 












































Placed a pretty big order, didn’t he? 


] Was that Jenkins, again, Fred¥ 
I'll say so. Third order from him in the last wo weeks 


Yes. He’s got the job up at the new church on State Street. 














Well, there’s where the credit’ belongs. We weren't getting anywhere 
until we began stocking Dutch Boy White-Lead. 
That's right, boss. The best painters use Dutch Boy and they buy all the 
things they need where they buy their white lead. 


We sure were asleep at the switch a long time. We ought to have gone 
after this painter business long ago. 
You said it. Never had any idea how big the volume ran till we put in 
a real painter’s line. 





DutcH Boy BRINGS THE VOLUME BUYERS 





DUTCH Bo 


AuL- puRPOSE 
SOFT PAST 


WHITE LE 





DUTCH BOY ALL-PURPOSE 
SOFT PASTE WHITE-LEAD 


Painters’ business is volume busi- 
ness. When they buy they buy 
in worth-while quantities. The mer- 
chant who gets their business is the 
one who carries what they want. 
One of the items they call for most 
frequently is Dutch Boy White-Lead. 
So, when you make Dutch Boy the 


Dutch Boy White-Lead also extends 
to the other members of the Dutch 
Boy line: Linseed Oil, Flatting Oil, 
Liquid Drier, Wall Primer, and 
aaatiaaiecal 


NATIONAL LEAD COMPANY 


A new-type soft paste which, in addi- 
tion to being quick-mixing, can be used 
for inside flat as well as outside gloss 
work. Contains pure white-lead, pure 
linseed oil and a little turpentine— 
nothing else. 12}, 25, 50 & 100 Ib. kegs. 


cornerstone of your painters line, 111 Broadway, New York; 116 Oak Street, Buffalo; 900 W. 
you've taken the most important step 3p" w°Supsrior Avenue. Cleveland, 722 Chestnut Street. 


; , ; 7 - . St. Louis; 2240 24th Street, San Francisco; National-Boston 
in the direction of v olume sales. Lead Co., 800 Albany Street, Boston; National Lead & Oil ¥Y 


lah ie Co. of Pa., 316 Fourth Avenue, Pittsburgh; John T. Lewis 
I he preference that exists for & Bros. Co., Widener Building, Philadelphia. 
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Idaho Dealers Expect 


ontinued 


ORE than 100 delegates at- 

tended the thirteenth annual 

convention of the Idaho Re- 
tail Hardware and Implement Dealer’s 
Association in Pocatello, Idaho, on Jan. 
23 and 24, and were unanimous in 
their belief that business will continue 
to show a gradual increase. With the 
theme, “Codes and Competition,” the 
sessions were largely devoted to ad- 
dresses and discussions of codes for 
the industry. 

One of the high lights of the con- 
vention was an address delivered on 
the first day by Irwin E. Douglas, Na- 
tional Retail Hardware Association. 
Indianapolis, Ind. Mr. Douglas gave 
an inspirational address on cost ac- 
counting and dealt at length with 
the retail hardware code provisions. 
The problem of the merchant today is 
to “figure out what the customer will 
want after he gets what he wants now,” 
Mr. Douglas said. 

Charles L. Wheeler, vice-president 
and assistant manager, Salt Lake Hard- 
ware Co., Salt Lake City, Utah, dis- 
cussed the wholesale hardware code. 

A. E. Thiel, Montpelier, Idaho, also 
discussed the retail hardware code. 
Later Mr. Thiel read an informative 
message from E. B. Gallaher, editor 
of the Clover Business Service, Nor- 
walk, Conn. Mr. Gallaher’s paper 
gave his views setting out the effective- 
ness of the National Recovery Program 
in relation to the hardware and imple- 
ment industry. 

Following routine reports of standing 
committees and the annual message of 
the president, R. E. White, of New 
Plymouth, the retail farm equipment 
code was analyzed by C. A. Harris, 
Rexburg, and A. J. Petersen, Salt Lake, 
branch manager of the International 
Harvester Company, discussed phases 
of the farm equipment industry code 
from both the manufacturers’ and the 
wholesalers’ viewpoint. 

President White, in commenting on 
the effects of the recovery program, said 
in part: “This change had to come 
people could not be made to go back 
to slavery. Wages were too low and 
hours too long. In the last five years 
from twelve to fourteen million people 
have been out of work. We find a new 
order of business today. We can still 
buy a great many articles of merchan- 
dise to sell at the same prices as _ be- 
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fore, and lots of merchandise at the 
lowest prices in the last 20 years. This 
is true in the line of appliances. And 
we find higher wages being paid in the 
fabrication and manufacturing of goods 
for fewer hours of labor. Child labor. 
which was a curse to the legitimate 
manufacturer, has been abolished.” 

In bringing his message to a close, 
President White expressed the opinion 
that a business revival is now under 
way and advised members to “take on 
new courage; take on a breath of life; 
advertise; fill up your vacant shelves; 
have the merchandise; look for new 
ideas in selling; look for new goods to 
compete with others, and last but not 
least, wear a new face. Don’t wear that 
face with depression written on it from 
the experience of the last five years, 
but instead wear a face portraying a 
new faith, a new hope, and a smile, and 
you will close the year 1934 with a 
profit and the satisfaction of winning.” 

William Reed, Ririe, Idaho, made an 
address on “Good and Bad Practices 
in the Implement Business.” 

R. H. Wells, president of the Poca- 
tello Rotary Club, was an outstanding 
speaker. Although he is not connected 
with the hardware or implement busi- 
ness, Mr. Wells brought an important 
message to the convention in his ad- 
dress, “The Retailer as a Community 
Builder.” The Rotary officer said he 
was in favor of giving the recovery 
program a fair chance and denied its 
failure because of a few “chiselers” in 
business. He predicted a change in 
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building a new consumer attitude. say- 
ing purchasers will patronize business- 
men who do something worthwhile for 
the community rather than the mer- 
chant with the lowest price. 

Claude Bistline. Pocatello, talked on 
“Merchandising Today.” Mr. Bistline 
stated that those merchants who have 
come through the depression to date 
can consider themselves successful 
businessmen, as_ inefficient concerns 
“were left behind long ago.” 

The convention instructed its legis- 
lative committee to investigate the 
question of State business codes and 
be prepared to suggest to the Idaho 
legislature meeting next January that 
the State adopt State codes as is being 
done in Utah. 

Coe M. Price. Wendell, was chosen 
president at the final business session. 
R. B. Wells, Hailey, was named vice- 
president and E. E. Lucas of Spokane, 
Wash., was reappointed — secretary- 
treasurer. 

Roy White, New Plymouth, retiring 
president, was elected to fill a vacancy 
on the board of directors. Other direc- 
tors are Frank Daley, Jerome, Sam 
Lund. Weiser, Carl Butler, Caldwell 
and C. A. Harris, Rexburg. 

The convention closed with a_ ban- 
quet and entertainment. A feature of 
the banquet was a toast to President 
Roosevelt. 

Boise. the Idaho capital city, was 
chosen as the site for the 1935 conven- 
tion, the dates to be decided upon later. 
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Judith Allen of Para- 
mount Production, Inc., 
with a Universal Mixer 
and Beater. 








New 1934 Model 
UNIVERSAL MIXER-BEATER 


Four Great Features 
Combined in One Unit 


MIXER—BEATER 
BLENDER—JUICER 


ALL FOR R 
18% 
us 
LIST 


WE DO OUR PART 


LANDERS, FRARY & CLARK, New Britain, Conn. 
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THERE IS A 
DIFFERENCE! 





THE MORSE LINE 
Includes 

High Speed and Carbon 

DRILLS, REAMERS 

CUTTERS 

TAPS and DIES 

SCREW PLATES 

ARBORS, CHUCKS 

COUNTERBORES 

MANDRELS 

TAPER PINS 

SOCKETS, SLEEVES 
















OOL USERS know it. HARD- 
WARE DEALERS know it. 


Metal cutting tools may look 
much alike at the start, but once | 
they are put to work their real | 
quality shows itself in length of | 
life and lasting cutting ability. 





Experience demonstrates to your 
customer the extra value in Morse 
Tools—and experience will dem- 
onstrate to you the extra profits 
in standardizing cn tke whole 
Morse Line. There is a difference! 


TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS., U.S. A. 
CHICAGO STORE: 


570 WEST 
RANDOLPH STREET 


NEW YORK STORE: 


92 LAFAYETTE STREET 
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Texas Convention Report 


(Continued from page 70) 


present economic situation, going into 
what was taking place. He discussed 
the gold standard and the on-and-off- 
again phase of it. Everybody will re- 
member Ickes’ father’s interpretation of 
it as given by Mr. Gallagher if nothing 
else. He called for constructive and 
fair criticism of the present situation. 
He counseled his hearers to sell for 
cash, or, at least, on as short terms as 
possible—60 or 90 days. 

In his second talk, Mr. Gallagher 
handled the questions of his audience, 
a job which he does so well. Prices, 
he thought, should be lower rather than 
higher. Fast-moving items such as 
chains sell should have a better price 
than slow-moving items, which should 
carry a higher mark-up. He stressed 
the importance of store traffic and its 
use. The jobber is absolutely neces- 


| sary to the retailer, he said. Get closer 


to your jobber—it is necessary in these 
days. The jobber will help you solve 
your chain store problem. 

Oscar J. Koepke, Corpus Christi, 
Texas, secretary of the Texas Hard- 
ware Jobbers Association, discussed 


| the new wholesalers’ code and its appli- 


cation. He thanked his hearers for 
helping the jobbers put the differential 
clause into their code. The retailers’ 
protective clause also came in for dis- 
cussion. 

The annual meeting of the Texas 
Hardware Mutual Fire Insurance Com- 
pany resulted in the election of the 
following officers: J. D. Martin, Bryan, 
president; Edwin Flato, Corpus Christi, 
vice-president; Bland Smith, Bonham, 
secretary, and Hugo Schoellkopf, Dal- 
las, treasurer. 

The directors chosen for the com- 
pany were: Edw. Flato, Corpus Christi; 


John Taber, Waco; J., D. Martin, 


Bryan; Carl Monk, Nacogdoches; Hugo 
Schoellkopf, Dallas; A. C. Toudouze, 
San Antonio; Dan Scoates, College 
Station; Bland Smith, Bonham, and 
T. C. Thompson, Canyon. 

A special executive session of the 
association was held, at which only 
members of the association were in 
attendance. The discussion revolved 
around unethical competition. 

The new association officers for the 
coming year are as follows: Paul Sher- 
rod, Lubbock, president; H. A. Turner, 
Madisonville, vice-president, ‘and Dan 
Scoates, College Station, secretary- 
treasurer. The following were named 
as directors: A. P. Sharp, Troup; M. 
S. Henry, Crowell; Clyde Tomlinson, 
Hillsboro; T. P. Tucker, Beeville; Lee 
Watson, Brownwood; W. C. Timber- 
lake, Texarkana; H. P. Horsley, Dal- 
las; H. W. Jones, Garland, and Eric 
Lundblad, Georgetown. Members of 
the advisory committee are: J. H. Ew- 
ing, San Antonio; A. C. Toudouse, San 
Antonio, and Walter Henna, Round 
Rock. 

The entertainment was up to the 
usual high standard of this convention. 
It was given to the members by the 
Dallas Hardware & Implement Club, 
and The Texas Hardware Jobbers As- 
sociation. Special entertainment was 
given for the ladies, consisting of 
luncheons, shopping tours. A dance 
and a banquet, with show and dance, 
was for everybody. 

Resolutions adopted opposed any new 
type of taxation, particularly a sales 
tax, and also protested the practice of 
any public utility company selling any 
merchandise which their franchise does 
not authorize. 

This convention goes down in his- 
tory as one of the association’s best. 





Kentucky Convention Report 


(Continued from page 72) 


the Board of Directors. Other officers 
chosen were: First vice-president, A. 


| B. Rumley, Midway, Ky.; second vice- 


president, Karl H. Young, Louisville, 
Ky.; new members to Board of Direc- 
tors, Charles Zimmer, Covington, Ky., 
and J. L. Lambert, Henderson, Ky. J. 
M. Stone, Louisville, Ky., was reelected 
secretary-treasurer. 

At the final business session Thurs- 
day afternoon N. R. H. A. Director 
Veach C. Redd, Cynthiana, Ky., spoke 
on “Studying Our Competition.” Mr. 
Redd said he had devoted several weeks 


| to studying mail order and chain store 


prices in several of the larger cities in 


the South and Middle West, and had 
formed the opinion that “We know less 
about our competition than ever be- 
fore.” He quoted prices from several 
chain store sources to show that while 
a few bargains were being offered, 
many fast turning, staple hardware 
items are being quoted at prices which 
will return a very satisfactory margin 
to hardware merchants, even when min- 
imum quantities are bought. Mr. Redd 
found consumers showing a revived in- 
terest in quality goods, and in this 
connection he pointed out that most 
dealers with whom he discussed the 
matter reported selling more high- 
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ADRIAN, STAR and 
BEN HUR FIELD and 
POULTRY FENCE. 





will go down in the history of the farm 
supply business as the years that saw 
the American Farmer become “rust-con- 
scious” where his fence was concerned 

. that saw him change from galvanized 


fence to GALVANNEALED FENCE. 


.and, in spite of small sales in other 


‘commodities, those years saw many MID- 


STATES FENCE DEALERS make substan- 
tial profits selling 


MID-STATES concctcrne FENCE 


(ae STATES. 
TRADE (ae ER-PROO ealed MARK 


WHY DON'T YOU LET US SHOW YOU HOW THE 
COMPLETE LINE OF MID-STATES WIRE PROD- 
UCTS MAKES PROFITS FOR DEALERS? 

















MID-STATES STEEL & WIRE CoO. 
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16 in, 
Oscillator 


Signal offers you a 
complete line of 
high quality Induc- 
tion and Universal 
fans in sizes from 
6V>” to 16”, 
straight and oscil- 
latortypes. There's 
a good profit for 
you, too, with the 
Signal line, al- 
though these fans 
are priced to con- 
form with present 
buying. They are 
decidedly fans 
your customers will 
appreciate. 


Write for Signal's 
1934 presentation. 


SIGNAL ELECTRIC 
MFG. CO. 


Menominee, Michigan 


OFFICES IN PRINCIPAL CITIES 





grade cabinet heaters during the past 
season than ever before. In conclusion, 
Mr. Redd voiced the belief that a much 
brighter future is in prospect for in- 
dependent hardware merchants. 

The retail implement code, which 
became effective on Jan. 22, was then 
discussed by Stanley M. Sellers, Leb- 
anon, Ohio, a member of the committee 
which drafted the national retail imple- 
ment code. He explained how it was 
formulated, and stressed its most im- 


| portant provisions. Following a sug- 


gestion made by Mr. Sellers, the asso- 
ciation elected R. E. Mattingly, Leb- 


| anon, Ky., as its permanent implement 


code authority, representative as pro- 
vided for by the implement code. 

Before adjournment reports were re- 
ceived from the association’s standing 
committees. J. R. Sower, Frankfort. 
Ky., reporting for the Legislative Com- 
mittee, pointed out that the “luxury” 
tax being considered by the State Leg- 
islature appeared to be a sales tax un- 
der another label. He cautioned mem- 
bers against relaxing their efforts while 
any measure of this kind was being 
given serious consideration, and said 
that only a vigorous fight on the part 
of the association had kept the sales 
tax from passage last year. 





T.V.A. Does Not 


Intend Selling 


Nor Making Electrical Appliances 


But Could Do So Under Broad Provisions of Incorporation Papers— 
These Provisions Considered a Club to Hold Down Prices on Appli- 
ances—Tupelo, Miss., Gets First T.V.A. Current. 
by L. W. MOFFETT 


Washington Representative of 
HarpWareE AGE 


T has been officially stated at the 

Washington, D. C., offices of the 

Tennessee Valley Authority that 
the Authority has no intention of man- 
ufacturing electrical appliances for 
home owners. 

This statement was prompted by pub- 
lished reports indicating that the Au- 
thority was going into the business of 
producing these appliances in competi- 
tion with private industry. It was also 
implied that these Government-pro- 
duced appliances would be sold direct 
to consumers in Tennessee Valley dis- 
trict in competition with retail hard- 
ware merchants and other dealers 
handling such appliances. 

These reports were based upon the 
terms of the articles of incorporation 
of the Electric Home and Farm Au- 
thority subsidiary of the TVA, filed on 
Jan. 17 at Wilmington, Del. One para- 
graph in the articles of incorporation 
gave entire justification for the possi- 
bility of Government-produced  elec- 
trical appliances. 

This paragraph reads as follows: 

“To manufacture, buy, sell, deal in, 
and to engage in, conduct and carry on 
the business of manufacturing, buying, 
selling and dealing in electrical ap- 
pliances and equipment and in goods, 


| wares and merchandise of every class 


and description necessary and useful 


| for the operation of the corporation.” 


It will be readily seen that the pro- 
vision is sufficiently inclusive to cover 


| the manufacture and sale by the EHFA 


of everything from beeswax and rosin 


| to heavy turbines. 


No doubt, it was so intended. It is 
looked upon as being a club to hold 
down prices of electrical appliances 
whose sale to residents in the TVA dis- 
trict is to be made by retail outlets 
through EHFA financing for buyers. 
But it was stated at TVA headquarters 
that it is not proposed actually that 
the EHFA shall produce and sell the 
electrical appliances. It was pointed 
out that it is the common practices for 
articles of incorporation by private in- 
stitutions to carry broad provisions 
which give them rights they have no in- 
tention of exercising. Rather, they are 
often incorporated in the articles in 
order to get potential rights that. 
should occasion demand, may be used. 

However, Director David E. Lilien- 
thal of the TVA and also of the EHFA 
has pointed out that it is proposed to 
sell electrical appliances through hard- 
ware and other private retail outlets. 
To this end, he has negotiated with 
manufacturers of such appliances for 
the production of cheap but good arti- 
cles. The power given in the articles 
of incorporation for Government pro- 
duction and sale apparently is designed 
to hold the prices of these products at 
low levels. So long as that is done, it 
has been stated, there need be no 
apprehension on the part of private 
makers and dealers that the Govern- 
ment will compete with them. The in- 
terests had become exercised over the 
situation not only because of the power 
given the EHFA, but by reason of the 
trend of policy in some Government 
establishments toward competing with 
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private industry. An instance is the 
threat of Public Works Administrator 
Harold L. Ickes to start up a Govern- 
ment plant for the production of ce- 
ment, whose prices from private pro- 
ducers he has attacked as being too 
high. 

The disturbing paragraph in the 
EHFA articles of incorporation, it has 
been indicated, has also been partially 
due to attacks in the Senate to price- 
fixing under NRA codes and the alleged 
domination through them of large in- 
dustrial units over small enterprises. 

Meanwhile, TVA electricity for light- 
ing homes and turning the wheels of 
industry has been shot through the 
wires. The switch was turned at 12:01 
a.m., Feb. 7. The electricity was de- 
livered over lines acquired by the TVA 
from the Mississippi Power Co. and 
fed to the homes and industries of 
Tupelo, Miss. And when the switch 
was thrown turning electric energy 
from the Government-owned plant at 
Muscle Shoals into the distribution 
lines of Tupelo, the program of the 
TVA of setting up a yardstick was 
formally launched. It was stated that 
Tupelo, the first municipality to con- 
tract with TVA for electricity, will 
effect a saving of approximately 60 per 
cent on the wholesale cost of power. 
The contract also provides for resale 
rates to householders, commercial light- 
ing users and farmers. The rates, as 
they apply to householders, it is 
claimed by TVA, show a saving of ap- 
proximately 50 per cent. 

The turning on of the Government 
juice at Tupelo makes that town and 


its surroundings the logical point to 
begin the sale of electrical appliances 
through hardware stores. This is one 
purpose of the EHFA as set forth in 
its articles of incorporation. Fostered 
to increase the use of electrical power 
through the reduction of its cost to the 
consumer, the articles also provide that 
the purpose is to increase the use and 
reduce the price of electrical equip- 
ment and appliances. Moreover, it is 
pointed out, it is intended to aid in the 
distribution of electrical appliances and 
equipment by financing their purchase 
through the lending of money, extend- 
ing of credit and guaranteeing of obli- 
gations of individuals, firms, corpora- 
tions and others, upon the security of 
mortgages or other liens upon or 
claims against electrical appliances 
and equipment, and in general to carry 
on in connection with such financing a 
chattel mortgage business. The EHFA 
is capitalized at $1,000,000, which is 
estimated to represent a credit of at 
least $10,000,000, for the purchase of 
electrical appliances. Additionally, it 
is proposed that financing on a much 
broader scale for this purpose be done 
through the banks. 

The fact that the articles of incor- 
poration make it clear that the EHFA 
proposes this financing for the pur- 
chase of electrical appliances is ac- 
cepted as offsetting any apprehension 
that the Government will enter the 
business of producing and selling such 
appliances so long as they are obtain- 
able, as they are under agreement with 
manufacturers, at reasonable prices. 





How’s the Hardware Business 


(Continued from page 47) 


retailers is starting off about double 
the buying of early 1933. It seems cer- 
tain that the hardware store is taking 
over a liberal share of the country’s 
volume on plumbing supplies, for fac- 
tories in this line are reporting their 
volume not increased. 


* + 


Shipments of household washing 
machines during December by members 
of the manufacturers’ association 
amounted to 55,630 units, the largest 
total for that month in the history of 
the industry, according to J. R. Bohnen, 
secretary. Shipments were 121 per cent 
in excess of those for Dec., 1932, the 
ninth consecutive monthly improvement, 
in comparison with the corresponding 
month of the preceding year. 


* + 


Orders booked by furniture man- 
ufacturers in 1933 were 1914 per cent 
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larger than in 1932, and shipments ex- 
ceeded those of the previous year by 
131% per cent, according to Seidman & 
Seidman, accountants. It was the first 
year since 1928, says the firm, to show 
improvement over the previous year. 


* * 


The Ames, Baldwin & Wyoming 
Shovel Co. is still rushed with orders. 
To keep up production under NRA 
hour rulings, some departments have 
to go on three eight-hour shifts and 
other departments on four six-hour 
seven-day-a-week shifts. Enough orders 
are on hand to keep the plant running 
24 hours a day for several months. 
From 500 to 600 dozen shovels are made 
each day. 

*% * * 

Business indexes are showing up- 
turn. A moderate gain was recorded 
for the last week of January by the 
Dun & Bradstreet business activity 
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barometer,—whose composite rose from 
61.1 for the week preceding, to 61.8, 
following two periods of declines. At its 
present position, the percentage com- 
pares with 48.9 in the corresponding 
week of 1933, or an increase of 26.4 


per cent. 
* * * 


Wholesale commodity prices rose 
again slightly, during the week ended 
Jan. 27, the bureau of labor statistics 
index reaching 72.4 per cent of the 
1926 average, as compared with 72.3 for 
the previous week. This was the fifth 
consecutive week that the index had 
advanced. Prices are now at the high- 
est point for the two years the bureau 
has maintained the weekly index, and 
are approximately on the level of May, 
1931. 


* * * 


Retail operating losses decreased 
in 1933 for the first time in four years, 
according to a study of gross margin 
and payrolls last year in large and 
small department stores throughout the 
country, just completed by the National 
Retail Dry Goods Association. A lim- 
ited number of stores are reporting 
profits for 1933, and if the rate of im- 
proving trend continues, stores as a 
whole should be out of the red before 
the end of 1934. The change in the 
trend of. operating results from 6.4 per 
cent in 1932 to 3.9 per cent in 1933, is 
welcome news, even though a loss is still 


indicated. 


* * 


Completion of inventories during 
recent weeks revealed substantial in- 
creases in dollar investments in mer- 
chandise, but a much smaller gain in 
units. Estimates from well-informed 
retail quarters, placed the rise in the 
value of retail inventories at from 5 to 
27 per cent over a year ago. F. W. 
Woolworth Co.’s inventory at the close 
of last year showed an increase of 
more than 27 per ceht, described by 
company officials as a “matter of policy 
due to rising costs.” Chain and mail- 
order staple inventories are reported 
also much heavier than a year ago, a 
direct reversal of the policy followed 
from 1930 to the spring of 1933. Mer- 
chandise has now become king, whereas 
maintaining a liquid cash and surplus 
position was the great objective of all 
companies in the period of declining 


prices. 
* * # 


The business survey committee of 
the National Association of Purchasing 
Agents, which has been advising pur- 
chasing departments for the past two 
years to hold commitments to minimum 
needs, has announced in its January re- 
port that improved conditions and pros- 
pects for higher commodity prices now 
make larger inventories desirable. “The 


committee changes its recommendations 
covering buying,” the report states, 
“and advises that longer commitments 
be placed, to the extent of coverage in 
general not less than three months 
ahead.” 

* *% * 

The effect of lumber code regu- 
lations on boxing and crating lumber is 
becoming a matter of great anxiety tv 
shippers. For example, a large mid 
western company has been recently 
quoted a rise in crating lumber cost of 
about 34 per cent in a single jump. 


* * * 


Sharp improvement in chain 
store volume for January was shown by 
the latest sales reports from a number 
of leading companies. F. W. Wool- 
worth Co.’s January sales totaled $18.- 
137,341, an increase of 14.4 per cent 
over January, 1933. Their sales for De- 
cember had made an increase of 11.7 
per cent over December, 1932. W. T. 
Grant Co. reported January sales of 
$4,832,562, an increase of 13.1 per cent 
over 1933. Sales for the fiscal year just 
ended increased 7 per cent, and were 
reported to be the best in the company’s 
history. S. S. Kresge Co. reported Janu- 
ary sales of $8,824,820, or 14.5 per cent 
over a year ago, while the figures of 
Safeway Stores were 9.9 per cent above 
1933. 

* * * 

Evidence of better farm buying 
power is furnished in the last sales fig- 
ures of Sears, Roebuck & Co., covering 
the period from Jan. 2 to 29. Sales 
increased 30.2 per cent over the same 
1933 period, standing, at $20,386,475 for 
the four weeks. For Sears’ complete 
fiscal year—from Jan. 30, 1933, to Jan. 
29, 1934—-sales amounted to $289,289,- 
547, an improvement of 4.5 per cent 
over the 1932 period. 


* + 


January mail-order sales of Mont- 
gomery Ward & Co. ran 80 per cent 
ahead of last year, the largest year-to- 
year gain recorded in the company’s 
history. Retail store sales were 20.81 
per cent above January, 1933, and the 
combined volume was 45.9 per cent bet- 
ter. This, of course, is comparing with 
figures of a month of unusual depres- 
sion, but even in relation to a normal 
year, the figures were decidedly favor- 
able. Sales for January were $14,733,- 
847, and for the 12 months were $197,- 
553,940, the latter figure a gain of 10.9 
per cent over 1932. 


* %*+ * 


Concerning the important steel 
industry, Iron Age said last week that 
mounting orders from automobiles and 
the railroads have given steel demand 
a buoyancy that it has not possessed 
since last summer. Operations have 
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risen to about 371% per cent of capacity. 
Business is still unevenly distributed, 
but this is due to the current trend of 
orders toward light rolled products, and 
has nothing to do with press reports of 
the disgruntled attitude of certain mo- 
tor car builders toward the steel code. 
It now seems that the real reason the 
automobile industry has been spreading 
its steel orders among a larger number 
of mills, is that it wishes to guard 
against delays in delivery. 

The general upturn in steel demand, 
and especially the increasingly tense sit- 
uation in sheets and strips, have caused 
buyers to take renewed interest in the 
market. The federal trade commission 
on Feb. 5 was to formally open its in- 
vestigation into charges of price fixing 
in the steel industry under the NRA. 


*% *% * 


Automobile production has in- 
creased at a rate which assures a sub- 
stantially larger output in January than 
in the same month of 1933. Estimated 
output of 44,800 units for the Jan. 28 
week was about 6000 units above the 
corresponding week last year, and was 
only slightly less than in the same week 
of 1931. Employment at leading auto- 
mobile centers is increasing at a fine 
rate. Sales of cars during the major 
automobile shows were surprisingly 
ahead of other recent years. 


* #2 # 


Unemployment figures during 
January showed no general increase, ac- 
cording to union records cited by Wil- 
liam Green, president of the American 
Federation of Labor. Mr. Green also 
reported that unemployment in industry 
had not increased as rapidly in Decem- 
ber as it had during the first two win- 
ters of the depression. 


* * * 


Electric power production in the 
week ended on Jan. 27 declined by the 
usual seasonal amount, but the increase 
over the corresponding week of 1933 
was 9.6 per cent, or about the same as 
in the preceding week. Total output in 
January was between 9 and 10 per 
cent above the corresponding month of 
1933. 


*% * * 


Freight car-loadings for the Jan. 
27 week gained 1136 cars, to reach a 
total of 561,566, but the increase over 
the corresponding 1933 week was 18.2 
per cent, according to the American 
Railway Association. The largest in- 
creases were in miscellaneous freight 
and less than carload lots of merchan- 
dise. Total loading since Jan. 1 have 
reached 2,177,562 cars, as compared 
with 1,924,208 cars in the correspond- 
ing period in 1933, and 2,266,771 cars 
in the same 1932 weeks. 
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Business failures for the week | 50 Practical Uses for 


ended Feb. 1 numbered only 305, com- 
pared with 315 in the preceding week, 
333 two weeks ago, and 660 in the cor- 
responding week of 1933, according to 
Dun & Bradstreet, Inc. There was a 
fine decline in failures during the lat- 
ter half of 1933, not only from those 
the previous year, but from predepres- 
sion levels. Business bankruptcies for 
July to December, inclusive, the first 
six months of NRA, were 7584, or 47 
per cent below the 14,389 total for the 
last half of 1932, and 31 per cent un- 
der the 11,014 figure for the final six 
months of prosperous 1928. The de- 
cline was rather evenly distributed 
among large and small companies. 


& # © 


Bank clearings are running con- 
siderably higher than those of a year 
ago. The total for the Jan. 27 week at 
all leading cities in the United States 
was up 14.8 per cent, compared with the 
same week of last year. Bank-check 
transactions, reported to the Federal 
Reserve Board by leading cities for the 
week ended Jan. 31, were 16 per cent 
above the preceding week, and 16 per 
cent also, ahead of the total for the 
corresponding week of 1933. 


* * * 


Widespread construction improve- 
ment throughout the country, with con- 
tracts for the first half of January ex- 
ceeding those of the full month of Jan- 
uary, 1933, were reported by F. W. 
Dodge Corp. Final figures for the 
month are expected to show an increase 
of more than 100 per cent above Janu-: 
ary, 1933. Comparing the first half of; 
January, this year, with the same two’ 
weeks in 1933, Dodge reports residen- 
tial building 50 per cent ahead, non- 
residential building two and a _ half 
times as great, and utilities building 
three times as great. Public works 
have accounted for about 80 per cent 
of the total. 


Ba 


An increase in the farm price 
index for Jan. 15, of 2 points, or about 
6 per cent, was reported by the Bureau 
of Agricultural Economics, bringing it 
to 70 per cent of prewar. The increase 
was caused by a general advance in, 
market prices of grain, meat animals, 
work animals, chickens and wool. Prices 
of dairy products and eggs made sea- 
sonal declines. The index of prices 
farmers pay was unchanged during the 
month at 116 per cent of the prewar 
average, thus increasing the farmers’ 
advantage in exchange of products. The 
index of purchasing power of farm 
products advanced 1 point to 60 per | 
cent of the prewar average, compared : 
with 50 per cent a year ago. 
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@ Do you know there are at least 50 prac- 

tical uses for U. S. POULTRY FENCE? 
Each represents a definite sales outlet—a 
source of greater income and profit. 


@ You, as a dealer, can increase your sales 
and profits the year ‘round by knowing these 
many and varied uses and by recommend- 


ing U. S. POULTRY FENCE to your trade. 


@ Machinery guards, fish traps, hot bed covers, 
shipping crates, cement reinforcing, are but 
a few of the many salable uses for this 
versatile, modern netting outside the poul- 
try industry. 


@ Farms, homes, hatcheries, factories, stores, 
public parks, zoos, greenhouses, warehouses, 
schools, golf courses, ball parks, kennels, build- 
ing contracters, all are potential buyers of 
U.S. POULTRY FENCE for one purpose 


or another. 


@ Genuine U. S. POULTRY FENCE, be- 
cause of its superior straight-line construc- 
tion, its ease of handling and its outstanding 
economy, always has been first choice of 
experienced buyers everywhere for every 
purpose. Made in one or two inch mesh, 
galvanized before or after weaving; heights 
12 to 72 inches. 


Write for This FREE Folder... 
"50 Uses for U. S. POULTRY FENCE,” 


prepared especially to help you increase 
your sales, describes briefly the many 
uses for this modern netting. Copies 


will be mailed FREE without obligation. 
Indiana Steel & Wire Co. 


Muncie, Indiana 
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He'll buy a 
RAIN-SQUARE 


He can’t afford not to buy one. For 
this new, novel, revolutionary sprin- 
kler is a real money saver! Every home 
is a prospect—even those that bought 
new sprinklers last year. 


The RAIN - SQUARE sprinkles a 
SQUARE area—NOT a round area. No 
water is wasted in sprinkling the side- 
walk, passers-by, the driveway, the side 
of the house. There is no loss due to 
overlapping. In fact, the RAIN- 
SQUARE cuts the water bill in haif! 


Among many other features: the 
RAIN-SQUARE provides a soft, gentle 
spray of water—the nearest approach 
to real rain. It provides uniform cov- 
erage over a square area of any size 
from 3’ x 3’ to 40’ x 40’. There are no 
drenched arenas; no bare spots. It re- 
volves on the world-famous Hoover ball 
bearings; und operates efficiently even 
with the lowest water pressure! 


There are three popular priced 
RAIN-SQUARE models (83.75, 82.45, 
and $1.45, list)—one for every size 
lawn, every size pocketbook. Stock 
these 3% models and you'll do more 
sprinkler business than you’ve ever 
done before. Place your order early! 
Ask your jobber or inquire direct. 


HOOVER STEEL BALL CO. 
Ann Arbor, Michigan 
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The Home of Modest Budget Opens 
to More Paint Sales 


(Continued from page 50) 


campaign with furniture displays as 
described above, could be planned 
along such lines as the following: 


WHITE—the New Color! 


White is the outstanding 
smart and new note 
for home decoration 
Again, it is in favor 
for dining room, porch, kitchen 
and for odd pieces in period rooms. 





While the specific suggestions in 
this article have been confined to 
“Selling the Modernizing Idea,” any 
one of several subjects could be 
handled similarly. But whatever the 
subject, there are two basic ideas to 
bear in mind. 

First—the center of interest in dis- 
play and in advertising copy should 
be a story telling object, such as a 
chair or a house—not a paint can 
arrangement. Second—pick some ene 
idea for a given period and drum it 
in, stressing always the same subject 
simultaneously in window display, 
store display and in local advertising. 





MODERNIZE WITH COLOR 


The New Decoration Makes 
Modern Furniture Yours 
Shabby, old-fashioned furniture may 
be transformed with a new 
coat of color. 

Is your furniture in keeping with 
new decorative schemes? 
Which shall it be—Cream or grey’ 
Black or white? 


They suggest excellent ways to 
attract customers for paint to your 
store through window displays. 








* <a * 
That Oldest Piece of Furniture 
May Become 
That Newest of Modern Colors— 
WHITE! 


May we use our experience to help 
you with your individual problems? 
Is it 
DINING ROOM? 

LIVING ROOM? 
BEDROOM? 
or KITCHEN? 


We have the proper finish and the 
right color to bring your old : 
° ° Note: Illustrations on this page by cour- 
furniture to life. tesy of Binsen-Freeman Co. Lithograph- 
ers, Long Islan - 2 
May We Help You Plan They suggest excellent ways to attract 


* t 
Your Redecorating? png enn bn eee to your store through 
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Agriculture's Amazing Recovery 


(Continued from page 55) 


tural Credit Corporations were pure- 
ly an emergency arrangement for 
making what we call “barnyard” 
loans direct to farmers. The plan 
had many disadvantages. First, it 
was cumbersome and did not provide 
permanent loaning facilities which 
the farmers themselves could control. 
However, these Regional Agricul- 
tural Credit Corporations did a big 
job. The local corporation, known 
as the Seventh Regional Agricultural 
Credit Corporation, started work in 
September, 1932, and by the first of 
December, 1933, had loaned 46,000 
farmers a total of over $38,000,000. 

The new farm credit law provided 
for a system of short-time credits to 
farmers that parallels the Federal 
Land Bank system. The country is 
divided into 12 districts with a cen- 
tral Production Credit Bank in each 
district. The Seventh District Bank 
is located in St. Paul. Under the 
plan, ten or more farmers are allow- 
ed to form a local Production Credit 
Corporation. These local corpora- 
tions are set up in general to cover 
from one to four counties and with 
a minimum of $200,000 loaning 
capacity. 

No farmer can be a stockholder in 
the local Production Credit Corpora- 
tion unless he, himself, is a borrower. 
At the start, the District Bank in St. 
Paul loans each of these local Pro- 
duction Credit Corporations 80 per 
cent of their capital, for which the 
central bank receives preferred stock, 
the members of the local Production 
Credit Corporation owning all of the 
common stock. These loans can ex- 
tend for a three-year period. It is 
expected that the profits from inter- 
est on the money loaned will be suf- 
ficient in time to pay off the Gov- 
ernment’s preferred stock. 

In this way these local Production 
Credit Corporations become the 
property of the local farmers, with 
the Government willing at all times 
to loan them five times the amount 
of their capital, and their capital can 
be increased as the demand for loans 
increases. This is the intermediate 
credit which agriculture has been 
fighting for since 1920, and even be- 
fore when it became apparent that 
commercial banks were not in posi- 
tion to safely make loans of from 
two to three years to farmers for 
capital investments. ~ 
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The third step in this chain is the 
12 Intermediate Credit Banks set up 
alongside the Land Banks and the 
Production Credit Corporations. 
These Intermediate Credit Banks bear 
the same relation to the Production 
Credit Banks that the Federal Re- 
serve system bears to the individual 
commercial banks. The Intermediate 
Credit Banks simply handle the pa- 
per of the Production Credit Banks 
and make the loans which, at first, 
are provided for by Government 
funds advanced to the Production 
Credit Corporation. The Interme- 
diate Credit Banks then issue and sell 
to the public debentures based upon 
the security of these loans to farmers 
and in this way provide the perma- 
nent capital for the Production 
Credit Banks without calling on Gov- 
ernment funds. These Intermediate 
Credit bonds will unquestionably be 
very popular. 


The fourth credit institution set up 
by the Government is known as the 
Bank for Cooperatives, consisting of 12 
Regional Banks covering the same ter- 
ritory as the Federal Land Banks, and 
a Central Bank in Washington. There 
are 11,000 cooperative organizations in 
the United States that find it necessary 
to borrow money for operating expenses 
to a greater or less extent. Of this 11,- 
000, 3500, or practically one-third, are 
located in this seventh district. A na- 
tional cooperative, like Land O’Lakes, 
will borrow its money direct from the 
Central Bank for Cooperatives in Wash- 
ington. The lecal cooperatives, like the 
individual cooperative creameries of 
Minnesota, of which there are 500 or 
600, the livestock associations, etc., will 
borrow their money from the local 
Bank for Cooperatives located in St. 
Paul. 

-To show how necessary this set-up 
really is, the local Bank for Coopera- 
tives in St. Paul, which was _ started 
about the middle of November, has al- 
ready received requests for loans from 
250 cooperatives. To give you some 
idea of the speed with which these bank 
facilities are being worked out, it might 
be added that the Federal Farm Board, 
set up under the Hoover Administra- 
tion, one of whose functions was to loan 
money to cooperatives, made only 250 
loans in four years. 

Thus the administration has set up a 
complete method for handling the credit 
demands of agriculture and through 
these various banks has poured millions 
of dollars into the agricultural commu- 
nities and practically settled the financ- 
ing difficulty. One of the outstanding 
accomplishments of the Farm Credit 
Administration has been the almost com- 
plete stopping of foreclosures in the 








LEAGUE BALL 
and BOOKLET 
“HOW TO PITCH” 


A well-made, dependable 
cork-center ball, that will give 
excellent service. The cork 
center is wound in wool yarn 
and finishing twine. The 
genuine horse-hide cover is 
strongly stitched with red 
and green waxed thread. 
Each ball bears a fac-simile 
signature of C. F. “Red” 
Lucas and is individually 
boxed and sealed in an at- 
tractive carton, together with 
a bookJet on how to pitch. 


A “SURE FIRE” 
SELLER AND PROFIT 
MAKER! 


Send today for your copy of free 
illustrated catalog of complete 
Spring and Summer line of Sports 
Equipment; also folder of special 
baseball and playground ball sales 
promotional values. 


THE P. 
Goldsmith 
SONS CO. 


Manufacturers of Golf and 
Sporting Equipment 
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ARMSTRUNG BROS. 
Knife Blade Cutter Wheels 


Alloy Steel— 
Oil Tempered 
—Cadmium 

Plated 










A Balanced Stock 


—on a single display board, wheels for all 
types of pipe cutters. ARMSTRONG BROS. 
Knife Blade Cutter wheels cut faster, re- 
quire less muscle, for they have thin, pene- 
trating blades, are alloy steel, hardened, oil 
tempered and cadmium plated. They have a 
large following and far outsell the old type 
cutter wheels. 
Write for Circular 


Armstrong Bros. Tool Co. 
“The Tool Holder People” 
314 N. Francisco Avenue 
CHICAGO, U. S. A. 


SNELL 


Improved Ship, Public Utility, 
Expansion, and Solid Centre 
Bits. Send for catalogue, or 
see our advertisement, the 
Catalogue and Directory of 
ardware Age. 
SNELL MFG. CO. 
Fiskdale, Mass. 
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Seventh District. The so-called “emer- 
gency” cases are given special attention 
by the Land Bank. Up to the present 
time, 2391 emergency cases have been 
handled and in addition many more 
personal calls have been handled at the 
bank. In only three cases which have 
come to the attention of the Emergency 
Committee have foreclosures been held 
and in these three cases the purchasers 
have agreed to allow the borrower time 
in which to refinance his obligation. 

At the same time that this solves the 
financing of agriculture, it solves the 
problem of the local banks which were 
established under a policy which was 
satisfactory for some years before the 
war, but not suitable to present condi- 
tions, so far as the financing of capita! 
indebtedness of farmers is concerned. 
The breakdown of these country banks 
not only crippled agriculture by with- 
drawing its credit, but also by tying 


| up the savings of farmers which had 
| been deposited in these banks. The 
| freezing of these country banks was rap- 
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idly followed by a breakdown in city 
banking, with repercussions which are 
all too well known to everyone. We are 
particularly gratified to find that the 
Government has recognized that this 
trouble started back in the country and 
that it has taken steps not only to fur- 
nish the desired credit but, as we are 
about to explain, to release the deposits 
of farmers which have been tied up in 
the country - banks. 

The next step in the Government's 
great program was the formation of the 
Agricultural Adjustment Administra- 
tion, of which you all know, but the 
success of which is now, for the first 
time, becoming clearly apparent. You 
all know of the plan by which this ad- 
ministration is paying farmers cash in 
return for their promise to curtail their 
wheat acreage in 1934 at least 15 per 
cent, their corn acreage at least 20 per 
cent, and their hog production at least 
25 per cent. These three plans will 
throw $66,000,000 in cold cash into 
Minnesota, North and South Dakota in 


‘1934 alone. Plans are now being 
‘worked out to take care of the dairyman 


and the beef cattle raiser in the same 
way. 

But now comes a still bigger project 
out of the Agricultural Adjustment Ad- 
ministration, and that is paying cash for 
corn at the rate of 45 cents a bushel. 
Technically, these cash payments are 


. called loans, but actually all the farmer 


has to do is to put his corn into a crib, 
have it sealed and he can get 45 cents 
a bushel. This is net to him without 
interest unless the price should go much 
higher than 45 cents. In that case he 
may pay interest on’ the loan up to the 
first of next August and take the in- 
creased price for his corn instead of 45 
cents, but he gets 45 cents for his corn 
in any event, and that is more than 
three times the average price which he 
has received for his corn during the last 
three years. There is $150,000,000 go- 
ing out right now on these corn loans 
and another $50,000,000 is promised. 
Between now and March 1, 1934, the 
farmers of Minnesota and South Dakota 


will receive somewhere between $15.,- 
000,000 and $20,000,000 on corn loans. 
so that the total payments to farmers 
during the year 1934 in Minnesota and 
the Dakotas will amount to at least $81,- 
000,000. 

The corn loan plan is just getting 
under way in Minnesota and South Da- 
kota. Incidentally, it is good to know 
that the corn crop of Minnesota for 
1933 is up to the five-year average and 
that the 1933 crop ranks Minnesota as 
the fourth corn state in the Union. The 
first corn loan to be reported in Minne- 
sota was one of $2,088 to a farmer in 
Faribault County. 

Just to give you an idea of how fast 
this corn money goes out once it gets 
started; let us tell you that payments in 
Iowa ran as high as $900,000 a day. 
The administration apparently settled 
upon Iowa as the place to try out the 
plan and for that reason it got started 
there well in advance of other states. 
During the next few weeks we will hear 
big news of payments being made in 
Minnesota and South Dakota. This 
money is the answer to the Farm Holi- 
day Strike, among other things. 

The various governmental measures 
of which we have just told you are in- 
tended not only to give agriculture im- 
mediate buying power, but also to raise 
prices by curtailing production so that 
in 1935 the farmer will be able to sell 
his products at a profit. 


Government Help Caused 
Boom in South 


The experience of the South with the 
Government cotton plan shows what 
will happen up here in the Northwest 
when all this money gets out. Here are 
a few quotations from reports of what 
is happening in the South. 


“Money put into the hands of 
farmers is benefiting almost every 
group. Delinquent taxes are being 
paid. Banks are collecting on 
notes that they had written off long 
ago. Schools are reopening or are 
staying open for longer terms. 
Stores are doing an increased busi- 
ness. Money is flowing to the in- 
dustrial centers of the nation in the 
form of orders for clothing, house- 
hold furnishings and supplies, farm 
implements, automobiles, automo- 
bile parts, radio storage batteries, 
paint, lumber and many other 
things that farmers buy. * * * * 
Few farmers, if any, are hoarding 
their money. * * * * ‘This program 
has just about saved our lives,’ says 
a banker. ‘I have never seen any- 
thing like it in my life” * * * * 
Deposits in two banks at Altus, 
Oklahoma. have risen from $900.- 
000 to $1,500,000. * * * * County 
treasurer says that money is com- 
ing in faster on taxes than it can 
be counted. * * * * Proprietor of 
an electrical store says, ‘A year ago 
we were doing very little business 
with farmers, but now they are 
buying radios and radio batteries 
and rehabilitating their sets.’ 
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* * * Another merchant says. 
“We are doing one-third more busi- 
ness in dollar volume than a year 
ago. Penney store manager says 
business for 1933 is 22 per cent 
better than last year. * * * * Chey- 
rolet dealer says he sold 55 cars 
last year. but none to farmers. 
This year, during same period, he 
has sold 200 new cars, including 
40 to farmers. In addition he has 
sold 100 used cars to farmers this 
fall. * * * * Another automobile 
dealer says that farmers are paying 
for their cars outright; that he has 
collected debts charged off in 1929. 
* * * * Ford agency man says he 
has sold 25 per cent more cars this 
year than last, and twice as many 
used cars. Business during months 
of October and: November was 
four times as good as last year. 
* * * * General merchant says that 
business was 70 per cent better in 
October, 1933, than October, 1932. 
This store is selling large quanti- 
ties of roofing made in Ohio, and 
farm implements and articles need- 
ed for repairs.” 


But this is only part of the picture 
of the ready cash the farmer is to have. 
In Minnesota alone, over $75,000,000 is 
tied up in deposits in banks which are 
closed. This represents, to a large ex- 
tent, the savings of farmers over a 
period of years. Under the Reconstruc- 
tion Finance Corporation, this money 
is to be released. The corporation is 
not only lending money to straighten 
out the individual closed bank, but it is 
proposing to take a preferred stock in- 
terest in every bank in the United 
States, whether the bank needs .the 
money or not, with the idea that if these 
banks are filled with money they must 
loan it out and thereby produce the 
legitimate kind of inflation which we 
have always had in prosperous years. 


Bank Credit Loosening Up 


As an illustration, arrangements were 
made recently to put $22,900,000 into 
one of the group bank systems of this 
territory. The Reconstruction Finance 
Corporation is arranging a_ similar 
preferred stock interest in another of 
the group bank systems. This money 
is, of course, added credit for the big 
groups, but in seeping into the territory 
it will gradually relieve frozen deposits 
in other banks. 

Aside from all this the liquidating 
division of the Reconstruction Finance 
Corporation is loaning money to closed 
banks and taking out their frozen as- 
sets. There is a branch of the Recon- 
struction Finance Corporation in each 
Federal Reserve Bank. In this district 
alone the liquidation division of the 
RFC will distribute eight million to ten 


million doliars to closed banks. Finally, 


in evaluating the frozen bank deposit 
situation, take into consideration the 
fact that loans made by the Federal 
Land Bank, the Regional Agricultural 


Credit Corporation and the other Gov- 


ernment loaning agencies will do a great 
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deal to hasten bank liquidation and the 
release of frozen deposits. 

In a recent issue of The Business 
Week the statement was made that by 
January 1, 1934, the banking system of 
the country would be fundamentally 
stronger than it has ever been in our 
history. This statement takes into con- 
sideration the cleaning up of weak spots 
which has been in progress since the 
Bank Holiday of last March and the 
new system of guaranteeing and insur- 
ing bank deposits. 

For the nation as a. whole, Govern- 
ment funds have already been invested 
in more than 1500 banks by the pur- 
chase of preferred stock or capital 
notes, and $400,000,000 have already 
been used to strengthen the capital 
structure of banks. The chairman of 
the RFC has announced that no bank 
in which the Government is a partner 





will be allowed to fail under any cir- | 


cumstances. 


It is gratifying to know | 


that bank leaders and banking organi- | 


zations have been among the best co- | 


operators with the Government in all | 


of its manifold efforts to overcome the 
depression. 


$173,000,000 Being Poured 
Into Minnesota 


But above all this financing and 
ready cash, there is another and perhaps 
still larger effort under way known as 
the Public Works Administration. Pub- 
lic Works Administration was given 
$3,500,000,000 to put out to relieve un- 


employment and start the wheels of in- | 


dustry. Of this money, all but $150,- 
000,000 has aiready been allocated, and 
to show you how fast this money is 
going out to needy persons for work on 


roads, bridges, etc.. in place of charity. | 


we learned that the Federal Reserve 
Bank in Minneapolis has cleared as 
high as 20,000 payroll checks out of this 


section in a single day. The Min- | 


neapolis Tribune estimates that $173.- 


000,000 is being sent into Minnesota | 
alone. This includes allotment pay- | 


ments to farmers, Civil and Public 
Works payments, and support to the 
various agricultural credit agencies. 
lhe total will probably be much larger. 

From this picture we think you will 


see that agriculture has not only been | 


refinanced but put in position where 
commercial banks are ready and glad 
to loan money. In addition to this 
Government money that farmers are 
getting and money which had been tied 
up in closed banks, farmers are selling 
their corn for cash and getting advance 
money on wheat and corn land and hogs 
on the promise of decreased production; 


also, they are getting the benefit of | 


millions of dollars through the Public | 


Works and Civil Works Administration. | 
The national income of agriculture has 


increased from a billion and a half to | 
Unquestion- | 


two billion during 1933. 
ably 1934 will show much greater im- 
provement than this. 


For these reasons, we think that 19314 | 


is going to show a tremendous improve. | 


ment of business in the Northwest. 














EVEREDY 
Door Equipment 








tails at 85 cts. No. 2200 for Heavier Doors retails 
at $1.25. Each in individual dispiay box. 


SCREEN DOOR 
GRILLES: Have adjust- 
able sliding rods that 
make them fit practical- 
ly any screen door. Push 
Grilles retail from $1 
up; Kick Grilles from 
$2 up. 








SCREEN DOOR 
BRACES: Have a 
new clawed grip 
that keeps weight 
of door from pull- 
ing out screws. 
Brass turnbuckle 
in center. 16size 
retails for 15 cts; 
42” size for 25 cts, 


Sold by all good jobbers. Prices 
slightly higher in Far West and 
Canada. Write for circulars today. 
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THE PECK, STOW & WILCOX CO. 


SOUTHINGTON, CONNECTICUT 


OUR PLATFORM: 
In our 2nd CENTURY of 


experienced manufacturing; and 
our POLICY places your Jobber 


in position to have you own our 


tools at prices which enable you 


oes) of 


ASK YOUR JOBBER 
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C. J. WHIPPLE 


J. WHIPPLE, president of Hib- 

bard, Spencer, Bartlett & Co., 

e@ Chicago, was signally hon- 

ored by the Hardware Merchants’ and 
Manufacturers’ Association of Philadel- 
phia, at its 48th annual banquet held 
at the Bellevue-Stratford Hotel, in that 
city, Thursday evening, February 1. He 
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Award of Merit Goes 
to C.J. Whipple 


was selected by the Jury of Award as 
the outstanding individual connected 
with the hardware industry to be the 
recipient of its gold medal and Award 
of Merit for the year 1934. S. Horace 
Disston, substituting for Charles As- 
bury, confined to his home by illness, 
made the presentation. In a felicitous 
speech which briefed Mr. Whipple’s 
college achievements; his early days as 
a traveling salesman for Hibbards’, and 
his upward progress for 27 years to 
the presidency of his company, Mr. 
Disston stressed the many contributions 
for the good of the industry made by 
the guest of the evening. He mentioned 
the call from fellow citizens in Chicago 
to serve on the boards of various char- 
itable, business and financial organiza- 





tions in that city, and particularly em- 
phasized the leadership and sound 
judgment given by Mr. Whipple as 
president of the National Wholesale 
Hardware Association during the last 


two years. 

Mr. Whipple received a cordial re- 
ception from the audience as he arose 
to respond to the presentation and ex- 
press his appreciation. He modestly 
disclaimed all the virtues that had been 
attributed to him and added it would 
be no difficult task to provide a string 
of faults and deficiencies that would 
exceed the complimentary things said 
of him. In part, he said: 


“There have been changes in the 
hardware business during these 48 years, 
and in the 27 years that I have been 
engaged in it. I have been frank in 
expressing my criticism of practices 
that I have felt were detrimental to the 
best interests of the industry, practices 
which resulted in the diversion of hard- 
ware from independently owned retail 
stores. I have contended that many 
manufacturers have been shortsighted in 
their sales policies and have thought only 
in terms of the immediate present. I 
do not think I am entitled to such a great 
amount of credit for the stand I have 
taken. Other able men have said the 
same things many times. It is simply 
a matter of self-preservation—the first 
instinct of life. Again I want to thank 
you for the honor conferred upon me 
this evening, and to express the hope 
that you will not be disappointed in 
your choice.” 


Another pleasant feature of the eve- 
ning was the presentation to Joseph 





M. Hottel, president of the association 
for the past two years, of a silver water 
pitcher. George W. Eckhardt did the 
honors in this connection, referring 
gracefully and affectionately to the re- 
tiring president as “Uncle Joe.” Other 
speakers of the evening included The 
Hon. Joseph B. Shannon, Congressman- 
at-large, Missouri, who talked on “Gov- 
ernment Competition with Private En- 
terprise,” E. W. Chadwick and Rev. 
Andrew Mutch, D.D., of Philadelphia. 
Harry D. Moore of Charles M. 
Ghriskey’s Sons, Philadelphia, presided 
as toastmaster, having been elected 
president to succeed Mr. Hottell. 
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Here’sHow | 
to Increase Your | 
Lawnmower Sales | 






AMERICA’S 
FINE 
LAWNMOWER 





The Silent 
YARD-MAN 


Arouses New Interest in Lawnmowers 


OTHING stimulates interest — in- 

creases buying activity as much as a 
big improvement in an old line of products. 
Yard-Man is outstandingly new and a big 
improvement. 

Lawnmowers have clattered in the same 
way for a half century—you had nothing 
new to shout about—nothing new to en- 
thuse over. But this year you have the op- 
portunity of making greater profits on 
lawnmowers. Yard-Man will increase mow- 
er sales. 


No Gears... No Clatter 
YARD-MAN, America’s Fine Lawn- 


mower, has no gears—but is V-belt driven— 
noiselessly. All cutting elements are hard- 
ened by a special Yard-Man process— 
operation is easy—adjustment of reel to | 
cutter bar is simple and positive. | 

The Silent ‘Yard-Man”’ is your best bet 
for a bigger, more profitable lawnmower | 
business in 1934. 

Yard-Man pamphlet HG sent on request. 


"VY ard-Man”, Inc., Jackson, Mich. 


YARD-MAN 


AMERICA’S FINE LAWNMOWER 














| 
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A Resolution 


BY THE BOARD OF DIRECTORS 
OF LEE & SCHIFFER, Inc. 
Sole U. S. Distributors of Rolls Razors 


January 29, 1934 
— 


Whereas, the marked increase in demand for Rolls Razors 
during the past year, due to consistent advertising running in 
the three leading weeklies—The Saturday Evening Post, Collier’s 
and Liberty—combined with the many words of praise from 
satisfied users, has created a condition that can no longer be 
overlooked by us—namely— 


PREDATORY PRICE CUTTING, and— 


Whereas, heretofore we have been reasonably successful 
in our efforts to encourage, through suggestion, resale prices for 
Rolls Razors that would give our many friends among the whole- 
salers and retailers their reasonable and legitimate profits; and— 


Whereas, recently our representatives have reported a 
number of serious cases of Predatory Price Cutting bringing 
about a condition that makes it necessary for us to take a definite 
stand; now— 


Chereforr, we announce and go on record that, on and 
after January 29, 1934, we will use every legal means to protect 
both the wholesale and retail resale prices of all Rolls Razors 
and their accessories and acting under our legal rights as defined 
by the U. S. Supreme Court will refuse to sell any retailer or 
wholesaler who wilfully resells or assists in the reselling of Rolls 
Razors at lower than our suggested standard list prices. 


We believe that our many wholesale and retail friends will 
recognize the fact that we are taking this step on their behalf and 
we will welcome any assistance they may legally render us in 
carrying our efforts to a successful conclusion. 


We maintain the same discounts to all our trade and have 
fixed policies regarding these which we will not change for the 
largest or smallest customer, feeling that the basic rule of busi- 
ness is equal treatment for aH. We believe with the President 
in his May 7th radio address that “Predatory Price Cutting is a 
detriment to all business,” that it encourages unemployment, 
destroys individual and governmental revenues and will under- 
mine the business structure of the United States. We feel by 
frank expression of our position that wé can do our part to 
stop this evil and retardant to business progress and more 
effectively do our part in fostering reemployment and the busi- 
ness recovery of our industry and our nation. 


By the Board of Directors. 
LEE & SCHIFFER, Inc. 
Sole U.S. Distributors of 
Rolls Razors. 


Epwin H. Scuirrer, President. 


305 East 45th Street, New York City. 
A voluntary expression of your opinion of this Resolution 
will be appreciated. 


Advertisements will run practically all year in the weekly publi- 
cations mentioned, continuing to stimulate public demand for the 
honest dealer. 
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Minnesota Convention Protests 
Price Discrimination 


HE Minnesota Retail Hardware 

Association is the largest state 

body in the N.R.H.A. and has the 
strongest financial status in that group. 
These points were emphasized at the 
thirty-eighth annual convention and ex- 
hibit held in Minneapolis, Minn., Jan. 
23 to 26, by both President Samuel E. 
Hunt, Red Lake Falls, and Secretary- 
Manager C. J. Christopher, Minneapo- 
lis. Throughout the several business 
sessions protests were registered against 
price discrimination faced by the hard- 
ware trade in the sale of a great many 
standard hardware lines. Particular 
emphasis was placed on price advan- 
tages of mail order firms in the sale of 
products covered in the Steel Code. 
The lack of specific “stop-loss” pro- 
visions in the basic Retail Code was 
also stressed. These two problems 
dominated the accepted reports of both 
grievance and resolutions committees. 

At the opening session, Tuesday 
morning, President Hunt called for 
militant association action on these ad- 
vantages. He urged support for NRA, 
predicted a good 1934, reported that 
1933 was better than 1932, and he looks 
forward to shorter retail store hours. 
Mr. Hunt opposed the code exemption 
provided for stores with less than five 
employees in towns of 2,500 or less 
population and expressed regret that 
so many stores were trying to overcome 
shorter hours basis with unwarranted 
price advances. He was _ optimistic 
about the Government’s aid to farmers. 
and reviewed briefly the association’s 
work during the past year, with par- 
ticular reference to the passage of a 
law providing hardware dealers with 
an income on the sale of hunting and 
fishing licenses and the promotion of a 
state chain store tax. 

Secretary-Manager Christopher _ re- 
ported 1,049 members in good stand- 
ing; said 1934 dues payments were 
running about 25 per cent ahead of 
1933 records, and announced that the 
State body would discontinue its show- 
card services in favor of the N.R.H.A. 
showcards furnished by H. Elton Pease 
of Chicago, who spoke at the close of 
the session, giving an_ inspirational 
merchandising talk. 

Horace C. Klein, publisher, The 
Farmer, St. Paul, Minn., gave a very 
practical, informative talk on the Gov- 
ernment’s plan for aiding the farmer. 
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Ss. E, HUNT 
Retiring President 


Because of its general interest to all 
hardware men, this talk is published 
in full, beginning on page 54. in this 
issue. 

N.R.H.A. Managing Director Her- 
bert P. Sheets conducted an open forum 
discussion on the retail code, answer- 
ing questions given from the floor. 
The tenor of the questions asked Mr. 
Sheets indicated some impatience and 
dissatisfaction with the basic retail code 
and its scope. 

J. W. Patterson, assistant to the 
vice-president and general sales man- 
ager, American Steel & Wire Co., Chi- 
cago, talked on the steel code, which. 
he said, had been widely characterized 
as a “model code.” This speaker be- 
lieved this code could and would, in 
time, bring about greater equality of 
prices and terms in the distribution of 
wire products. In the discussion which 
followed, it was clear that Northwest 
dealers and wholesalers felt that mail 
order houses continue to have unfair 
price advantages on wire products 
despite the steel code. It was Mr. Pat- 
terson’s opinion that such competitors 
could not continue to have price ad- 
vantages claimed by members speaking 
from the floor. He also said that some 
of the lower-priced wire products fea- 
tured by mail order stores was of 
lighter gage and some was foreign- 
made. The speaker also reminded the 
convention of the price differentials 
clause on the basic wholesale code. 
which, he felt, would help clear up the 
situation. 

E. U. Berdahl, secretary, Wholesaler 
Division, Minneapolis Civic and Com- 
merce Association, optimistically pre- 


F, W. BRUSCKE 
New President Manager 





C. J. CHRISTOPHER 


dicted a better distribution picture due 
to the provisions of the wholesale code. 
From this code, he read extracts, ex- 
plained them, and invited questions. 
Chas. H. Bigelow, Jr.. Farwell, Ozmun, 
Kirk & Co., St. Paul, said his firm was 
100% behind the wholesale code. 
Later he gave an example of the whole- 
saler’s difficulty in helping retailers 
meet price competition, when manu- 
facturers furnish identical goods to 
chains and mail order stores under 
another brand at a much lower price. 

C. G. Gilbert, Oregon, IIl., a director 
of the N.R.H.A. and chairman of that 
body’s Price Discrimination Commit- 
tee, came to the platform with an arm- 
ful of mail order catalogs. From re- 
ports received from representative deal- 
ers in several adjoining states (as well 
as from Minnesota), this speaker com- 
pared mail order retail prices with 
prices quoted retail hardware dealers 
by wholesalers. He cited a great many 
examples which showed the hardware 
trade to be badly handicapped on many 
backbone hardware lines. A startling 
report in this connection was evidence 
that a substantial number of hardware 
dealers were using mail order stores — 
as wholesale sources of supply because 
these offered common hardware items. 
at retail, cheaper than the dealer could 
buy the goods from nearest whole- 
salers. He congratulated wholesalers 
who furnished low-priced shells last 
year. stating that 18,000,000 such 
loads were sold through hardware 
channels last year, making quite a dent 
in the normal mail and chain store 
sales of 80,000,000 per year. 


(Continued on page 90) 
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BALL BEARING CASTER 





VERY home in your city, or town can 
use ACME BALL BEARING CASTERS. 


Here is an item for everybody. And, many P 
sets in any home—beds, tables, chairs, dressers, 
vanities. The opportunity is almost unlimited. 
Quick sales. Liberal profits. 


ACMES roll. They roll easily and quietly in any 
direction. Save rugs, floors, carpets and cuss- f 












words. | 
Roll ‘em Yourself 


Just roll an ACME on the counter, or 
on the palm of your hand. The sale 
quickly follows. Stock acmes. Sell 
ACMES. 


THE ScHATz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 





Get Your 
Share of ACME 
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“Let's Make It a Date” 





YOUVE A DATE with the Master Gardener, 
Sunday afternoon, February 18, at 3:30 Eastern 
Standard Time when he returns to the air for his 
fourth season. Tune in your local Red Network 
outlet of the National Broadcasting Company. Hear 
for yourself how this friendly fellow builds prefer- 
ence for Vigoro, complete plant food, by giving 
home gardeners helpful information they can use. 

The depression has “set the stage” for the biggest 
gardening year of all times. Folk learned the joy 
of gardening when funds did not permit other 
recreation. Now with money to spend they are 
going to buy the garden things they’ve wanted but 
couldn‘t afford—Vigoro and better tools. 

Vigoro advertising in national gardening maga- 
zines is featuring the Vigoro dealer as gardening 
headquarters. To make the most of this advertis- 
ing and the Garden Hour put Vigoro in your 
window early and keep it well displayed in the 
store. 

Window posters, designed to build a large audi- 
ence for the delightfully enjoyable Garden Hour 
right in your community are available Free, on 
request. Send for one and keep it up throughout 
the spring season. 


The Garden Hour 


Sunday Afternoon, 3:30 E.S.T.*, Starting Feb. 18 


WEAF WRC CRCT 
WEEI WGY WOC-WHO 
WJAR WBEN WMAQ 
WTAG WCAE_ KSD 
WCSH WTAM WOW 
WFLWLIT WWJ WDAF 
WFBR WSAI 


*2:30 Central Standard Time 


Swift & Company 
Fertilizer Works 
Chicago, Illinois 
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Oklahoma Dealers Urge Government To 
Reestablish Two Experimental Stations 


FIGHT to ‘reestablish the two 

United States agricultural ex- 

perimental stations in western 
Oklahoma, cut off by Federal ruling 
this year, was opened at Oklahoma 
Hardware and Implement Association’s 
3lst annual convention, held in the 
Masonic Shrine Temple, Oklahoma 
City, Okla., Jan. 30-Feb. 1. Officials of 
the association sent copies of a resolu- 
tion, requesting Congress to appropri- 
ate funds for the stations, to President 
Roosevelt, Vice-President Garner, Sec- 
retary of Agriculture Wallace, and to 
the Oklahoma congressmen. The reso- 
lution pointed out that the stations at 
Lawton and Woodward are located in 
prolific wheat growing sections and are 
badly needed. 

N. H. Walton, Pawhuska, was elected 
president of the State association, suc- 
ceeding H. C. Gearhard, Blackwell. 
Chester Young, Fairview, was elected 
first vice-president; Floyd S. Lamb, 
Oklahoma City, second vice-president, 
and Charles F. Nelson, Oklahoma City, 
was reelected secretary and treasurer. 

C. P. Hall, Durant, and L. S. Duff, 
Lawton, were elected new members of 
the board of directors. The advisory 
board is now composed of B. M. Hip- 
pard, Watonga; E. O. Flood, Mountain 
View, and H. C. Gearhard, Blackwell. 

The convention was declared “the 
best since 1929.” Every inch of exhibit 
space in the spacious Shrine Temple 
was sold out and exhibitors reported 
“big business.” Every class of house- 
hold ware, hardware and electrical ap- 
pliance was exhibited. 

The business sessions dealt almost 
entirely with codes, competition and 
merchandising. 

Among the speakers was E. W. Peter- 
son, president, N.R.H.A., Florence, 
Wisconsin. He spoke on “Price Com- 
petition,” and explained the workings 
of the NRA code as it dealt with large 
and small-town merchants. 

T. W. McAllister, Atlanta, Ga.. 
editor, Southern Hardware, had the 
topic, “Today’s Merchandising Pro- 
gram,” and spoke at length on methods 
of modern selling. 

Optimism was apparent in every 
word uttered by J. S. Witmer, vice-pres- 
ident, Oliver Farm Equipment Co., 
Chicago, who pointed out that because 
farmers haven’t bought new equipment 
for the past two or three years, there 
is an enormous potential market lying 
“wide open” for salesmen. He de- 
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New President 
N. H. WALTON 


clared that business already has shown 
a remarkable increase. 

E. B. Gallaher, editor, Clover Busi- 
ness Service and treasurer Clover Mfg. 
Co., Norwalk, Conn., spoke on “The 
Businessman and His Government,” 
and following his speech, he was held 
on the floor for a full two hours an- 
swering questions from the 1000 dele- 
gates relative to the “New Deal” and 
what is coming from it. 

A “question box” hour was held, with 
discussions based on questions pre- 
pared before the meeting by delegates. 
The principal theme centered about the 
code, how it works and what results 
are to be expected. Only minor com- 


H. C. GEARHARD 


Retiring Pres. 





CHAS. F. NELSON 


Sec.-Treas. 


plaints were voiced, and all expressed 
the belief that even they will be ironed 
out in time. 

L. I. Fitchen, president, Oklahoma 
Manufacturers and Jobbers Associa- 
tion, made the address of welcome. 

Other speakers were Robert  T. 
Chandler, State Game and Fish War- 
den, and T. B. Hendrick, credit man- 
ager, Collins-Dietz-Morris Company. 
Oklahoma City. 

The convention closed with a “fun- 
festival” at the Chamber of Commerce, 
with the Oklahoma City Jobbers and 
Manufacturers Association acting as 
host. Harry Cook, Oklahoma City, was 
master of ceremonies. 





Minnesota Convention Report 


(Continued from page 88) 


Thursday morning, Ralph Carney, 
Coleman Lamp & Stove Co., Wichita, 
Kan., dramatically “sold” the auto- 
matic ironer story to the convention. 
Details of this talk have been pub- 
lished in connection with previous con- 
vention reports, as Mr. Carney has 
made a wide circuit of conventions, tell- 
ing the quality automatic ironer sales 
story in an inimitable manner. 

Henry Leitschuh, Sleepy Eye, told 
how he is making the most of the farm 
relief program and outlined his experi- 
ences incident to going on a strictly 
cash basis. V. C. Wedge, Sauk Cen- 
ter, read a letter from a lumber associ- 
ation telling of that field’s code pro- 
viding a cost-plus basis of 20% on 
lumber products. The letter urged 


hardware support, which the conven- 
tion approved. 

Friday morning, Geo. Herreid, Deer 
River, reported as chairman of the 
legislative committee, and Harry H. 
Peterson, State Attorney General, 
talked on the chain store tax in Minne- 
sota. Then came the resolutions pre- 
sented by Chairman Dan Billman, 
Minneapolis, and the grievances, pre- 
sented by Ed Juni, Jordan. Election 
of officers was the final feature. F. W. 
Bruscke, Good Thunder, became presi- 
dent, succeeding Mr. Hunt. Mr. Bill- 
man is the new vice-president, and 
Ebert Johnson, St. Cloud, is the new 
member of executive board, where he 
will serve with Mr. Herreid and with 
Frank E. Breher, Wadena, and J. A. 
Hurley, St. Paul. 


HARDWARE AGE 
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The Best 


TUBULAR RIVETS 
cosl solic... 





—that it ceases to be a worth while 
economy to gamble with their quality, to 
effect so small a saving. , 
Rivets made by TUBULAR RIVET & STUD 
COMPANY are true to gauge, thoroughly 
dependable, and 100% usable. 


} 


They possess the three factors so necessary 
to a perfect rivet—they drive easily, 
clinch smoothly and are not brittle. 

It is these features that make OUR Rivets 


safe and satisfactory in every respect. 


TUBULAR RIVET & STUD CO. 
BOSTON MASS. 














_ The largest factory in the world devoted to the manu- 


facture of Tubular and Clinch Rivets, 


1934 











let’s discuss 


POWER TOOLS 





geese you are missing a real opportunity to 
make attractive profits from the sale of power 
tools in your store. DRIVER salesmen, specialists 
in the power tool field, are thoroughly familiar 
with the possibilities and limitations of selling 
woodworking equipment. They welcome an op- 
portunity to discuss power tools with you, and to 
analyze the possibilities for their sale in your store. 
They will give you their frank opinion in accord 
with their findings. The interview may pave the 
way to a very profitable business for you. Fill in 
the blank below and allow us to send a represen- 
tative at once. 


DRIVER POWER TOOLS 


are fast-selling items 
There are more DRIVER Tools in home work- 


shops than all other makes of power tools com- 
bined — an important fact exemplifying their 
popularity. Intensive national advertising, win- 
dow posters, mats, etc., help stimulate constant 
_ demand for DRIVER Tools. Three distinct price 
ranges meet every pocketbook. Our demonstra- 
tion bus equipped with a complete DRIVER shop 
in actual operation can be scheduled to 
stop at your store to allow you to ex- 
amine carefully these tools and pic- 
ture the possibili- ties for their sale. 





--WALKER-TURNER CO., INC.-- 
524 Berckman St., Plainfield, N. J. 


I would like your representative to call and talk with me regarding the 
possibilities for the sale of power tools in my store, and will arrange with 
him to have the demonstration bus stop here on its next tour. Mean- 


while, please send me your DRIVER Tool catalog. I understand I am 


r 
| 

| 

| 

| 

| 

| 

| under no obligation for these services. 
Name___— 

| Position___ 

| 

| Store name____ 

| 

I 
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Indiana Dealers Protest 
State Gross Income Tax 


HE Indiana Retail Hardware As- 

sociation held its thirty-fifth an- 

nual convention at the Lincoln 
Hotel, Indianapolis, Ind., Jan. 30 to 
Feb. 2. The most important issue 
placed before the convention was the 
problem of the association’s stand on 
the Indiana gross income tax, which 
was passed by the 1933 Indiana legis- 
lature. A resolution adopted by the 
merchants asserted that they regarded 
the law as an unfair method of taxa- 
tion and were in*favor of its repeal at 
the next meeting of the State legis- 
lature. 

L. F. Shuttleworth, executive secre- 
tary, Associated Retailers of Indiana, 
declared that retailers in the State 
would devote their full strength toward 
repeal of the income tax law and the 
working out of a broad tax program 
which would lower and at the same 
time provide for an equitable distri- 
bution of the tax load. 

Mr. Shuttleworth warned members 
that the present 1 per cent income tax 
law is only an entree and that higher 
rates are being contemplated. He ex- 
pressed the opinion that much could 
be accomplished by coordination, con- 
solidation and elimination of public 
government facilities. 

“Along this line we have some very 
definite ideas, and at the proper time 
will have plenty to say about what 
should be done,” was Mr. Shuttleworth’s 
pledge of support to retail merchants in 
the movement to reduce the tax burden 
by simplification of government ma- 
chinery. 

He added that, since Indiana mer- 
chants are fully cognizant of the tax 
load that personal and real property 
is being called upon to bear, “we will 
be willing to work with other interests 
when they are willing to talk sense and 
sit down around a conference table and 
work out something definite toward tax 
relief, instead of just arbitrarily hand- 
ing us a $10,000,000 to $15,000,000 tax 
load.” 

Objections of the retail merchants to 
the gross income tax law come from 
the fact that it is a direct addition of 
many millions of dollars to the over- 
head expenses of retailers which they 
are unable to assume and still continue 
to operate their businesses, the speaker 
said. He pledged his organization “to 
work on any sort of a reasonable pro- 
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gram looking toward tax reduction and 
equalization of the tax load.” 
Clarence A. Jackson, director of the 
State gross income tax, discussed the 
collection and distribution of the tax 
money preceding Mr. Shuttleworth’s 
address. The tax problem rests with 
townships, counties and other units of 
local government, Mr. Jackson said. 
The State serves only as a collecting 
agency for most of the tax money, 





G. F. SHEELY 


Managing Director 


sending it back to local governments 
to be spent, he explained, and stated 
that retail merchants in the State are 
carrying the heavy burden of gross in- 
come tax collections, approximately 48 
per cent of collections thus far having 
come from retailers. , 

Through another resolution, the 
delegates announced their objection to 
the use of the State gasoline fund in 
Indiana for any purpose other than the 
construction and maintenance of roads, 
or the retirement of bonds now or here- 
after contracted for road construction 
purposes. 

In event the Indiana Garnishee Law 
is found unconstitutional by the State 
Supreme Court. the hardware men 
recommend that it be reenacted in con- 
stitutional form. 

Other speakers on Thursday’s pro- 
gram were J. F. Hornaday, Richmond, 
who reported for the association legis- 
lative committee, and Ralph Carney, 
sales manager, Coleman Lamp & Stove 
Co., Wichita, Kan., who gave an inter- 
esting sales demonstration in connec- 
tion with his talk. 

The featured speaker at the annual 








A. S. GRONEMEIER 
Reelected President 


banquet and party held in the hotel 
ballroom on Thursday evening was Dr. 
Robert Lee Stuart, president, Taylor 
University, Upland, Ind. Dancing fol- 
lowed the dinner. 

Rivers Peterson, Indianapolis, editor. 
Hardware Retailer, defended the re- 
tail code, asserting that it would raise 
the industry to a higher plane. 

At the annual president’s luncheon, 
which opened the convention, Presi- 
dent Gronemeier commended the mem- 
bers on their fight against the Indiana 
sales tax. He also declared that the 
Indiana association leads -all other 
State associations in membership. 

“There was never a time in the his- 
tory of our country which called for 
teamwork in every industry as it does 
now,” he asserted. “We must be alert 
to aid in accomplishing the most with 
a minimum of effort and expense.” 

C. G. Gilbert, Oregon, IIl., chairman 
of the N.R.H.A. price committee, re- 
ported for his committee on its study of 
competition and prices in the industry. 

Alfred S. Gronemeier, Mt. Vernon, 
was reelected president of the associa- 
tion and Ralph David, Logansport, was 
chosen vice-president. G. F. Sheely, 
Indianapolis, was reelected managing 
director. 

Members of the board of governors 
are: Frank P. Duncan, Gosport; Karl 
L. Fenger, New Albany; Robert Kelly, 
Winamac; William Emrich, Jr., In- 
dianapolis, and Isaiah O. Reinoehl, 
Kendallville. 

The exhibition under the name of the 
“Hardware Century of Progress” was 
staged in the Indiana Ballroom, where 
every available exhibit space was used 
for the displays of approximately sev- 
enty-five manufacturers and _ whole- 
salers. One of the unusual exhibits was 
a display of fish and game by the State 
Department of Conservation. Another 
interesting feature was a mechanical 
robot. 

Approximately 800 hardware dealers 
attended the convention. 


HARDWARE AGE 
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ILCO UNIVERSAL 
DOOR CLOSERS 

















Powerful eo 
Efficient... 
Profitable 


Ilco Universal Door Closers are simple 
in construction, made with the closest pre- 
cision and have the slightest wearing friction, 
assuring long life and trouble-free service. 
They generate their own power and the 
stored-up energy which they possess, is gen- 
erous to a marked degree. 

For instance, a strong helical coil type 
spring provides plenty of power for closing 
the door. The actual speed of closing is 
completely controlled by two adjustment 
valves, easily regulated by corresponding 
adjustment screws. These permit a variation 
in closing speed to a point within six inches 
of the jamb, and a second and independent 
speed to the point of secure latching. 


The Ilco Closer has other features and 
advantages, too. The inclusion of a full size 
mounting template facilitates application. 
The unit can be mounted on left or right 
hand doors, opening from the inside or out- 
side, without even reversing parts, and its 
construction assures efficient operation re- 
gardless of climate. 


You can be sure of satisfying both your 
customer and your cash register when you 
feature and sell Ilco Universal Door Closers 
or Ilco Locks and Keys. 


INDEPENDENT LOCK COMPANY 


Fitchburg, Massachusetts, U. S. A. 





THE SYMBOL OF 


ai SUPREME LOCK PROTECTION 














FEBRUARY 15, 1934 


e His name is Nielson, and 
he is one of the members of 
the R. B. & W. organization 
who follow through on your 
orders to see that you get 
what you ask for, and get it 
right away! 











‘THEIR JOB 
is to keep you 


happy! 


e His name is Elmore, and 
he supervises inspection of 
every lot of Empire bolts 
and nuts to see that threads 
are smooth, precise, and 
flawless. 





@ And happy is the head that knows no ache 
of delay, of error, of come-backs. 

So these men, and many others, spend their 
day just smoothing the way for you—from the 
moment you order a stock of Empire bolts and 
nuts to the moment you sell it, and forever after. 

You get what you order when you order it, 
and you get fit, strength and finish as well in 
every Empire bolt and nut that reaches you. 

Packaged and labeled for efficient stocking 
and prompt identification of styles and sizes. 





RUSSELL, BURDSALL & WARD 
BOLT & NUT CO. 


PORT CHESTER, N.Y. 
ROCK FALLS, ILL. CORAOPOLIS, PA. 


Sales Offices at Philadelphia, Detroit, Chicago, San Francisco, 
Los Angeles, Seattle, Portland, Ore. 
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South Dakota Dealers Hear Hardware 


and Implement Codes Discussed 


ORE than 200 members of the 

South Dakota Retail Hardware 

Association and the South Da- 
kota Implement Dealers Association at- 
tended the joint convention held in 
Sioux Falls, S. D., Jan. 30, 31 and Feb. 
1. W.E. Kuhn, Belvidere, was elected 
president of the hardware association; 
J. C. Mulvaney, Watertown, vice-presi- 
dent; C. J. Christopher, Minneapolis, 
Minn., is manager-treasurer, and Earl 
Erlandson, Mitchell, is Fieldman. 

M. E. W. Christiansen, Irene, retiring 
president of the hardware association, 
was elected president of the implement 
association. Theodore Harr, Freeman, 
was chosen vice-president; H. L. Tay- 
lor, Alexandria, treasurer; and John 
Barton, Vermillion, secretary. 

Resolutions adopted by the conven- 
tion included one protesting the steel 
code, it being charged that it is unfair, 
while another recommended a change 
in the South Dakota gross income tax 
law. 

One of the major resolutions adopted 
by the implement group related to the 
need for the continuance of the feed 
and seed loan plan in cenisal South 
Dakota. Secretary Barton was instructed 
to send telegrams to President Roose- 
velt, and South Dakota Congressmen, 
urging them to take immediate steps to 
bring about a continuance of this ac- 
tivity in the State. An endorsement of 
the Agricultural Adjustment Act was 
included in the resolutions and it was 
recommended that the national bank- 
ruptcy act be amended so “that debtors 
may not so easily avoid their just ob- 
ligations.” Complete support of the 
NRA program was also pledged. 

Herbert P. Sheets, Indianapolis, Ind., 
managing director, National Retail 
Hardware Association, spoke on two 
occasions, one time on the provisions of 
the general retail code, and the second 
time on “What is Happening to Retail 
Merchandise Prices.” On the latter sub- 
ject he declared that there seemed to 
be little justification for the advance in 
manufacturers prices beyond a propor- 
tionate increase in the*income of con- 
sumers. On the code he spoke freely 
on its provisions, outlining to members 
what they are privileged to do, and 
what they must not do under the code. 

C. H. Chase, Ames, Iowa, secretary, 
Iowa Implement Association, also spoke 
on the provisions of the implement 
code, and reported that in Iowa the re- 
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W. E. KUHN 
New President 


covery program had brought about a 
remarkable increase in the public’s pur- 
chasing power. 

W. R. Ronald, publisher, The Daily 
Republican, Mitchell, S. D., spoke on 
the AAA, declaring that it will prove 
to be a program of unprecedented pros- 
perity for the farmers of the Northwest. 
He paid high tribute to Roosevelt for 
his recovery program in general, but 
especially for his interest and activity 
in providing farm relief legislation. 

H. A. Tenneson, Minneapolis, Minn., 
lighting engineer, Northern States 
Power Co., gave a demonstration and 
talk on store lighting. 

Ben B. Lawshe, manager Sioux Falls 
Chamber of Commerge, and chairman 
of the State NRA board, gave a talk on 
his work in establishing the NRA in 
South Dakota, and also gave a general 
outline of code provisions. 

George H. Jurgens, Milbank, presi- 
dent, South Dakota Implement Dealers 
Assn., declared that hardware and im- 
plement dealers of South Dakota, as 
well as other northwestern states, may 
view the future with unusual optimism. 
He declared that during the recent 
years of the depression, farmers have 
purchased very little of their needs for 
the farms, and as a consequence have 
created a large potential market for 
merchants of all kinds. Mr. Jurgens 
also voiced the opinion that under the 
NRA many problems of retailing will 
be solved. 

Reports showing the two associations’ 
financial condition to be in good shape 
were given by secretary Barton of the 





Cc. J. CHRISTOPHER 


Manager-Treasurer 








M. E, W. CHRISTIANSEN 
Retiring President 


implement association and manager 
Christopher of the hardware group. 

Secretary Barton referred to the new 
advantages obtained under the exten- 
sion of conditional sales contract pro- 
visions, but regretted that more strin- 
gent legislation was not obtained with 
reference to the state check law. In 
this respect he said that an effort to 
obtain a protective measure against 
worthless checks appeared to have been 
assured by success in legislative circles 
until the movement was blocked by Sen- 
ator Otto Kaas of Britton. 

The secretary also described the steps 
that have been taken to obtain ethical 
practices in the sale of twine in South 
Dakota, and reported that a committee 
had waited on Warden Eugene Reiley at 
the State penitentiary, and that as a 
result, he said that Warden Reiley gave 
indications of cooperating fully toward 
this end. 

On the evening of January 31, the 
hardware and implement men and their 
ladies were present at a special enter- 
tainment program presented in Sioux 
Falls Coliseum. At frequent intervals 
during the convention the program was 
given over to open forums and discus- 
sions, and at these times the main sub- 
ject of discussion was the retail code. 

Sioux Falls was again chosen by the 
hardware association for its 1935 con- 
vention, but dates were not selected. 
The implement men will decide later in 
the year as to whether they will again 
meet jointly with the hardware group. 
The latter extended its invitation. 
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Profit By Selling the 
“UNION” Line 


More miles per gallon shout the automobile manu- 
facturers—more miles per “Set of Rolls” cry the 
makers of Roller Skates. In a severe test on 
cement roads “UNION” Roller Skates travelled 
115 miles before new rolls were needed. The 
bearings looked good for many miles more. 


During the 75 years “UNION” Roller Skates have 
been on the market they have proved their dura- 
bility and given unfailing satisfaction to millions 
of customers. 


The new 1934 patterns are creating favorable 


comment wherever shown. Profit by selling the 
“UNION?” line. 


Any < GUR CONDENSED Cataie 
oa TWAROWARE COFPANY iF nua] 
i} 
Supply You Reg. rma” S. Pat. Off. 
Established 1854 


TORRINGTON, CONN. 
New York Office 151 Chambers St. 




















No. 730 Loose Pin 
Hinge with Button 
Tip is full surface. 
Length of joint 

3 inches. 


Various Means of Application 
of No. 730 Hinge 


When Door 
is Thinner 
Than Jamb 


Screen and Storm Door Hardware 


No. 1730 
THE GRIFFIN WROUGHT STEEL 
PERFECTION SCREEN and STORM 
DOOR SET 














a design No. 
830 Handle and Es- 
cutcheon with posi- 
tive locking device. 
This latch is revers- 
ible. 








No. 3 





: , Half Surface 





y the 


GRIFFIN latch is 





When Door ( 
is Thicker SES 
Than Jamb . 3 Coil Wire Spring and Hooks 









i E Home owners readily ap- 
& preciate the advantages 


can be applied various ways to 


mitting quick and easy re- 
moval of the door. The 


positive locking device applied to the surface of 
the door, no mortising. The graceful design, 


in attractive finishes, offers pleasing appear- 
ance and lasting surface. 


Descriptive Folder Sent on Request 


FFIN 


nufacturing Company 


of GRIFFIN Wrought 
Steel Perfection Screen 
and Storm Door Sets No. 
730. The loose pin, but- 
ton tip, full surface hinge 


advantage of position per- 


reversible, “‘patented’’—a 














ERIE, PENNSYLVANIA 


Branch Offices and Warehouses: 
NEW YORK: 45 Warren St. BOSTON: 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 


113 Purchase St. 




















FEBRUARY 15, 1934 
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What's Ne 


for Retail 
Hardware Stores 


Millers Falls 
No. 18 M-S Swivel Vise 

Equipped with swivel base so it can 
be swung to any desired angle and locked 
by means of lever at right. Twin steel 





guide rod construction. Machined jaws, 
242-in. wide, opening 244 in. Jaws meet 
squarely. Clamps to bench up to 2-in. 
thick. Body casting finished in red, mov- 
able jaw in black enamel. Weight 44% lb. 
Millers Falls Co., Greenfield. Mass. 


G.E. Hotpoint 
Black Knight Toaster 

Catalog No. 119T37, modernistic style, 
with chrome and black satin finishes. Two 
slices toasted at a time. Black C.almold 
knobs raise and lower sides, permitting 
teast to turn itself. Toaster can be lifted 
by handles even while hot. Mica core 
heating unt toasts quickly and evenly. 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


Ps 5 cb tenes kee 




















Base, top and ends of black satin finish. 
Doors heavily chrome-plated. Scratch-proof 
fiber feet. Concealed terminals. Detach- 
able art silk approved cord, G. E. molded 
rubber plug. Approved by Underwriters. 
Volts, 115; watts, 470. List price, $3.50. 
Merchandise Department, General Electric 
Co., 1285 Boston Ave., Bridgeport, Conn. 


Broadside Poster Shows 
*“Moe’s Line” Poultry Supplies 


Broadside which is intended for use as 
a window poster has the caption at top. 
“Boost Poultry Profits with Moe’s Modern 
Chick Equipment.” Printed in red and 
black it illustrates: No. 240 “Broodrite” 
automatic oil brooder; No. 454 brooder 
chimney; No. 32 star fountain for glass 
mason jar; No. 520 chick feeder; No. 194 
feeder and fountain for glass mason jar: 
No. 144 round fountain galvanized pan: 
No. 521 chick feeder, etc. There are 12 
items illustrated, with suggested retail 
selling prices quoted. At the bottom of 
the poster, below a perforated line are 
quoted the net wholesale prices together 
with brief descriptions of the items illus- 
trated. Hoeft & Co., Inc., N. Chicago, III. 





New Model “*Kiddie-Kar” 


Produced to fill the gap between the 
low-priced and higher-priced models, is 
painted red with cream trim. No. 2, 
for youngsters one to two and a half years 
old, lists at $2.25, while No. 3, for chil- 
dren two years old to three and a half 
years old, lists at $2.75. Built with wood 
instead of metal chassis and are quite 
similar to the 100 line, except for the 
decorations. A national consumer adver- 
tising campaign in parents’ and children’s 
magazines will feature the line. The H. 
C. White Co., N. Bennington. Vt. 





Display For Reynolds Wire Co. 
“Red Edge Screen Cloth” 

Of attractive appearance comprises three 
pieces, the center section measuring ap- 





proximately 35 by 46 in. Lithographed 
in seven colors; red, blue, yellow, green. 
brown, pink and black. Message empha- 


sizes protection afforded by high-grade 
screen cloth. Other sales helps available 
for dealer include consumer pass-out fold- 
ers. New Red Edge “spiral-wrap, end-cap” 
package with end tape and spiral edging 





offers attractive method of displaying Red 
Edge screen cloth. Reynolds Wire Co 


Dixon, Il. 
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The Best Cleaner to Use | 
—and the Easiest to Sell! 


OR 35 years Climax has been the reliable, 

safe, economical Cleaner for papered or 
painted walls. An abnormally large amount of 
wall cleaning will have to be done this year. If 
you are well stocked with Climax, you will 
benefit from this business. And your customers 
will appreciate your supplying them with the 
Cleaner they have learned to look for—in the 
blue labelled can. 





Climax is priced right to sell profitably. It’s time to order 


Th 0. | 
e Climax nay ia. m6. 6 “a ae ee your jobber. Write for free counter 
LEVELAND,0.U.S.A 








The Climax Cleaner Mfg. Company 


CLEVELAND, OHIO 


Removes the dirt—never rubs it in! 
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GsB | por in Fumbles Fumbler 
i Exrropep Mert PADLOCKS 


To those requiring the utmost in 
7 security, strength and durability, 
7 1 offer the Corbin 
’ Extruded Metal 
Padlock. Made 
from a_ solid 
block of ex- 
truded brass, 
machined out to 
receive the fine 
Corbin Pin 
Tumbler mech- 
anism, assuring continuous 
smooth operation under ll 
kinds of weather conditions, 
protection and long life. 
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LOOK FOR THE ’ nr LABEL -- YOUR PROTECTION AGAINST SUBSTITUTION 


Bronze 
Screen Wire 


BRIGHT 
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f ith experienced bere, and the increasing number 
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The Gilbert es Mie. Co. CORBIN CABINET LOCK CO. 


Estabshed 1818- America's Oldest Woven Wire Fectory-Manulecturers The American Hardware Corporation, Successor 
WIRE CLOTH, NETTING and FENCING NEW BRITAIN, CONN., U. S. A. 
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Red Jacket Issues 
Water System Catalog 


Showing the 1934 line of shallow and 
deep well water systems. Containing 32 


pages of illustrations and descriptions, this _ 


catalog, No. W.S.87, contains the entire 
Red Jacket shallow well line as well as the 
Dorward-Red Jacket deep well units. Also 
contains many charts and tables as well as 
data on repair parts and accessories. List 
price information is included. Copies of the 
catalog and the 1934 dealer discount in- 
formation available from the Red Jacket 
Mfg. Co., Davenport, Iowa. 


“Slide On Line” 
Clothes Pin Holder 


Hooks on clothes line and slides freely. 
Large side opening has heavy wire frame 
around it keeping bag open at all times. 
When bag is hung by ring placed in cen- 
ter of bag hooks drop out of the way. 








No. 9 gage ail hard rust-proof galvanized 
wire. Frame and hooks removable for 
washing. Bag of good grade material. 
Three sizes, 75, 125 and 200 pin capacity; 
list prices, 20c., 30c. and 40c. Dealer dis- 
count, 40%. Printed slogans on bag at 
small additional cost. Home Necessities 
Co., Minneapolis, Minn. 


Westinghouse Lamp 
Merchandising Plans 


Including a special one for the hardware 
dealer, costing $2.50 complete, as described 
in a folder. The initial shipment, sent 
upon payment of the subscription to the 
service includes a series of lamp-shaped 
cutouts strung together on a stout cord, 
spelling out the words, “Mazda Lamps,” 
and showing the Westinghouse monogram 
as well as a self-service merchandiser 
for displaying more than 60 lamps. Mer- 
chandiser takes up only three square feet 
of floor space. Finished in black and gold 
with bright orange sign at the tof. Price 
tickets on both ends of each shelf. For 
February and March is a display piece with 
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a “before and after” story. Has brief copy 
and stands 36 in. high. Two counter bas- 
kets are included with the display. For 
April and May there are a counter mer- 
chandiser and four attractive small sized 
display cards. For September, a full color 
reproduction showing Laura La Plante, 
movie star. At the same time is sent a 
floodlight unit for the window. For Oc- 
tober there is a piece 36 x 24 in. featuring 
a cellophane covered cutout lamp on an 
attractive panel. It may be lighted from 
behind. For November there are four at- 
tractive display cards with brief messages. 
For December there is a small Christmas 
season window card and two counter bas- 
kets. A colorful booklet entitled “Full 
Speed Ahead for 1934” shows other mer- 
chandising aids and merchandising plans, 
as well as sales promotion materials. 
Westinghouse Lamp Co., Bloomfield, N. J. 


Universal Portable 
Washer No. 50 


With solid copper tub, nickel plated in- 
side. Has triple vane submerged type agi- 
tator of cast aluminum, non-corrosive, said 
to be tangle and tear proof. Toggle switch 
control in base frame. Tub has large 
conveniently placed handles for lifting 
and holds equivalent of approximately two 
sheets or 2 lb. of dry clothes. Valveless, 
non-corrosive brass drain with rubber 
drain hose, which is clamped to side of 
tub. Sealed unit transmission, quiet oper- 
ation, precision gears in bath of oil, V 
type belt drive. Oversized motor, air 
cooled by auxiliary fan, equipped with 10 
ft. of non-kinking water proof rubber cov- 





ered cord. Steel shell reinforced rust proof 
frame, mounted on three rubber cushioned 
legs. Overall dimensions 18 x 16 x 16 in. 
Weight, 38 lb. List, $29.95. Landers, Frary 
& Clark, New Britain, Conn. 


Western .22 Hornet “Super-X” 
Hollow Point Cartridge 


Employs same principles of progressive 
burning powder which have been applied 
to the “Super-X” shells and rim fire cart- 





ridges. The maker points .out that this is 
the first cartridge bearing the “Super-X” 
name to be added to the Western line of 
center fire cartridges, and that this cart- 
ridge is not to be confused with .22 rim 
fire cartridges. Of this cartridge the maker 
states, “Its accuracy is remarkable up to 
100 yards, showing an extreme spread of 
approximately 134 in. Its increased power 
and very flat trajectory (0.75 in. over 100 
yards) make it an ideal load for use on 
woodchucks, lynxes, bobcats, foxes, badg- 
ers, crows, hawks and turkeys. It is a 
particularly sporty cartridge for year round 
enjoyment of varmint and target shooting. 
The bullet expands perfectly after pene- 
tration of about 4 in. without going to 
pieces. The remaining slug retains about 
33 per cent of its original weight, min- 
imizing danger from ricochets.” Develops 
muzzle velocity of 2625 ft. per second and 
2385 ft. per second at 100 yards. Has 705 
foot pounds muzzle energy with 478 lb. at 
100 yards. Trajectory in inches midway of 
50 yards is 0.17; 100 yards, 0.75; 150 
yards, 1.9; 200 yards, 3.75, and 300 yards, 
10.55. The price will be the same as for 
the standard .22 Hornet Soft Point. Sup- 
plied in Super-X cartons. Western Cart- 
ridge Co., E. Alton, Ill. 


*“Kach-All” Strainers 


Made in one piece of heavy brass, heav- 
ily chrome plated, for the kitchen sink, 
laundry tray, bath tub, wash basin and 
other fixtures. Replaces old stopper or 
flat strainer in fixture. Collects crumbs 
and drainage in sinks. Housewife removes 
“Kach-All” for cleaning with finger, using 
finger lift on upper inside wall. Used in 





laundry tray, bath tub or wash basin it 
prevents lint, hair, etc., from entering and 
stopping drain. Flat rubber suction stop- 
per furnished for use with “Kach-All” 
when desired. There are three types for 
different kinds of sinks, washtrays, set tubs 
and bath tubs. Illustrated is the model for 
wash basins or bathroom sinks. List price, 
$2.40 per dozen. O. J. Seguin, 890 St. 
James Ave., Springfield, Mass. 
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SPRING HINGES 


THE 
“SIMPLEX” 


(No Hanging Strip Required ) 


Dealers will find it of 
interest to examine im- 
portant features in the 
construction and design of 
the “Simplex.” 

The Simplex Spring 
Hinge, designed for sim- 
plicity and economy in ap- 
plication requires no 
jamb strip and only one mortise cut. 

The construction of barrels and web from one con- 
tinuous piece of metal eliminates joints where the 
metal forming the barrels continues as the web and 
avoids exposing the spring to moisture which would 
cause rust and breakage. 





Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S.A. 






























REG. U.S. PAT. OFF. 
for every marking purpose 


STAONAL Marking Crayons are 
free from grit and always make a 
clear, indelible, waterproof mark. 

NO. 4 STAONAL is the one 
satisfactory answer to the problem 
of marking Cellophane and Glass. 
NO. 2 STAONAL is unexcelled for 
marking Parcel Post and Express 
Packages. NO. 29 STAONAL is a 
hard-pressed Lumber Crayon for 
marking on green, wet and dry 
lumber. All three are furnished in 
Black and Colors. 

Made by the Sole Makers of 
CRAYOLA, the world’s largest-sell- 
ing drawing crayon brand. 


BINNEY & SMITH CO. 


Room 1952 41 EAST 42nd STREET 
NEW YORK 














matched moulds @ 


MAKE PERFECT FITTINGS 











DEVLIN 


-In making Devlin quality ob hom = 
mould forms the outer dimension of the 
easting. The core, described last Th. Ry is 
the inner dimension. Between these the 
molten metal is poured. To guarantee 
accuracy, full size and full weight, we use 
onl the latest type moulding equipment 
and the most competent operators. More 
interesting information next month. Save 
these ads. They’re written to help you. 


THOMAS DEVLIN a Cco., INC. 
Burlington, N. 
Manufacturers of a Complete line of DEVLIN FITTINGS and FRETZ NIPPLES 





EXCLUSIVE FEATURES 
Found only in the 







Zenith Patent 
Overhead Agitator. 


Zenith Patent 
Clothes Separator. 


That 


actually 
make Sales for You! 


Zenith All Alumi- 
num Split Wringer. 


The Zenith has everything that any other washer has 
and many advantages not found in any other line. 
Ask about its 

EXCLUSIVE SALES FEATURES 


GOOD DEALER’S MARGIN ENTHUSIASTIC USERS 
LOW SERVICE COSTS 


ZENITH MACHINE COMPANY 
Makers of Quality Washers for Twenty Years 


General Offices - 257 So. Ist Ave. E., Duluth, Minn. 
New York - 20 Vesey St. . . Chicago - 1416 Merchandise Mart 
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Parker-Kalon No. 48 
Repair Plug Assortment 


For leaks in boiler, radiator, hot water 
pipe, or for holes in oil tanks. Installed 
by enlarging hole to suit diameter of plug 
and turned in with wench. Has square 
head, special composition washer,  self- 
tapping thread, and is heavily cadmium- 


PARKER-KALON » 4 
REPAIR PLLGS 4 


, Cheepes! Moons of Repairing Leats be 
tacravees PIPE ond FITTINGS 
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plated. Assortment comprises 48 plugs, 
Y% in., 5/16 in., *% in., 7/16 in. and % 
in., 24 plugs on each size of attractive 
display unit. Display takes up 10 in. by 
6 in. counter space. Each unit individually 
packed in corrugated container. Assort- 
ment costs $1.95 and has a total retail 
value of $4.30. Parker-Kalon Corp., 200 
Varick St., New York City. 


Two Winchester 
Flashlight Deals 


To introduce two  competitive-priced 
flashlights, include new “semaphore” dis- 
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play, illustrated. Lights are No. 9111, 


of non-focusing floodlight type and No. 9811, 


300-ft. focusing type. Both are two-cell 
lights. Nickel-plated brass cases with cor- 
rugated “non-slip” surface, fitted with oc- 
tagonal lens cap to prevent rolling. Focus- 
ing type has reflector constructed to pre- 
vent reflector from dropping out when lens 
cap and assembly are removed. High 
polish reflectors. Displays, measuring 81 
in. x 5% in. x 14 in., hold six flashlights. 
Both are brilliantly colored. Each deal 
comprises six lights and 36 Winchester 
Super Seal Batteries (No. 1511). Bat- 
teries packed in display cartons of 12. 
Fixed-focus floodlights and batteries are 
deal No. 1, the focusing lights and bat- 
teries being No. 2. Winchester Repeating 
Arms Co., New Haven, Conn. 


“Little Corporal” 
Bathroom Scale 


A full size scale having a suggested retail 
selling price of $4.95. All vital parts are of 
solid brass or cadmium plated. Finished 
in white, ivory, green, blue and _ biack 
enamel, baked on. Has finger tip adjust- 





ment, large easily read dial, low rubber 
covered platform. Shipped in individual 
cartons. Forgings & Stampings, Inc., Rock- 
ford, Ill. 


2 New G.E. Hotpoint 
Electric Appliances 


“Treasure Chest” Cooker, illustrated, 
grills, fries at table, operating from any 
electrical outlet and accommodates four 
large or six medium-size flapjacks at one 
time. One side will fry four eggs at once, 
while bacon or ham is fried on other side. 
Expanding hinge permits top grid to rise 
to allow toasting extra thick sandwiches. 
Modern chest design, chrome plate finish, 
pendant front handle, hexagonal side han- 
dles, scratch-proof fiber feet. Calrod units. 
die cast aluminum grids easily removed for 
cleaning. Six-foot art silk approved cord 
with G.E. molded rubber attachment plug 
and miniature appliance plug. Instruction 
book with 24 recipes included. Catalog 
No. 119G22, 115 volts, 660 watts, list $9.95. 
Salisbury waffle iron No. 119Y181 for waf- 
fles, cheese biscuits, corn bread, etc., has 
large tray base to which are attached at- 
tractive black handles. Rim to catch bat- 
ter overflow. Chrome-plate finish. Bakes 
7-in. waffles. Heat indicator on top, round 
terminals, coil - type heating elements, 





scratch-proof fiber feet, air-cooled base, ex- 
panding hinges, 6-ft. approved cord set. 
G.E. molded rubber attachment _ plug. 
Rated, 115 volts, 660 watts, list $6.50. 


Merchandise Department, General Electric 
Co.. 1285 Boston Ave., Bridgeport, Conn. 


Disston Merchandising 
Plans on Pruner Line 


Of nine numbers named as follows: 
Disston Professional, Disston Home Garden 
and Keystone Home Garden, the lines be- 
ing divided as to price and quality of mer- 
chandise. Pruners, which were described 
in the Nov. 23, 1933, issue of HARDWARE 
Ace, although varying in size, are all 
packed in the same size and style box the 
two better grade lines, being in two-tone 
green boxes with black and green label. 
Keystone, or lower priced line, packed in 
yellow box with yellow and black label 
of same color scheme as that employed on 
Keystone (Disston popular priced) line. 
Point of each set of shears rests in special 
bridge. The Disston “Pruning Guide” is 
packed with each pruner. It measures 2 x 8 
in. and is a comprehensive pruning instruc- 
tion book. Henry Disston & Sons, Inc., 
Philadelphia, Pa. 


Ground Glider 


Equipped with Musselman “Doenut” 
cord tires, designed to permit riding over 
almost any ground. Tires of pneumatic 
cord construction measure 10” x 234”. 
Wheels have adjustable ball bearings. 
Baked enameled bright red finish. Molded 
tubber foot mat. Individually packed. 
Weight 20 Ibs. List price $10.00. Dealer 
cost approximately $6.50. Alvin J. Mus- 
selman, Cuyahoga Falls, Ohio. 
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Use A Hacksaw 
See for Yourself! 









Double -Tread 
“Triple-Wear”’ 
Steel Wheels 


Lowest Mileage Cost 


Why substitute? Why rob yourself of a fair PROFIT? 
Expose the inside of any wheel and you will know why 
“CHICAGOS” give 3 times greater service to your cus- 
tomers. 1934 will be a profitable skate year with “CHICAGO” 


prestige. “CHICAGG” 


TRADE MARK REG.U.S. PAT OFF. 

The Wheels are the ‘‘Heart of a Skate.’’ 
We stake our reputation on this fact— 
that “Chicago’’ Double Tread ‘‘Triple 
Wear’”’ Steel Wheel and Successful Rubber 
Tire Wheel give more miles per dollar than 
any other skate wheel made. We welcome 
your business. 


CHICAGO ROLLER SKATE CO. 


Established over 28 years 
4456 W. Lake St., Chicago, III. 


The W orld’s Greatest Roller Skate 





No. 84 











MAILING LIST 
\ of 


WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling 
Through Hardware 
Channels Needs 
a Copy 





Indispensable for 


F {I Calling on Hardware Jobbers 
2 Your Credit Department 
{ B Direct Mail Work 


It Lists: 


PRICE 
Shelf Hardware Jobbers 
Heavy Hardware Jobbers 


Mill Supplies Jobbers $10. 


mi y Suppli 
“See Tinners’ Supplies A COPY 
Manufacturers’ Agents Remittance 
Hardware Chain Stores with Order 
Hardware Association Lists 


HARDWARE AGE VERIFIED LIST 
239 W. 39th STREET NEW YORK, N. Y. 
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POWERFUL 


(but SMALL) 


Re ; 





The Rixson No. 94 Casement Operator owes its popular- 
ity and general accepiance to compression—full power 
compressed into the smallest space. The strength both to 
operate and hold outswing casements with speed and firm- 
ness lies within a case that can be mounted on stools 


as narrow as 1!4.” See the Rixson Catalog in Sweet's. 


THE OSCAR C. RIXSON CO. 
4450 Carroll Ave., Chicago, IIl. 
New York Office: 2034 Webster Ave. 
Philadelphia Atlanta New Orleans San Francisco 
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HARDWARE SPECIALTIES 




















Variety and 
Department 
Store has been 
waiting for this 
peucil to mark 

Cellophane packages 


Customers 77eed 
this CELLOPHANE 
seer Pencil 


Osrack Oren Clswe COcreen 


Ne ame 
Address 
City State 


S39/2 Z Tor oS/ Pons 
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Olympic Knife Sharpener 


Operates from an ordinary electric flash- 
light battery and is said to give “profes- 
sional” results at the press of the button. 
Cutting edge of any size knife is moved 
slowly through the sharpener for a “fine, 
keen, perfect edge,” says the maker. Two 
special grinders do all the sharpening au- 
tomatically. An electric model will be 
on the market later on. List price, $2.80, 
without batteries. Olympic Industrial 
Corp., 230 Park Ave., New York City. 


Keystone Steel & Wire Co. 
Offers Talking Picture 


Entitled “Tom, Dick & Harry Co.” for 
Keystone dealers to exhibit, has educa- 
tional and entertaining features with mod- 
ern music, sound effects and dialogue. It 
was produced to show farmers the impor- 
tance of modern farming methods and to 
directly stimulate sales of farm fence and 
posts. With the aid of dialogue and pho- 
tography emphasis is placed on the im- 
portance of soil building, natural fertilizer, 
crop and stock rotation, even sized fields, 
stock-tight fence, correct fence erection, 
etc. Preceding the showing of the film 
and during intermissions a Keystone rep- 
resentative points out among other things, 
that, with the agricultural administration’s 
reduced acreage plan the better manage- 
ment of acres farmers do have in produc- 
tion will reduce production costs and 
increase soil fertility. The film “Tom, Dick 
& Harry” is preceded by a comedy of espe- 
cial interest to children and by a short film 
depicting operations in the Keystone plant 
in Peoria, Ill. Keystone Steel & Wire Co., 
Peoria, IIl. 


Hook Scraper No. 75 


A pistol grip handle model, listing at 
75c. Designed for heavier work than the 
No. 25; namely floors, boats, large furni- 
ture surfaces, etc. May also be used for 






> 
bj 
4 
ENLARGED VIEW 
Y f oF 
- RENEWABLE CUTTER 


scraping borders, closets, etc., when using 
sanding machines, and for box scraping, 
etc. Has renewable cutter No. 25. Hook 
Scraper Co., Inc., Queens Village, N. Y. 
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“True Temper” 1934 Close- 
Coupled Reelrod 


Comprising a one-piece rapier steel tip 
and handle with reel built in has been 
improved in design and operation on the 
1934 models. Reel has been slightly wid- 
ened, slightly reduced in diameter and pro- 
vided with a finger hook. In addition the 
current model has a removable face plate 
on handle side of reel. The maker states, 
“The anti-backlash control on the first 
model was so successful that no change 
in design was necessary, but the material 
used in the construction of the drum has 
been changed to eliminate any possibility 





of noise or squeaking.” The Reelrod pro- 
vides a complete rod and reel in a single 
outfit. Reelrod handle regularly furnished 
with “True Temper” rapier steel tip, with 
“True Temper” Professional tip or with 
the Oxford tip, which provides a utility 
all-purpose casting outfit in a price range 
designed to meet the needs of novice 
and “dyed-in-the-wool fisherman.” Amer- 
ican Fork & Hoe Co., Sporting Goods 
Div., Geneva, Ohio. 


Johnson 1934 Line of 
Electric Refrigerators 


Johnson Imperial Standard, two models: 
L4, white lacquer on auto body steel ex- 
terior and P4, white porcelain Seeger elec- 
trically fused on special porcelain iron. 
P4 has an electric light, other specifica- 
tions are identical. Seeger Multicell in- 
sulation, food storage space, 4.06 cu. ft. 
14 list, $114.50. Imperial De Luxe, elec- 
trically lighted. L5, white lacquer on auto 
body steel exterior, list, $139.50. P5, list, 
$164.50, white porcelain Seeger electrically 
fused on special porcelain iron. Net food 
capacity, 5.02 cu. ft. Johnson Imperial, 
enclosed in electrically lighted cabinets by 
Seeger, acid resisting porcelain lined. Net 
food capacity, 6.0 cu. ft. L6, list, $159.50. 
P6, list, $189.50 (white porcelain Seeger 
electrically fused on special porcelain iron). 
Model P8, two door, list, $249.50. Johnson 
two cylinder, direct drive, silent automatic 
units on all models. Nine-point cold con- 
trol, semi-concealed chromium plated 
hinges, porcelain lined, insulated door with 
heavy rubber gasket, heavily ribbed glass 
chill tray, 10 in. high legs, one-piece por- 
celain lined with rounded corners, Bakelite 








door trim and flat buffet tops. Attractive 
folder describes and illustrates the 1934 
line. Johnson Motor Co., Waukegan, IIl. 


*Steelband” Brushes 


Have washed bristles secured by a seam- 
less, stainless steel “Steelband” ferrule, 
fastened without nails. A plug binds bris- 
tles to handle and there is a ¥4-in. hard 
rubber setting. Made in flat wall and cup 





chisel styles as well as in other types. 
Illustrations show a cross section of one 
of the brushes and an exterior view of one 
of the brushes. Edward E. Robinson, 347 
W. Broadway, New York City. 


100% Hardware Stores 
Sales on Staples Line 


H. F. Staples & Co., Inc., Medford, Mass., 
has for the past 36 years manufactured 
a complete line of wax floor polishes 
which finds its distribution almost 
wholly through the hardware wholesaler 
and retailer. This line includes the three 
types most in demand, paste wax, liquid 
wax and “Mirror Kote,” the no rub, no 
polishing, quick drying floor polish. There 
is also a dance floor wax and a bowling 
alley wax. Staples wax floor polishes are 
made from high grade hard carnauba 
waxes, beeswax and turpentine. By the 
use of turpentine as a vehicle the company 
has produced a floor polish that is both a 
cleaner and polisher and which is designed 
to preserve the surface and produce a 
hard, highly protective surface. 
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Quality Home Workshop Equipment at LOWEST PRICES— 


Accurately built Lathes for wood and metal, Bench Saws and 
kindred Precision Equipment of splendid quality. Sold com- 
plete with everything a man who likes to make things can wish 
for. Practically any kind of Furniture or Metal Part can be 
made with this modern equipment. 





Nothing 
To Retail : 
Over $10.00 iso 'Se” sod ad’ ‘Stave. 


All accessories carried in stock—all Lathe parts interchangeable. Our line 
is a profit maker for dealers who cultivate this market. 

























































~ 
, Send for our New Catalog. 
3 Prompt Shipments from Stock. 
: Bench Saw Adjustable 
i= All Directions SPIEGEL BROS, Msr!seturrz, snd Wholesalore of Hardware & Tools 
ctive 
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. FISH d FROG 
an R 
eam 
rule, 
bris- F 
hard New im- 
aia proved points 
that pierce but 
de not tear the 
flesh. Also a new 
reen finish with 
PHOTO 1” MESH NO. 20 Wire|] S8reen fints : 
ee a aluminum finished points. 
Made of finest spring steel 
. e \. 
Mu tiple Continuous Twist by the with hand forged points. 
Wright power looms gives regular . 
hexagonal mesh, securely and perma- Your jobber will quote 
, prices and supply 
nently locked in place. 
you. 
Are you taking advantage of the new 
Wright merchandising plan? Complete 
pes. details on request. 
one 
one 
347 G. F. WRIGHT STEEL & WIRE CO. 
W ORCESTER, MASSACHUSETTS 
ARCADE MANUFACTURING CO. 
WIRE NETTING WIRE CLOTH CHAIN LINK FENCE FREEPORT, ILLINOIS 
WIRE LATH WIRE CLOTHESLINES 
ca ANNOUNCEMENT 2% SCHL fo 8 
# n N. R. A. Targets 
os For the past ten years we have been the With both manufacturing and distribution is 
ee exclusive manufacturers of all N. R. A. now in the same plant, speed and service - fo 
— OFFICIAL Rifle and Pistol Targets. Here- in the shipment of all targets will be ma- | f ™ 
juid after we will handle the distribution of terially improved. We pledge ourselves to (@) ) 
no these targets, also. make all shipments within 24 hours after ZY / 
1ere Every N. R. A. OFFICIAL Target is litho- receipt of your orders. “ oe 
ling graphed, thus assuring absolute accuracy of We are planning a vigorous advertising 
are all dimensions, uniform sized scoring rings, campaign urging shooters to buy _ these + 
uba jet black non-glare bullseyes. Even the targets from their local dealers. If you ee =. 
h paper is of special manufacture to insure are not already handling these OFFICIAL ae — 
om maximum toughness, yet with clean-breaking Targets, write immediately for free samples 
i. bullet holes for easy scoring. and complete price lists. ; 
a Over 25 different styles, from 
1255 25th St., N. W. “ Bag aeey Btn 
- National Target & Supply C0. Wistincton cs 5 20ers 
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When You See 
This Insignia— 


<<< OUR CONDENSED 
SEE Chg) DIRECTORY nuadQt 
When og HARDWARE AGe 


in a form letter, a circular or in 
an advertisement in this or any 
other paper, it is an invitation 
from the advertiser for you to 
refer to and use the information 
he has provided for you in the 


ANNUAL DIRECTORY NUMBER 


of HARDWARE AGE 
“The ‘Who Makes It?’ Issue’’ 


This is the only “Buyers’ Guide” 
in this field. It is in general use 
by buyers throughout the hard- 
ware trade. 


Use your copy regularly. It will 
put you in touch instantly with 
the whole world of hardware 
merchandise. 


Keep your 
“Directory Number’’ 
at hand for 
ready reference 
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Convention Calendar 
Week of Feb. 18, 1934 


SOUTHERN Catirornta Retail Hardware Association Conven- 
tion and Exhibit, Shrine Civic Auditorium, Los Angeles, Cal., 
Feb. 19 to 21 inclusive, 1934. J. V. Guilfoyle, secretary, 230 
Chamber of Commerce Bldg., Los Angeles, Cal. 

Outro Hardware Association Fortieth Annual Convention and 
Exhibit. Sessions: Deshler-Wallick Hotel. Exhibit: Mem- 
orial Hall, Columbus, Ohio, Feb. 20 to 23 inclusive, 1934. 
John B. Conklin, secretary, 175 S. High St., Columbus, Ohio. 

Missourt Retail Hardware Association Convention and Exhibit, 
Hotel Jefferson, St. Louis, Mo., Feb. 20 to 22 inclusive, 1934. 
F. X. Becherer, secretary, 5106 N. Broadway, St. Louis, Mo. 

VircintA Retail Hardware Association Annual Convention, 
John Marshall Hotel, Richmond, Va., Feb. 20 and 21, 1934. 
Thos. B. Howell, sec., 602 E. Broad St., Richmond, Va. 

Connecticut Hardware Association Annual Convention, 
Hotel Elton, Waterbury, Conn., Feb. 21 and 22, 1934. 
Charles F. Freeman, secretary, Branford, Conn. 

New Encianp Hardware Dealers Association 41st Conven- 
tion. Hotel Westminster, Boston, Mass., Feb. 21 and 22, 
1934. George A. Fiel, secretary, 140 Federal St., Boston, 
Mass. 


Week of Feb. 25, 1934 


| PENNSYLVANIA AND ATLANTIC SEABOARD Hardware Associa- 


tion Convention and Exhibit, Wm. Penn Hotel, Pittsburgh, 
Pa., Feb. 27 to March 2 inclusive, 1934. W. Glenn Pearce, 
managing director, Wesley Bldg., Philadelphia, Pa. 


Week of March 4, 1934 
Americar Oil Burner Association Eleventh National Oil Burner 
Show, Commercial Museum, Philadelphia, Pa.; March 5 to 9 
inclusive, 1934. Harry F. Tapp, executive secretary, 342 
Madison Ave., New York, N. Y. 


Week of April 8, 1934 
AMERICAN Toy Fair, Hotel McAlpin, New York, N. Y., April 
9 to 28 inclusive, 1934. James L. Fri, managing director, 
200 Fifth Ave., New York, N. Y. 


Week of April 22, 1934 


| 68th Semi-Annual Convention of the American Hardware 


| 


Manufacturers Association and the 44th Annual Convention 
of the Southern Jobbers Association will be jointly held at 
the Arlington Hotel, Hot Springs, Ark., April 23 to 26 
inclusive, 1934. Secretary Manufacturers Assn.: Charles 
F. Rockwell, 342 Madison Avenue, New York, N. Y. Secre- 
tary Southern Jobbers Assn.: T. W. McAllister, Grant 
Bldg., Atlanta, Ga. 


Week of June 3, 1934 


Mississipp1 Retail Hardware and Implement Association An- 


nual Convention and Exhibit, White House Hotel, Biloxi, 
Miss., June 4 to 6 inclusive, 1934. John F. Jennings, secre- 
tary, Box 846, Jackson, Miss. 


| Carotinas—The Hardware Association of the Carolinas An- 


nual Convention, Franklin Hotel, Spartanburg, S. C., June 
5 to 7 inclusive, 1934. Arthur R. Craig, secretary-treasurer, 
803 Commercial Bank Bldg., Charlotte, N. C. 


Week of June 17, 1934 
35th Annual Congress of the National Retail Hardware Asso- 
ciation, Hotel Fort Des Moines, Des Moines, Iowa, June 
18 to 21 inclusive, 1934. Managing director, H. P. Sheets, 
130 East Washington Bldg., Indianapolis, Ind. 


HARDWARE AGE 





en- 
al., 
230 


ind 
‘m- 
34. 
io. 
Dit, 


n- 
2, 


mn, 


er 


12 


— ns 














P 
R 
O 
4 
I 
T 
S 


IN HESS & HOPKINS 
HARNESS 


This is the year to sell harness . . . new sets for new teams 

- « and new sets for replacement of worn-out harness 
. . . because the horse is rapidly coming back. There’s 
also a big market for strap work and collars. Let us 
send you the name of your nearest jobber, and a catalog 
of the Hess & Hopkins line . . . for 60 years the leader. 
From raw hide to finished product under one roof. 


@ JOBBERS: If you are not handling the H & H line, made 
from Honest Leather, write today for catalog and details 
regarding packaged harness, strap, collars, etc. 

HESS & HOPKINS LEATHER COMPANY 
1104 Acorn St. Rockford, III. 








FULTON | 


QUALITY 
COTTON PICKER SACKS 


For Years the Standard— 
Yet Cost No More 
than Inferior Quality 


If your jobber cannot furnish | 
| Fulton Quality Cotton Picker 
Sacks, 


FULTON BAG & | 
COTTON MILLS | 
| New Orleans — Atlanta | 
| 


St. Louis —_ Dallas 
Established 1870 


















Uniform, standardized sizes—easy to 
order, easy to stock, easy to sell, and 
make money for you. Highest quality 
—they do not deteriorate on the shelf. 
Horse, mule and pony sizes. 


atin 










Also manufacturers of the fa- 
mous Northwestern and Crown 
Horse Nails, a standard of 
quality round the world— 

Write for Price Lists, and 
further information 


FOWLER & UNION HORSE NAIL CO. /. 


1030 MILITARY ROAD, BUFFALO, N.Y. 7 18 




















REAL sales representa- 
tives advertise in the 
"Sales Accounts Wanted" 
columns of the classi- 
fied advertising section 
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T DAVENPORT, 


Yes, A Complete Shallow Well 


W ater System ee As Low As (Price subject to 


raise without notice) 


Think of it—a sturdy Red Jacket Shallow Well Unit complete 
for as low as $45.75! This low price is possible due to our 
quantity production, plus the high quality and dependable 
service that made Red Jacket one df the leaders in 1933. 
Consider these points: delivers 250 actual gallons per hour— 
water lubricated 
bearings, no oil 
polluted water— 
powered by either 
electric motor or 
gasoline engine 
(slightly higher 
in cost) — pres- 
sure switch— 
built-in relief 
valve and heavy 
galvanized tank. 
Also two new 
Shallow Well 
Water Systems 
with capacities of 
350 and 500 gal- 
lons per hour. 
Write for new 
1934 catalog and 
liberal dealer dis- 
counts today. 


RED JACKET MFG.CO. 


Davenport, lowa 
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| Repairs Unsightly Chipped Porcelain 


Tilette Liquid Porcelain 
Glaze repairs unsightly 
chips in Porcelain and 
Enamel Sinks, Bath 
Tubs, Lavatories, Re- 
frigerators, Drain- 
boards, Washing Ma- 
chines, Table Tops, etc. 
Ready for use, water- 
proof, dries quickly with 
a permanent porcelain 
gloss. In 1 oz. jars, 
packed 12 to attractive 
counter display. Quick 
seller. Liberal profit. 
Ask your Jobber to sup- 
ply you. If he cannot, 
write to us, 25¢ seller 


TILETTE CEMENT CO., INC. 


401 Lafayette St., New York 


1115 Temple Street 
Los Angeles, Calif. 











R. Murphy’s Stay-Sharp Paper- 
hanger’s Knives 


Y mat ad 


i RB MURPH EE 
. AYER, mASS 
F 7? 3 Sizes Square Point 


Sloyd Knives S 

Cigar Knives i aioe ; 2 Sizes Round Point 
Pruning Knives 
Oil Cloth Knives 
Plaster Knives 


Shoe Knives 
Oyster Knives 
Skiving Knives 
Rubber Knives 
Clam Knives 
Mackerel Knives 









Perfectly balanced—well made—long lived knives. 
Preferred by Paperhangers for 84 years. Finest 
Kitehen Knives knife steel, hand-honed blades. Stay set non- 
Stencil Knives wobbling handles. You will find THIS, and the 
Manual Training knives listed at the left, quick sellers. 

Knives 


Roofing Knives Prices and Catalog on request. 
Shirt Knife 


Handies ROBERT MURPHY’S SONS CO. 


Extension Blades 
Ayer, Mass. 



























tionally advertised, Sold by 
jobbers everywhere. 
Now Made 
vih SWIVELS 

No tangling. Holds each 

as safe. Cadmium-plated, 
rust-resisting. Complete 
with 10 hooks—75c. Extra 


hooks with swivel attached, 
3 for 25c. 


Arrows 
Indicate 


Order from Swivels 


Your Jobber 


MILLSITE STEEL & WIRE WORKS 
HOWELL, MICHIGAN 


| Always a Big Seller! 
*““Keep-Em-Alive” 
Chain Fish Stringer 
| On the market 17 years. Na- 








KNOWN QUALITY $itistied ‘Customers 
SHARK BRAND CHISELS 







TRADE MARK 


Beware are made in 
) Sweden from 
imitations finest Charcoal Steel. 


Sturdy and well made. 
Discriminating workmen ap- 

preciate their known quality. 
3ecause of their reputation as de- 
pendable tools, they sell with little effort, 
which means sure profits to you. 


Stocked by leading jobbers, or write 


SANDVIK SAW & TOOL CORPORATION 


107-109 Lafayette St. 740 Washington Ave., North 
New York, N. Y. Minneapolis, Minn. 

















Wherever displayed, the 
bright, attractive and well 


shaped heads of the new 
Moore 
Aluminum Push-Pins 


afe continuous sellers. Can be used with or without a hammer. 
In Window- 
6 for 10 cents Front Packets 
Our Counter Displays make sales quickly. 
Order from your Jobber. 


MOORE PUSH-PIN COMPANY 
113-125 BERKLEY ST. PHILADELPHIA, PA. 
Originators of the famous Moore Push-Pins 
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POLICY FOR ALL ~ 





One line; one trade-mark; one equitable pol- 
icy for all alike. Let your jobber show you 
our complete line and how displays like this 
one can help your over-the-counter business. 





DAT WN 


©) 


——_— <-N® 
“© CIRCLE F MFG. Co. 








TRENTON, NEW JERSEY 


STARTING NOW 


A NEW NATIONAL 
ADVERTISING CAMPAIGN 
FOR NICHOLSON FILES 


NICHOLSON FILE COMPANY 
PROVIDENCE, R.1.,U.S.A. 


se Genuine 
NICHOLSON FILES 


AFILE FOR EVERY PURPOSE 














. Bee oes We 
To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 


the red, white and blue surface markers in *4 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City", N.Y. 











CLASSIFIED ADVERTISING 
RATES 





Positions Wanted Adver- 
tisements at Special Rate of 
one cent a word, minimum 
fifty cents per insertion. 











Use the “Classified Opportunities Section” to Reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Help Wanted,” “Business Oppor- 

tunities,” “Sales Accounts Wanted” and 

“Sales Representatives Wanted” advertise- 
ments. 





Set Solid, Minimum of 50 words... ..$3.00 
Each additional word............ .06 

All Capitals, Minimum of so words.. 4.00 
Each additional word. eee 06 

Allow Seven Words for Keyed ” Address. 





Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., will not be forwarded 


BOXED DISPLAY RATES 
B tals wc ccccccccccce cocccccccc ce cSSOO 
Each additional fmelh ... cece 4.00 





Discounts for Classified Advertising 
4 insertions. 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments. 





HARDWARE AGE is published every other 
Thursday. Classified forms close Nine Days 
previous to ae of publication. 





ddress sements ang repiles to 
HARDWARE AG AGE. "Classified Md 4 nities, 
239 West 39th St., New Y City. 





BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 


POSITIONS WANTED 








FOR SALE-— HARDWARE, PLUMBING, 
and Sheet Metal Business. Only Hardware in 
a fine up to date incorporated village of 1000. 
Business has a fine 30 year record, and will bear 
closest inspection, Willing to sacrifice some for 
immediate sale. No Brokers. Address Box 
B-344, HARDWARE Ace, New York City. 


SALES ACCOUNTS WANTED 


SALES ACCOUNTS WANTED “TODAY’s 
ALES” — MANUFACTURERS AGENTS — 
“INTENSIFIED SALES SERVICE” WE 
COVER MARYLAND AND THE ee 
OF COLUMBIA THOROUGHLY. IF 
MAKE AN ARTICLE THAT CAN BE SOLD 
IN THIS TERRITORY, WE CAN SELL IT. 
CORRESPONDENCE AND INVESTIGATION 
INVITED. ADDRESS—“TODAY’S SALES,” 
207_ NORTH CALVERT STREET, BALTI- 
MORE, MARYLAND. 


NEW LINES WANTED—OLD AND ES.- 
TABLISHED MANUFACTURERS’ REPRE- 
snoreaarae WITH MANY YEARS OF 

CCESSFUL SELLING EXPERIENCE IN 
THE SOUTH AND SOUTHWESTERN 
STATES DESIRES ONE OR TWO NEW 
LINES ON_ SALARY OR COMMISSION 
BASIS. WE COVER THIS un thas 
WITH MEN WHO KNOW _ THE TR 
AND ARE CAPABLE OF GETTING You 
BUSINESS. ADDRESS BOX B-321, 5 
OF HARDWARE AGE, NEW YORK CIT 


FACTORY REPRESENTATIVE OF LONG 
ACQUAINTANCE and well established with 
Hardware Jobbers and Dealers Greater New York 

Long Island—New Jersey—New York State, 
desires additional line, Mill Supplies or Heavy 
Hardware, commission basis. Highest Recom- 
mendations. Address Box B-348, Harpware AGE, 
New York City. 


MANUFACTURERS REPRESENTATIVE 
DESIRES GOOD LINES for hardware jobbing, 
large retail, department store and syndicate trade 
in Chicago and surrounding territory. Am a 
fiend for carrying samples. Here is your oppor- 
tunity to secure high grade representation. Ad 
dress Box 7528-A, Harpware Ace, Chicago, Il. 























WANTED: SALESMAN TO SELL AT- 
TRACTIVE line of dog harness and dog collars 
to the retail hardware trade. Can be carried 
as a side line. Give territory covered and refer- 
ences in first letter. Perkins-Campbell Company, 
Cincinnati, Ohio. 


HELP WANTED 


WANTED EXECUTIVE CAPABLE OF 
TAKING COMPLETE CHARGE OF $100,000 
HARDWARE COMPANY ESTABLISHED IN 
1868. MUST BE ABLE TO PROVE ABILITY 
AND INTEGRITY. PREFER MAN FINAN- 
CIALLY ABLE TO INVEST IN CORPORA- 
TION. COMPANY IS NOW MAKING A 
PROFIT AND IS IN STRONG FINANCIAL 
POSITION. ADDRESS BOX B-343, HARD- 
WARE AGE, NEW YORK CITY. 


LARGE WHOLESALE HARDWARE AND 
HOUSEFURNISHING HOUSE requires _sev- 
eral salesmen to cover Suffolk County, West- 
chester, Connecticut, New Jersey, Hudson, Essex, 
Union, and Bergen Counties. Commission basis 
only. Must know line thoroughly and have fol- 
lowing in sections mentioned. None other need 

















apply. Address Box B-319, Harpware AcE, New 
York City. 
WANTED — YOUNG MAN HAVING 


KNOWLEDGE of hardware and _ housefurnish- 
ing business. Also knack for arranging displays. 
Must be neat and willing. State age, nationality, 
salary. Address Box B-347, Harpware AGE, 
New York City 


WANTED — WHOLESALE 
SALESMAN, for local territory. None but those 
having road experience need apply. Commission 
Basis. Address Box B-346, Harpware Acre, New 
York City. 

ROTE SALESMEN WANTED—PHILIP- 
PINE MADE Manila Rope sideline, long estab- 
lished trade necessary, 5% commission. _ Write 
fully about vourself giving references. Address 
Box B-337, care Harpware Ace, New York City. 


POSITIONS WANTED 





HARDWARE 














SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED: 
MEN NOW calling on the trade to handle popu- 
lar complete line of range oil burners, circulating 
eaters, and several models of domestic hot water 
units. Attractive proposition. Reputable twenty-year 
old organization. Fine profit possibilities for repre- 
sentative and exclusive territories. Describe ter- 








ritories covered and type of trade called on, and 
lines carried. Address Monitor Utilities Corp., 
43-00 Crescent St., Long Island City, N 
ONALLY KNOWN MANUFAC. 
TU IRE im POPULAR BENCH woodworking ma- 
chines requires representation south central, south- 


east U. S. selling best, largest_ retail hardware, 
mill supply. machinery trade. Commission basis 
Line established years. Give territory covered, 
references, expertence, lines handled present, 


commission charged. Address Box B-350, Harp- 
warE AGE, New York City. 

OPPORTUNITY FOR SALESMEN CALL- 
ING ON hardware and department stores to 
earn extra commissions and build profitable repeat 
business with cutstanding line of quality iron 
pipe fittings. Give complete information as to 
experience, lines carried and territory covered, 
in first letter. Address Box B-324, care Harp- 
ware Ace, New York City. 


SAL ESME N WANTED 
ING on Hardware, Garages-—-Auto Supplies 
Drugs regularly, to carry ovr lines Sponges 
Chamois, and Auto Brush. Give references and 
territory covered. Gulf Specialty Sales, Inc., 
Dept. H, Syracuse, N. Y. 
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AMBITIOUS, EXPERIENCED 
MAN, AGE 30 


in general and builders’ hardware and farm ma- 
chinery with faith and confidence to show profits 
now desires position with a firm who will allow 
part of salary to be invested in business. Can 
show past successful record of managerial and mer- 
chandising ability. Address Box B-332, care of 
Harpware AGr, N. Y. City. 














SALES POSITION WANTED-—Age 42. mar- 
ried. have car. Twenty-two years retail and 
wholesale hardware experience in Chicago and 
suburban territory. A past store owner. At 


present and for the past three years a store man- 
ager for an associated group of retail hardware 
dealers. Have been a member of the Chicago 
Retail Hardware Dealer's Association for a num- 


ber of years. Desire change as I am capable of 
holding and managing a better position in this 
field. Salary or commission. The firm must be a 
reliable manufacturer or dealer in hardware or 
hardware accessories. Any and all references 
and information furnished in detail to interested 
party. Address Box B-352, Harpware AGE, New 
York City. 


YOUNG MAN, 


connection _ retail, 





32 YEARS OF AGE, desires 
wholesale, or manufacturer. 
Has had 14 years’ retail experience in hardware. 
housefurnishings. and _ paints. Is capable and 
has best of references. Prefer ae aven, 
Bridgeport or around New York, but, will locate 
anywhere. Available at once. dress Rox 
B-327, care Harpware Acr, New York City. 





Hardware Personnel 


FOR THE HARDWARE 
AND 
ALLIED INDUSTRIES 


WHOLESALE RETAIL 


Men and women are registered in this bureau who 
can successfully fill any position listed below. Well 
recommended and trained in - occupations. 
MANAGERIAL DEPARTME 

Assistant rT clepertment managers. 
SALES DEPARTME 

Assistant sales ne ill salesmen, inside and 

outside, sales correspondents, price clerks, order 


clerks. 
oes DEPARTMENT 
Pure rs, pick up boys. 
OFFICE MANAGER 
—* bookkeeper, stenographers, 


SHIPPING DEPARTMENT 
Shipping clerks, assistants, truck or chauffeurs, 


Tock 
8 oo ree 
en, order p: 
ADVERTISING AND: SUBLICITY 
= oy om. circular layout men, ma- 


clerks, mail 


cReoIT” ‘BEPARTMENT 
Credit m Sealstants, collectors. 
BILLING | DEPART 
Pricing clerks, billin 
RETAIL DEPARTME 
Managers, assistants, cashiers, counter clerks, 


store salesmen, store boys, shipping clerks, re- 
ceiving clerks, locksmiths, repair men. 


NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


This is the only employment agency special- 
izes in the hardware and allied. pn Ban 


Associated Placement Bureau 


152 West 42nd Street, New York City 
Wis. 7-1802, 1803 


machine operators. 














SALESMAN AND EXECUTIVE WITH 15 
YEARS’ experience as manager of general and 
builders hardware, paints and contractors supplies 
is seeking connection to represent manufacturer in 
Chicago and surrounding territory. Age 36, 
pleasing personality and capable of getting results, 
Address Box 7527-A, Harpware AGE, Chicago, III. 

SALESMAN AND EXECUTIVE with more 
than twenty years of Hardware experience and 
— record of accomplishments, as Sales 

“xecutive for Hardware Chain operated in East- 





ern States, President and General Manager of 
general hardware and supply house in the Mid 
West also Vice President and General Sales 


Manager of large Southern hardware jobber, is 
seeking connection with retailer, cot cre my or 
manufacturer. Thoroughly experienced merchan- 
diser, sales executive and organizer. Qualified to 
assume responsibility and secure results. Can 
furnish first class references. Will go anywhere. 
Address Box B-345, HArpwWArE AGE, New York 
City. ‘ 

HARDWARE EXECUTIVE SEEKS CON- 
NECTION manufacturer or jobber of hardware; 
experience, 30 years; with important wholesale 
hardware firms, with executive ability above the 
average, who knows hardware, mill supplies, 
cutlery, sporting goods, plumbing supplies, farm 
implements, builder’s hardware, hotel and restau- 
rant supplies. More important still, I know 
merchandise values—what sell best, at what 
price. Can take full charge as head or depart 
ment buyer, sales promotion work and_ sales 
managing, or work happily under another able 
executive. My salary requireinents will not 
bother you if you want me. While interested in 
executive position, a sales position will also be 
acceptable. Address Box B-336, care HArpware 
Ace, New York City. 





HARDWARE AGE 
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e CLASSIFIED OPPORTUNITIES e 





POSITIONS WANTED 


POSITIONS WANTED 


POSITIONS WANTED 





NOW AVAILABLE—A GOOD MAN. 
perience and close relationship with the Al 
is the foundation of successful salesmanship. 
Mr. Manufacturer, are you interested in securing 
the service of a man that has these qualifications ? 
For many years have been contacting with the 
Hardware and Supply Jobbers throughout the 
United States. The economical and industrial 


_| 
| 
| 
| 


situation has made it possible to add to your | 


sales staff an experienced salesman at no greater | 


expense. Not interested in any commission 
proposition or investment. Address Box B-342, 
care of HARDWARE AGE, New York City. 


AFFILIATED TWO AND A HALF YEARS 
in the capacity of a checker and proofreader. IT 
am 23 years old with two and a half years of 
college. Would like to make connections with a 
reliable concern either in the capacity of a sales- 
man or something clerical. Address Box B-351, 
Harpware Ace, New York City. 








TRAVELING REPRESENTATIVE HAV- 
ING CONTACTS AMONG wholesale and retail 
hardware trade, department stores and chain auto 
accessory houses in New York, Pennsylvania and 
New Jersey seeks employment with manufacturers 
of picnic jugs, thermos bottles and lunch boxes 
or inkead lines. Address Box B-349, HArpWARE 
Ace, New York City. 





HARDWARE MAN—forty- three years old, 
sober and industrious, twenty years’ experience in 
wholesale and retail hardware, open for a posi- 
tion with reputable retail firm where work and 
integrity will be rewarded. Can furnish first- 
class references as to honesty and ability. Will 
go anywhere, middle West or South preferred. 
Address Box B-239, care Harpware Ace, New 
York City. 





ACCOUNT, AUDITOR AND ALL-ROUND 
OFFICE MAN desires connection with responsi- 
ble, progressive firm anywhere. Refined, neat, 
rapid, accurate. Have had experience in hard- 
ware, housefurnishings, plumbing, sheet metal, 
paints, sporting goods and kindred lines. Age 
44, steady, sober and reliable. Can open, close, 
install systems, departmentalize, etc. Reasonable 
salary; best of references; bond. Correspondence 
a pleasure. Address Marion Lock, Box 319, 
Perry, Iowa. 


TRAVELING SALESMAN HAVING 
BROAD ACQUAINTANCE and several years’ 
experience in calling on the hardware and jobbing 
trade in Ohio, Indiana, Kentucky and West Vir- 
ginia, is desirous of making a good sales connec- 
tion with some reliable manufacturer. Unques- 
tionable reference can be furnished. _ Address 
Box B-315, Harpware Ace, New York City. 











HE ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 


A nationally known company replied to his adver- 
tisement and he secured a desirable position through 
advertising in the right medium. 


HARDWARE AGE is noted for quick results— 
try it—send your ad to— 


Classified Opportunities Dept. 
239 W. 39th Street 


New York 
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HILL CLOTHES DRYER CO., Inc. 


Manufacturers 

of the famous: 
Hill Champion, Eureka 
Atlas Style D 
Spartan Style H 

and Roof Dryers 


HILL 


CLOTHES DRYER CO., Inc., Worcester, Mass. 


New York Distributor 
H. Kernahrens, Ine. 





WE DO OUR PART 





OFKIN TAPES— 
RULES and TOOLS 


In distributing them the dealer sells perfect 

satisfaction in the form of accurate mark- 

ings, easy, convenient operation and long 
service. Handle them with confidence. 


Send for Catalog 


THE [UFKIN foULE C0. 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 














MOULTON LADDERS 


Safeguard Your Customers 
Every Ladder is Safe 


UTILITY EXTENSION LADDER as shown. 
Clear straight grain, noble fir or hemlock 
with 14% in. turned ash rungs. Diamond 
Spring Locks. Hand forged steel top irons. 
Malleable bottom irons. All hardware 
Cadmium plated. Lengths 20 to 44 ft. incl. 
Wet. approx. 2 lbs. per ft. 

SINGLE LADDER—Clear sstraight grain 
ladder stock with selected 14% in. hardwood 
rungs. Wet. approx. 2 lbs. per ft. Standard 
lengths: 10 to 26 ft. 

Send for Literature and Trade-prices. 


The Moulton Ladder Mfg. Co. 


Somerville Mass. 











TRADE 

VULC) 

MARK 
REC.U.6. PAT. OFF 


















Vulean_ Elec- 
tric wet 
Irons 
‘Nother Electri- 
eally Heated 
Appliances. 


F ASTEST SOLDERING 
LOWEST SOLDERING COST 
VULCAN ELECTRIC COMPANY 


225 VARICK STREET 
NEW YORK, N. Y. 
WELL AND FAVORABLY KNOWN FOR 25 YEARS 














Steel Brick and Mortar Hods 





No. 158 Mortar, No. 162 Brick, 
26”x12” x 11%” deep. 22”x10"x7” deep. 
Have been used for years because of their strength 
and lightness. No dripping onto the user’s back. 
They are all steel too. 
Present Prices Will Interest You 
Made by 


THE CLEVELAND WIRE SPRING CO. 
E. 38th St. and Hamilton Ave. Cleveland, Ohio 





Bommer 
Checking Floor Hinges 


Suitable for 
all sizes and 
kinds of 
doors, metal 
or wood 





Write for illustrated catalogue 
Bommer Spring Hinge Co., Brooklyn, N.Y. 














Hemeo 


Brass Head Rustless 
Numeral ThumbTacks 


For use on Windows, 
Screens, Storm Doors, 
Furniture Shelves, Bins, 





tail at 10c for 25 num- 
bers. Demand them 
from your jobber — éf 
he cannot supply you 

write us. We protect 
the Hardware Jobber 
and Independent Mer 
chant. 


Robt. E. Miller, Inc. 
35 Pearl Street 
New York, N. Y. 
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Z 
SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) = a OO). 0B) 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
‘There IS a Difference in Sash Cord’”’ 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 





HARDWARE AGE 


























1,-TON to 7'2-T0 





During these first thirty-three years of the dynamic Twen- 





tieth Century, International Trucks have set an inspiring 
example to Progress. They have not only kept pace with the 
changing world; they have pioneered since 1899. 

International Harvester automotive engineers have cam- 
paigned untiringly against every new hauling problem that con- 
ditions have presented. Year after year they have built their 
findings into better trucks. Year by year their trucks have built 
a reputation that has grown priceless with advancing time, and 
this reputation in turn has built a phenomenal record of sales 
and success. 

International Trucks go forth today with new beauty and per- 
formance of which new and old owners will be proud. They are 
as fine underneath as they are pleasing to the eye. Thanks to 
farsighted policy they are engineered for the job, whatever the 
job may be. 


INTERNATIONAL HARVESTER COMPANY 


606 S. Michigan Ave. yearns Chicago, Illinois 


What size truck 
does your job require? 





The Queen of the World’s Fair and the King of the Highway 


Miss LittiAN ANDERSON, Queen of A Century of Prog- 
ress Exposition, Chicago, # shown in these actual 
photographs of the smallest and largest International 
Trucks. The 6-cylinder 12-ton Model D-1, shown at the 
top, may be had with either panel or pick-up body: 
chassis $360, f. 0. b. factory. The 6-cylinder 7!2-ton 
Model A-8 is built for heavy dump work and trailer 
service. Full range of sizes available between these two, 


INTERNATIONAL TRUCK 
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Short, Long, Long Rifle, W.R.F. 
Nickel-plated Cases - - Kopperklad Bullets 


Travel 25% Faster—Hit 60% Harder—Cost No More 


_— Spring demand for .22 caliber cartridges is just around the corner. With more work— 
more leisure—more ready money—more interest in shooting—there is bound to be still more 
activity in Winchester Super Speed Staynless .22s! 

Packaged as attractively as a Canadian “mountie” dresses for a Sunday afternoon stroll in 
June. Open a box—you see rows of gleaming nickel-plate and burnished copper. Shoot some— 
they go like the devil and land with amazing sock. Accuracy, plenty! And Winchester Staynless 
priming, preventing rust and pitting in the rifle or pistol bore. 

Short, Long, Long Rifle, W/.R.F., with greaseless, self-lubricating Kopperklad bullets. Solid 
bullet or hollow point for game and varmints, as ordered. And priced to retail for no more than 
regular Winchester Staynless .22s. Order for a big demand. 


Hot Trade Builders 


FREE, for your Customers—Winchester 
.22 Super Speed folders, giving ballis- 
tics of all sizes. Write for some NOW. 


WINCHESTER REPEATING ARMS COMPANY 


DEPARTMENT 40-T NEW HAVEN, CONN., U. S. A. 
HARDWARE AG! 








